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Blending i 8 
Extreme versatility of installation, high sustained accuracy and low pL 
maintenance have built Brodie BiRotor Meter acceptance in every field of NEW 
petroleum measurement. "4 
From the smallest job to the largest, there’s a BiRotor built to handle the 
required capacity and pressure —with counters, controls, strainers and air 
eliminators to provide fully integrated systems. 
‘ ‘ Bert 
Whatever your metering needs, check first on the exclusive advantages of 
Brodie BiRotors. 
Jack, 
2 
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Among other things. . . 


“Quality Builders use oil Heat,” the article which begins 
on page 53, is the first of a series of special studies made 
this summer oswhow-somerepresentativeedealers are ap~.. 
proaching the new homes market. Rite Fuel Corp. in 
Hicksville, N. Y., tries to get an oilburner installed in the 
model home. This technique is explained by Pat Caputo 
in this month’s feature; other successful methods will be 
covered in future articles. 


Next Ray Kraemer answers the ten questions most 
often asked by fueloil distributors about their credit and 
collection problems, The interview report, commencing 
on page 56, should provide much food for thought and 
undoubtedly will produce some disagreement. All the 
opinions are based on actual experience, however, and 
are well worth consideration. 

On the technical side, Jack Schulz in Part m of his 
‘Fireboxes and Combustion” series discusses the purpose 
and use of combustion testing instruments. This story 
begins on page 71. 
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IMPORTANT 
to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sporktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 

' Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. 


DIELECTRIC 


PRODUCTS COMPANY, INC. 
Jersey City New Jersey 
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Names in the News: 


T. A. “Al” Crawford has joined 


| York-Shipley, Inc., York, Pa., charged 


| 


| dential 
| and Cooling Di- 





the 


| primary concern 


with general sales 
responsibility. His 


is to be the Resi- 
Heating 


vision, with a 
probable expan- 
sion of the sales 
staff in prospect. 
Crawford for many years was with 
Timken Silent Automatic; when he 
left that organization recently he held 
the position of vice-president in charge 
of sales. 


Will J. Chappel has joined Bryant’s 
headquarters staff in Indianapolis, 
Ind., as oil equip- 
ment sales man- 
ager. Products he 
will handle in- 
clude Bryant’s 
full line of oil- 
fired furnaces. 
For the past 26 
years, Chappell 
was employed by 
Timken heating 


organization 


| where his positions included those of 
| sales manager, assistant general man- 


| 





ager and advertising manager. 


M. S. Hauser, public relations di- 
rector of The Ohio Oil Co., Findlay, 
Ohio, has been elected chairman of the 
Oil Industry Information Committee, 
succeeding Richard Rollins, secretary 
of the Atlantic Refining Co., Phila- 
delphia, Pa. Vice chairmen are Kerryn 
King, The Texas Co., New York.; 
Dwight M. Hills, Sinclair Refining 


| Co., Atlanta, Ga.; James M. Patter- 


son, Standard Oil Co, (Indiana) , Chi- 
cago; Joe T. Dickerson, Shell Pipe 
Line Corp., Houston, Tex.; G. Stewart 


October 
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Brown, Standard Oil Co. of Cal, 
fornia, San Francisco. John S, Cooke 
American Petroleum Institute, Ney 
York, is secretary. 







Roy A. Fryer, assistant sales promo 
tion and advertising manager, has beep 






oneenan 


Fryer 





named advertising manager of The 
White Motor Co., and David W. 
Sheehan, assistant to the vice presi 
dent, sales, has been appointed sales 
promotion manager. Fryer, who has 
been associated with White since 
1943, previously had been associated 
with the American Society for Metals, 
Standard Brands, Inc., and the Gen 
eral Electric Co. in advertising and 
sales promotion capacities. Sheehan 
formerly was associated with Cum 
mins Engine Co., Electric Boat Co, 
Groton, Conn., and Shell Oil Co, 
New York. 










Frank J. Numnlist has been ap 
pointed to the newly-created post of 
executive vice-president of Mueller 
Climatrol. Named to succeed Nualis 
as vice-president in charge of sales i 
H. P. Mueller, Jr., vice-president. 
Nunlist joined the firm in 1941 as av 
sistant chief engineer and became 
chief engineer in 1944. He later was 
appointed general sales manager and 
then sales vice-president. Mueller rep 
resents the fourth generation of Muel 
lers to actively participate in the com 
pany management. He joined the 
company in 1948 as an application 
engineer in the engineering depatt 
ment. Later he joined the sales de 
partment, becoming assistant sae 
manager in 1952. He was named 4 
vice-president in 1954. 



















Robert H. Lowe has been appointed 
advertising and sales promotion mal 
ager of the Coleman Company, Inc., 
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Exclusive 


Selling Features 


The Whirling Flame—secret of its amaz- 
ng performance! 


Welded steel construction for permanence! 


* Thoroughly insulated like a giant thermos 


ich assures minimum radiation and 
throughout the entire year! 

All the domestic hot water you need—the 

year ‘round—at the lowest possible cost! 


autifully finished duotone baked enamel 


Ons; 
Shipped as complete as a refrigerator! 


Backed by a 100-year-old firm! 





Gives You an Edge on Competition! 


Acclaimed America’s finest Oil Heat Package Unit, the Bethlehem 
DYNATHERM is truly the most efficient automatic heating plant on the 
market. It actually exceeds customers’ expectations because it gives them 
more for their money in fuel economy, convenience and comfort than 
they have ever known before, regardless of what heating system was 
used. Fuel savings of more than 40% are common...one reason why 
the Bethlehem DYNATHERM pays for itself in 5 years! Then too, it 
comes completely assembled and tested at the factory, thereby reducing 
installation cost, and assuring dependable, uninterrupted service. 


If you’ve been losing sales . .. why not get started selling this outstanding 
Package Unit with many exclusive features . . . that offers everything your 
customers have been looking for in Healthful Heating! 


Want to make more sales? ... more profit? ... have more satisfied cus- 
tomers? Then—wire or write immediately for full information! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHCEREM , PENNSYLVANIA 









PROVEN 
SUPERIOR! 





Yes, the Eddington line of oil 
burner nozzles are PROVEN 
SUPERIOR! The years of 
service to the oil heating trade 
have firmly established these 
nozzles on the PREFERRED” 
lists of the leading oil burner 
and equipment manufacturers 
throughout the country. The 
finest craftsmanship, uniform 
dependability, and quality 
stainless steel construction are 
the important factors of the 
excellent performance ex- 
perienced by the men who 
know best. 


The next time YOU buy 


—wihiails 








EDDINGTON METAL 
SPECIALTY CO. 


EDDINGTON, PA. 


Write for complete information and price 











. » « « Names in the News 


Wichita, Kans., succeeding Julian F. 
Warren, who resigned to establish his 
own wholesale distributing company 
in Houston, Texas. Lowe, who joined 
Coleman in 1955, has specialized in 
the merchandising of home appliances. 
He formerly was associated with 
Ketchum, McLeod and Grove, Pitts- 
burgh, Pa.; the Pittsburgh Group 
Companies of the Columbia Gas Sys- 
tem and General Electric Supply 
Corp., Pittsburgh. 


James A. Woodburn has been 
elected vice-president and general sales 
manager of the Silent Glow Oil Burn- 
er Corp., Hartford, Conn. He will be 
in charge of sales and advertising of 
all Silent Glow products. Edward J. 
E. Johnson has been appointed divi- 


; Woodburn Birkins 


sional sales manager in charge of Si- 
lent Glow outdoor cooking equipment 
and home refuse disposer field selling 
organization. Arthur R. Birkins be- 
comes Silent Glow’s division sales 
manager for automatic oilheating 
equipment, brooder systems and cre- 
matory destructors. 


J. Roy Knox has been appointed 
manager of the central region, Burn- 
ham Corp. Boiler Division, which in- 
cludes Illinois, Michigan, Ohio and 
Pennsylvania.: His headquarters will 
be in Pittsburgh. Knox was sales man- 
ager of United States Radiator Corp. 
and, more recently, with National- 
U. S. Radiator Corp. 


Robert F. Hume has been ap- 
pointed director of purchasing for 
Mueller Climatrol, Milwaukee, Wis. 
He has spent some time in practically 
every department of the company 
since joining the firm in 1946. He at- 
tended both the University of Wis 
consin and Dartmouth College. 


October 
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Robert Hundley, former sales may & 
ager, Accessories Div., Wm. Steines: 
Mfg. Co., Newark, N. J., has beeg 
general manager of all product diy, 
sions. As such, he will supervise anf 

































Hundley 


Jensen 









co-ordinate sales policies and product 
planning. Named sales manager, Heut: 
ing Products Div., is Chris Jensen, Jr, 
a veteran of 21 years in the oilheating 
industry. Prior to joining Steinen, 
Jensen had been a regional manager 
for Perfex Corp. His efforts will be 
devoted to national and international 
sales in his division. 


































Francis Halloran, Howard Costello, 
Jr., William Marshall and Harold 
Swatman are new sales engineers for 
Penn Controls, Inc., Goshen, Ind. 
Swatman will be sales engineer for 
the southern part of Texas with a 
office located at 154 E. Sunnyside, 
Houston 22, Texas. He will be a 
tached to the Dallas district office. The 
other three new Penn men will sp 
cialize in trade service contact work 
on the east coast with Halloran work 
ing out of the Boston office; Costello, 
out of the North Bergen, N. J, div 
trict office, and Marshall, in Penn’ 
Philadelphia office. 


Jack W. Kice has resigned as matv 
ager of the sales engineering depatt 
ment, Coleman Co., Inc., Wichita |, 
Kansas, to devote more time t0 the 
Kice Metal Products Co., Wichita 
where he will be associated with his 
father, J. W. Kice, and two brothers 
Russell W. and James V. Kice. 


Duane G. Merrill, formerly caste 
regional manager of Acme Industni 
manufacturers of airconditioning 
refrigetation equipment, has 
named sales manager of the compat) 
in charge of field sales. 
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BIG SAVINGS YOUR CUSTOMERS 
WILL CERTAINLY WANT 


Patents Pending 


vf 


APPROVED for #4 fuel oil by Underwriters’ 


Laboratories, Inc., and by the Board of Stand- 
ards and Appeals of the City of New York. 


BEST BET for cutting fuel bills in apartment 


houses, schools, institutions, commercial and 
industrial buildings and heating processes by 


/ using lower priced fuel oil. 


AUTOMATIC — Electric fuel converter sys- 
tem, complete with safety shut-down and 
mechanical oil cut-off, is thermostatically con- 
trolled — automatically. Complete assembly 
easily accessible for quick service. 


the NEW *4 
OIL BURNER 


DRASTICALLY CUTS 
FUEL COSTS 


Converts *4 (and *5) 
Oil to Burn Efficiently 
as *2 Oil. 


e Built-in “Thermax’’ Converters 
Reduce Heavy Oil to Light Oil 


e As Quiet as a *2 Oil Burner 
e Easy to Install and Service 
e@ No Complicated Parts 
e Can Use Existing Piping 

in Practically All Cases 


e 3 Sizes—3 to 20 G.P.H. 
Larger Sizes Available Later 


Write for Bulletin and Prices 


Inquiries invited from 
Boiler and Furnace Munufacturers 


SUN-RAY— FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 
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AS WE WERE about to start this page, 
one of the larger midwest oilburner 
manufacturers came in to discuss a 
problem. During the visit he men- 
tioned that oilheating is going extra 
well in the midwest this year, and that 
it is outselling competitive fuels in a 
surprising number of markets in that 
area. 

The extra cold weather during the 
past winter resulted in chilly homes 
for a good many customers depending 
on gas. As a result the local gas utili- 
ties are pretty cautious about adding 
home heating customers unless they 
have a very comfortable surplus of fuel 
supply. This does not necessarily mean 
that large pipelines serving particular 
cities are unable to give them enough, 
but rather that the local distributing 
lines within communities are often 
overtaxed before they are replaced by 
larger ones. 

Quite a lot of neighborhoods are 
restricted for that reason. It is diffi- 
cult for the officers of a gas utility to 
decide to tear up a four inch line and 
put in a six inch one because this will 
more than double the capacity when 
they may need only another 10% in 
the foreseeable future. 

Our oilheating industry is mighty 
fortunate to have a completely flexible 
fueloil delivery situation. We can de- 
liver more gallons or fewer gallons to 
anyone anywhere. And we don’t have 
to be concerned either by pipe sizes or 
having to achieve a close seasonal bal- 
ance such as our competitors in gas 
and electric heat must do. 


}, 
“ 


FRED GRIFFIN of Seattle not only has 
to compete with gas pretty actively in 
heading the Washington State promo- 
tional campaign, but he practically has 
to dodge it in his personal life. 
Driving home from a nice vacation 
in the Yucatan area of Mexico in early 
August, Fred and his wife stopped for 


10 


a good breakfast at the Lariat Cafe in 
Monticello, Utah. Two weeks later the 
principal Salt Lake City newspaper, 
The Deseret News broke with a front 
page story and pictures showing that 
this good cafe had disappeared in a 
cloud of brickdust. Along with the 
cafe some 15 of the customers also 
were done in permanently by the gas 
explosion. 

Fred’s friends in Seattle are warn- 
ing him that since he accepted the 
chairmanship of the fueloil advertis- 
ing committee “Ol debbil gas” is pretty 
hot on his trail and almost made it 
that time. 


, 
“9 


YOU'VE PROBABLY noticed that this 
year for the first time we’re running 
a full page on new home permits 
covering the whole country by states 
and metropolitan areas. This issue has 
the complete figures for the first half 
of the year. 


We have been able to unearth 495,- 
248 new home permits in the six 
months. It is important to recognize, 
however, that not nearly all of these 
are prospects for oilheating. There is 
an important string of states in what 
we might call the underprivileged area 
where very little oilheating is ever 
sold, and these states accounted for 
215,400 or 4314% of the total new 
homes. Those states run across the 
South from Florida to California with 
a side string jutting up through the 
main Rocky Mountain Range to Mon- 
tana. 

They are either oil producing 
states where gas is very cheap or warm 
climate states that need very little fuel. 
When we called them “underprivi- 
leged” it is not because their lives 
are unhappy, but because they may 
never know how much happier they 
could have been with oil heat. 

Seriously though this disclosure has 
quite a bearing on the competitive fuel 
statistics being so gibly tossed about. 


6, 
“eo 


THESE DAYS we are constantly running 
into all kinds of special weeks to pro- 
mote something or other including our 
own Oil Progress Week. We recall 
that a few years ago Oil Progress 
Week occurred at the same time as 


October 












National Save the Horse Week. As 
nearly as we can determine oil hag 
gone on progressing while the horse js 
being ridden mostly by youngsters jp | 
pastures. 

Just now we have not just another 
special week to mention, this time j/ 
is a special month. ‘ 

October is designated as ABC Month, 
In case you hadn’t noticed the insignia 
on our masthead page, we are a mem 
ber of Audit Bureau of Circulations 
Here are quotations from ABC’s public 
relations release to which we subscribe 
wholeheartedly . . . and we're proud 
to be a member. 

“FUELOIL & O1L HEAT has to eam 
that symbol. Only publications which 
have qualified as members in good 
standing of the Audit Bureau of Cir 
culations can display it. And to qualify 
FueLow & Om HEAT had to prove 
that its circulation met high standards ] 
of integrity, standards that imply re 
sponsibility to our readers and mean 
full measure of circulation value for 
our advertisers. 

“The ABC insigne is a measure of 
service and mark of integrity to both 
buyers and sellers of advertising space, 
for it means fairness and honorable 
dealing with advertisers and readers 
alike. 

* “The Hallmark of Circulation Va 
ue’ to advertisers is like the “Sterling 
mark on silver. Just as merchants and 
manufacturers buy and sell goods on 
the basis of known standards of grade, 
weight and measure, so do ABC publi 
cations sell their advertising space 0 
the foundation of circulation stand’ 
ards, 

“Each year, a member of ABCs 
auditing staff calls and audits our re 
ords. He finds out whether or not ovr 
circulation meets industry standards 
and sums up the solid numerical facts 
about our circulation value. 

“Readers benefit because to gain m 
circulation that will meet ABC stand 
ards, we must provide a publication 
steadily bettering its editorial content 
That wins new subscribers, gets ™ 
newals from present subscribers 
helps to keep us editorially alert and 


vigorous.” 
bbe 
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=|VENTALARM 
r | Original and Dependable 


ualify 
oo | WHISTLING TANK FILL SIGNAL 
adards 
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ue for § Installed on over 4,000,000 home fuel oil tanks 

by 4500 major and independent fuel oil dealers. 










The Signal that saves up to 30% 
of delivery costs. 








“Just Fill 


















ure of “BUILT-IN WHISTLE PROTECTION" til the 
> both A NEW Feature, built into all models 
space, of VENTALARM Signal, is a screen Whistle Stops” 
orable over the entire whistle top. Prevents 
vadloes bugs, pipe scale, or other foreign 
matter from entering the whistle and 
i muffling the sound. 
n Val 
seling’ VENTALARM GAUGE 
ts ‘as You can have a combination 
ules VENTALARM Signal and GAUGE 








in one unit for new installations! 
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se Scully Throtlator ” Scully Swivel Connector Scully” Nozzle 





3 and Automatically controls fuel oil pumping speed. Guarantees easy positioning of nozzle without hose Engineered for modern fuel oil delivery. Provides 
t and hand throttle adjustment and needless racing twist. Exclusive safety retention sleeve holds swivel for full-flow discharge rates. Allows infinite adjust- 
tuck motor and pump. Automatically adjusts parts firmly in place. Ball bearing action assures ment of flow rate. Cut-off is clean; surge eliminated. 


8 Speed to proper RPM for maximum pump smooth turning even under full hose pressure. Only half the weight of a conventional nozzle to 
/vency when power take-off is engaged. Only handle. Has built-in check valve. 


square; easily in ; 
’ stalled th hood 
alt tex the carburetor under the engine hoo 





SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


Canadian Branch: Scully Signal Ltd., 286 King St. W., Toronto, Ontario. 





Contact your Regular Supply House 
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Oilheating Trends 


alae irae of oilheating equip- 
ment for domestic purposes during 
August are estimated at 87,472, a 9% 
drop from last year’s August installa- 
tions of 96,062. Combined eight month 
installations are also lagging about 
9% with the 1956 total being 418,043 


compared to 461,493 last year. 


The 1956 eight month total is very 
close to the 420,068 installations dur- 
ing the same period of 1953. Glancing 
back into history, that particular year 
had an abnormally high second half; 


perhaps this year can duplicate °53. 


The August installations were di- 
vided: New Homes, 31,518 (almost 
double last month); Replacements of 
old oilheating equipment, 11,699; and 
Conversions from other fuels, 44,255. 

Burner Stocks: At the end of Au- 
gust dealers had on hand approxi 
mately 102,600 domestic burners and 
units. A year ago on the same date 
there were 116,733. The current stocks 
were divided: Separate Burners, 47,- 
829; Boiler-Burner Units, 19,435, and 


Furnace Burner Units, 35,336. 


This is the second month that stocks 
are below last year inventories. All 
year it has seemed that dealers were 


eweeee eee eee eee ee ee eeeeeeeeeeeeesee 


Minimum Retail Prices 
of Key Dealers 


Aug. Aver. July Aver. 


Separate Burners $310 $310 
Boiler-Burners 715 720 
Furnace-Burners 597 594 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLESALE 
Aug. 94.5 


July 94.1 Yearago 91.9 
RETAIL 

Aug. 92.0 Six monthsago 93.8 

July 91.8 Yearago 89.7 
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Six monthsago 93.8 





carrying a lot of equipment in their 
warehouses so it is good to see what 
we hope is a trend. On the other hand 
factory stocks on June 30, the latest 
available data, were 84,803 compared 
to 70,020 the previous year. However, 
the month of June was much better as 
far as sales were concerned for the 
manufacturers—the table on ship- 
ments indicates that June was off 3.1% 
compared to a minus 15.6% for the 
first half of the year. 

Tank Stocks: Approximately 56,475 
customer tanks were in dealer hands 
at the end of August. This is a drop 


FACTORY SHIPMENTS 


/N THOUSANDS OF — 


from the 84,178 at the end of July 
but quite an increase over last Ay 
gust’s 40,585. 

These stocks were divided by sizes 
220-275 gal., 51,553; sizes 550 to 6y 
gal., 3,786; and sizes 1,000 gal. o 
larger, 1,136. 

Dealers were prudent to put in, 
larger than ordinary tank stock early 
in the summer because the steel] strike 
and its settlement have had the ey. 
pected effect. The average price paid 
by dealers for a 275 gal. tank during 
August was $33, compared to $3 in 
July and $31 in June. 
























DOMESTIC OILBURNERS & UNITS — 
DOMESTIC GAS BURNERS==22* 
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DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 


1952 1953 1954 1955 1956 


Shipments of Oilburners and Units 
(Including Exports) 








Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELom & Oi Heat's estimates of shipments are: 


















JUNE SIX MONTHS 
Percent Percent 
1956 1955 Change 1956 1955 Change 
Separate Burners 41,321 43,073 — 4.1 200,632 248,234 — 192 
Boiler Units 7,421 7,500 — 1.1 28,783 34,374 — 163 
Furnace Units 17,232 18,037 — 4.5 79,299 88,650 — 105 
All Domestic 65,974 68,610 — 3.8 308,714 371,258 — 168 
Commercial 4,023 3,600 + 11.8 18,951 16,689 + 13.6 
Total 69,996 72,210 — 3.1 327,244 387,947 — 156 
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Percent 
Change 
— 192 
— 163 
— 105 
— 168 
+ 13.6 
— 156 




















STUDY THIS 
MONTH 








Equipment Pricing: The philosophy 
of pricing oilheating equipment seems 
to be particularly pertinent right now 
in view of the steel strike and the re- 
sulting rise in prices. Then too, it is 
always interesting to get the other fel- 
low’s thinking on something as vital 
as price structure. 

The first question this month asked 
the cooperating dealers what per cent 
of the principal oilheating items (such 
as burners, boilers and furnaces) are 
sld at “full list” price. About 68% 
of all such sales get full list price. Mid- 
westerners do best on this with four- 
fifths getting full list. 

Then we find that 16% of the sales 
are made at around ten per cent off; 
another 11% of these major items are 
old at around twenty per cent off; 
and finally 5'°% are sold in the range of 
thirty per cent off. There are con- 
siderable geographic variations. As an 
example oilheating sales in the Mid- 
Atlantic states run about 62% getting 
full list price and a surprisingly large 
10% are made at thirty per cent off. 
One suburban New York dealer sells 
everything at thirty off. 

A little more than a fourth (27%) 
of the reporting dealers sold every- 
thing at list in August and they sold 
23% of the total installations of the 
group. Then we found that 7% of the 
dealers sold everything at ten off list 
and they sold four per cent of the lot. 
Only one dealer said that he sells 
everything at twenty off list, and as 
we noted before, there was one selling 
erything at thirty off. 

Larger dealers, those who installed 
More than 25 jobs in August, got an 
average of 98% of list price. This does 
hot prove that they would get that 
Much at all seasons of the year, but 
they did have the courage to ask a 
good Price in the flush season. We have 
noticed that some of the dealers take 
new home work in the slow season at 
reduced prices to keep crews busy. 


eloil 


Going down the list of figures sub- 
mitted on this point we separated into 
two groups the dealers having less than 
25'% of their business going into New 
homes and those having upwards of 
25'% in the new home market. In the 
first group (those who minimize new 
home work) the average August sell- 
ing price was 96% of full list; in the 
other group, doing more than 25'% in 
new homes, their average August price 
on all jobs was 85'% of full list. This 
shows the very pronounced influence 
of a new home attitude on dealer’s 
total business. Some of the reporting 
dealers do a surprising share of their 
work in new homes. 


New Home Business 


For instance a dealer in West New- 
ton, Mass., does 85% of his business 
in new homes; a Union City, N. J., 
dealer does 90%; a gentleman in St. 
Cloud, Minn., does 70%; and two 
dealers in Oregon do 80 and 85% 
respectively. We had quite a sprin- 
kling of dealers who do no business in 
the new home market. 

Approximately 43% of the dealers 
set up for their salesmen a specific scale 
of income related to prices. In other 
words the salesman receives his com- 
mission adjusted to the actual price for 
which he sells the installation. For ex- 
ample, the company may establish a 
minimum price for a standard installa- 
tion which will include his base rate 
of commission. If he wants to do any 
bargaining—in either direction—any 
variation in this price affects his com- 
mission rate. 

About three-fourths of the dealers 
in New England have their salesmen 


on a deal like this; 29% in Middle 


Atlantic and Midwest; and 50% in 
the Pacific Northwest. 


A hundred typical dealers in selling 
extra equipment or repair items such 
as controls, motors, or circulators 
would do it something like this accord- 
ing to the cooperating group: 82 would 
stick to list price; seven would get 
10% above list; five would get 20% 
above list; three would get 10 below 
list and another three would get 20 
below list. 

During the past month or two, 88% 
of the dealers have experienced an in- 
crease in the prices they pay for prin- 


Oilheating Permits* 


AUGUST 8 MONTHS 
1956 1955 1956 
6 Albany, N. Y. 56 30 
73 Baltimore, Md. 296 332 
156 Bridgeport, Conn. S27. .*_ "335 
0 Columbus, O. 214 278 
72 ‘Detroit, Michigan ae os Se 
70 Elizabeth, N. J. 209 487 
.. Freeport, N. Y. 276 ava 
.. Hartford, Conn. 411 a 
42 Irvington, N. J. 211 248 
57 Meriden, Conn. 310 368 
Milwaukee, Wis. 3681 


33 Minneapolis, Minn. 126 120 
22 Montclair, N. J. 107 96 
13. Morristown, N. J. 43 ces 
25 Mt. Vernon, N. Y. 206 157 


191 Newark, N. J. 820 785 
55 New Bedford, Mass. 618 659 
49 New Haven, Conn, 196 183 
25 New Rochelle, N. Y. 213 150 


33. Norfolk, Va. 224 338 
.. Omaha, Neb. 40 Lay 
20 Orange, N. J. 80 91 
14 Passaic, N. J. 80 63 
64 Paterson, N. J. 303-291 
289 Philadelphia, Pa.** 2211 1687 
83 Portland, Me. 399 a 
282 Portland, Ore. 2825 2067 


15 Poughkeepsie, N. Y. 114 95 


124 Providence, R. I. 548 488 
66 Richmond, Va. 259 310 
136 Roanoke, Va. 721 732 
137 Rochester, N. Y. 861 642 
11 Rockville Centre, N. Y. 99 83 
50 Salem, Mass. 236 86297 
.. St. Louis, Mo. 1244 a 


14 St. Paul, Minn. 69 57 
.. Schenectady, N. Y. 77 a 


.. Spokane, Wash. 1036 ata 
128 Springfield, Mass. 765 822 
25 Stamford, Conn. 219 193 


43 Washington, D. C, 357 300 
27 White Plains, N. Y. 162 135 


60 Wilmington, Del. 259 

91 Worcester, Mass. 712 647 

51 Yonkers, N. Y. 343 mr 
2580 Totals 15254 13956 


Percent Change —8.5 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% 
to 60% of total sales in each market; nor 
are they an accuarte index where enforce- 
ment is lax. Rightly used, however, they 
are a useful working index. 

**Courtesy of “Philadelphia Inquirer.” 
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cipal items—boilers, burners, furnaces. 
They estimate that this increase has 
amounted to 6%—and there was little 
variation in this estimate across the 
country. When we asked whether the 
best percentage of markup was on the 
higher or lower quality lines, 88% felt 
that the quality line had the advan- 
tage. 

It was the impression of 70% of the 
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LEX-PAK 


CAST IRON BOILERS 





ee 


— YOU. 


PACKAGED 
OIL FIRED 
HOT WATER 


Here, in one single package... at one pur- 
chase price ...is a completely assembled, fully 
equipped, automatic oil fired hot water boiler 
that saves days and dollars of uncontrollable 
“on site” boiler and burner assembly time 
and costs. 


Lex-Pak Boilers are made of cast iron, the 
lifetime metal, exclusive honeycomb design 
combined with wet base construction provide 
more prime surfaces in a smaller, lighter 
boiler. Integrally cast fins, in offset arrange- 
ment, retain the hot gases of combustion un- 
til all usable heat is picked up by prime sur- 
faces and quickly transferred to boiler water. 


Provision is made for year ’round automatic 
hot water for domestic use by built in tank- 
less heater coil that delivers a full 3 GPM 
flow of hot water. Saves extra cost of storage 
tank and separate fuel. 


CUT INSTALLATION TIME FROM 


DAYS TO HOURS 


Reg.U.S. Pat.Off. 


Lex-Pak Boilers eliminate the slow, costly 
physical activity of part-by-part boiler, bur- 
ner and control assembly, confusing wiring 
diagrams, extra parts inventories, shortages, 
and interruptions that all add up to needless 
costs that cut deep into your profits. 


Just position the Lex-Pak Boiler, hook up 
radiation and fuel piping, connect electrical 
source to clearly marked terminals, and it’s 
ready for dependable, fully automatic opera- 
tion. 


Lex-Pak Boilers are shipped in sturdy, skid 
bottom type crates protected from dirt and 
moisture by plastic covering, assuring arrival 
in showroom condition. 





Don’t delay, write to factory for prices and catalogs. 


UNKIR 


RADIATOR 
CORPORATION 


DUNKIRK, NEW YORK 
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. . « « Oilheating Trends 


dealers helping in this study that the 
more prosperous oilheating companies 
in their communities are those selling 
equipment in the higher priced lines, 
In New England the dealers were a 
most unanimous in their belief that the 
quality dealer did best. 

Our last question had to do with 
the general level of customer proy 
perity. Nationally the dealers feel that 
25% of their customers are more 
prosperous than they were a year ago; 
57% are about the same; and 18% 
are less prosperous. In New England 
and Middle Atlantic areas, dealers feel 
that 79% of their customers are the 
same or better off; in the Midwest the 
percentage is 76; and in the Pacific 
Northwest, 100. In view of this, it is 
rather surprising that we got quite a 
few comments on slow collections. 

Dealer comments this month in 
cluded these: “Most dealers in this 
area deal in low prices as a means of 
increasing oil volume; they are missing 
the boat as it takes five to ten years 
of fueloil net profit to make up the 
normal profit that should be made on 
equipment.” 

‘Receivables,’ if a barometer, in 
dicate great reluctance to pay bills or 
inability to pay—delinquencies are the 
highest, percentage-wise, since 1940, 
and we have not relaxed our collection 
methods.” . . . “Customer prosperity 
is better, but his payments are slow to 
poor, and we must push to collect.” 

“We have an agricultural com 
munity and a dry season plus hail and 
last year’s low farm prices have af 
fected our sales.” “Our biggest 
gripe: poor collections—worse than 


- ever—and here we go into another 


heating season.” 

“It takes guts to hold to proper 
prices, but after 25 years I am con’ 
vinced it is the soundest and safest way 
to assure a continuation in business.” 

“If pricing is the question, we found 
that unless we took our cost of labor, 
material, trucking and service and 
marked it up 50%, that we could not 
hope to stay in business and give g 
workmanship; by this I mean, if labor 
and material, etc., cost us $200 we 
had to get $300 for the job—actually, 
the cost should be multiplied by 16 
for a healthy operation making the 
selling price $320.” 


October 


1956 
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important to kn at all times— 
what’s going on . . . as well as what’s 
going through | toe 
You'll find OPW : “VISL-FLO” Sight 
Glass Indicators a trustworthy visible 
means of alerting you as to rate of flow, 
viscosity, color of liquids, clarity and 


iandacd of ee 
even continuity of 








Contact your oil equipment jobber for specific 
recommendations or Write for Bulletin F-6 


2731 COLERAIN AVE. @ CINCINNATI 25, OHIO @ Kirby 1-5400 


No. 640-F 





Where is the new home Market? 


No. of Permits 
Issued 


ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St, Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 
ILLINOIS 


Chicago area (Does not 
include Ind. suburbs) 
Moline-Rock Island area 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 
Nonmetropolitan areas 


June 


1,027 
331 
142 
113 
44 


832 
544 
288 


216 


14,611 
150 
7,188 
851 
1,276 
1,020 
2,062 
874 
142 
1,048 


1,215 
702 
513 


1,991 
195 
517 
193 

1,086 


344 
339 
5 


757 


404 
135 
5,588 


4,640 
112 
98 
738 


1,551 
269 
100 
436 
104 
642 


1,232 
101 
514 
Wt 

31 
475 


6 Mo. 


6,007 
2,235 
825 
735 
2,212 


6,301 
4,363 
1,938 


1,687 


94,464 
1,304 
49,442 
2,911 
8,409 
6,357 
11,706 
4,662 
984 
8,689 


7,927 
5,145 
2,782 


8,746 
1,075 
1,943 

838 
4,890 


1,608 
1,549 
59 


974 
4,031 
4,139 


28,257 
1,955 
8,514 
1,233 
5,086 

11,469 


9,094 
5,254 
1,014 

806 
2,020 


655 
30,797 


25,221 
465 


807- 


4,304 


8,373 
1,555 
322 
2,599 
569 
3,328 


5,251 
742 
1,259 
707 
225 
2,318 


*included in Maryland state total. 
**Included in Virginia state total. 
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KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 


MARYLAND 
Baltimore area 
Washington, D. C. suburbs 
Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under II.) 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 


New York City suburbs 


Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York City} 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


No. of Permits 
Issued 


June 


764 
243 
196 

77 
248 


1,381 
45 
642 
694 


776 
213 
236 
120 
207 


141 


1,846 
992 
550 
304 


2,061 
861 
318 
136 
746 


4,682 
3,046 
297 
279 
1,060 


1,461 
986 
475 


219 
122 
97 


1,432 
377 


255 


3,100 
77 


1,988 . 


322 
713 


469 


7,299 
273 
941 

2,331 

2,936 
223 
595 


842 
105 
140 

45 
552 


6 Mo. 


5,589 
1,738 
1,385 

645 
1,821 


5,005 

263 
3,124 
1,618 


6,176 
1,127 
2,533 

838 
1,678 


590 


12,177 
6,412 
4,031 
1,734 


11,669 
5,255 
1,422 

491 
4,501 


25,218 
16,607 
1,797 
1,348 
5,466 


7,509 
5,456 
2,053 


1,371 
474 
897 


8,469 
1,818 


4,936 
1,715 


817 


2,639 
578 
1,447 
614 


1,456 
737 


Covers dwelling units actually started. 
October 


NORTH DAKOTA 
OHIO 


Akron area 

Cincinnati area 
Cleveland area 
Columbus area 

Dayton area 

Toledo area 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City area 
Tulsa area 
Nonmetropolitan areas 


OREGON 
Portland area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg area 
Philadelphia area (See New 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan areas 


RHODE ISLAND 
Providence area 
Nonmetropolitan areas 


SOUTH CAROLINA 
Charleston area 
Nonmetropolitan areas 


SOUTH DAKOTA 
TENNESSEE 


Chattanooga area 
Knoxville area 
Memphis area 
Nashville area 

Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur area 
Corpus Christi area 
Dallas area 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropolitan areas 


UTAH 
Salt Lake City area 
Nonmetropolitan areas 


VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Washington, D. C. suburbs 
Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane area 
Tacoma area 
Nonmetropolitan areas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
, . Madison area 
Milwaukee area 
Nonmetropolitan areas 


WYOMING 


1956 


No. of Permits 
Issued 


June 


239 


5,555 
358 
370 


& Mo, 
810 


24,835 
1,700 
2317 
5,557 
3,273 
3,44 
1,496 
| 828 
5,230 


4,022 
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NO GUESSWORK- JUST FACTS FOR 
BURNER MANUFACTURERS 
DEALERS 
AND SERVICEMEN 


Every core and coil structure is vacuum varnished for maximum efficiency, impregnated and 
baked for permanent alignment of coils, shunts and laminations. Core and coils are embedded 
in a special heat conducting compound for uniform cool operation. 


Long life ignition transformers are hand adjusted with magnetic shunts within 
closest tolerances for operation under optimum conditions. All terminals and screws 
are plated to give extra protection, and all materials used are acid free. 

All this, together with our exclusive 2 year guarantee. . . our patented radio 
shielding which effectively screens out static . .. our moisture proofed terminals 
which prevent terminal shorts . . . and our never ending quality control, assures 
you of the finest of ignition transformers. Write us today for further details. 


UNION BLECTRIC and ManuFracturinc Co. 


1057 SUMMIT. AVENUE, JERSEY CITY 7, N. J. 
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General Electric Stack Switch Adjust 
Eliminates Leveling, Gives Long-lifyP 
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Positive 
thermal timer 
is factory 
adjusted 


Thermal 
reset button is 
conveniently 
located 





Clearly marked 
terminals and 
ample wiring 

space 


REMOTE MOUNTED A 
master control and flame, 
tector are ideal for applicatio® 
where larger gallon-pe™ 
capacity of oil burners req 
faster control. 
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Performance 


General Electric’s stack mounted master control is 
designed for highest quality, minimum servicing and ease 
of installation. Eliminated are the troublesome needs for 
leveling, adjustments and call-backs due to nuisance 
lockouts. You simply install the G-E control, set the 
knob on the ‘‘cold”’ side and forget it. In addition, the 
master control automatically recycles once after a flame 
failure. And, even though it’s lighter in weight, the G-E 
control will stand plenty of abuse and requires no special 
handling. The high-quality features designed into the 
master control are typical of all G-E domestic heating 
controls. Another major advantage in using G-E heating 
controls is the exchange plan. 


G.E.’s EXCHANGE PLAN, available to you through the 
nationwide G-E distributors listed at the right, enables 
you to exchange an inoperative heating control—of ANY 
MAKE—for a factory reconditioned G-E heating control 
of a similar function. Take your inoperative controls to 
your nearest G-E distributor today. He’ll provide you 
with excellent service, and you’ll get the replacement 
control at a substantial reduction in price! General 
Electric Co., Schenectady, N. Y. 740-95 


Progress Is Our Most Important Prodvet 


GENERAL @@ ELECTRIC 


‘OUNT IN ANY POSITION 


| GEFAN AND LIMIT control can be used with oil-, gas-, or coal- 


systems. It combines in one enclosure the necessary units to 
tien fan operation and to provide greater safety limit protec- 
for the system. Separate limit or fan controls are available. 





PICK YOUR LOCAL G-E DISTRIBUTOR 
FROM THIS NATIONWIDE LIST* 


ALBANY, N. Y. 

Cert. Fuel Unit Service 
Colonial Heating Equip. 
ALLENTOWN, PA, 

Sid Harvey, Inc. 
ARLINGTON, VA. 

Sid Harvey, Inc. 
AUBURN, N. Y. 

Rood Utilities Co. 
AURORA, ILL. 

Scott Wood & Metal, Inc. 
BALTIMORE, MD. 

Sid Harvey, Inc. 

R. E. Michel Co. 
BATTLE CREEK, MICH. 
Columbia Metal Service 
BLOOMINGTON, ILL. 
MaGirl Foundry & Furnace 
BOSTON, MASS. Area 
Cronin Supply Co. 

F. W. Foley Co. 

Sid Harvey, Inc. 

Metro Supply Co. 
Mattapan Supply Co. 
BROCKTON, MASS. 
R. H. Austin Co. 
BRIDGEPORT, CONN. 
Sid Harvey, Inc. 
BUFFALO, N. Y. 
Rochester Oil Burner Co. 
BURLINGTON, N. C. 
Alley & Rader Services 
CALDWELL, N. J. 
Cent. States Supply Co. 
CHARLOTTE, N. C. 
Burner Supply Co. 
CHESTER, PA. 

Hepco Co. 

CHICAGO, ILL. 
Robert Barclay, Inc. 
Place Brothers 

C. E. Sundberg Co. 
CINCINNATI, OHIO 
F. E. Winstel Co. 
CLEVELAND, OHIO 
Ohio Pump Service Co. 
COLUMBUS, OHIO 
Columbus Auto. Sprayer 
DAVENPORT, IOWA 
Republic Electric Co. 
DECATUR, GA. 
Rayheat Equip. Co. 

DES MOINES, IOWA 
Dennis Supply Co. 
Heating Wholesalers 
Ace Supply Co. 
DETROIT, MICH. 
Hydraulics Pump & Repair 


National Furnace & Sheet Metal Co. 


Pelton Distributing Co. 
Wholesale Oil & Gas. Sup. 
EDGEWATER, N. J. 
Kogan & Company 
ELIZABETH, N. J. 
Cert. Fuel Unit Service 
EVANSVILLE, IND. 
Swanson-Nunn Elec. Co. 
FLINT, MICH. 

Moore Bros. 

FORT WAYNE, IND. 
Tri-State Htg. Supply 
GARY, IND. 

G. W. Berkheimer Co. 
GRAND RAPIDS, MICH. 
Mich. Auto Htg. Equip. 
GREEN BAY, WISC. 
Beemster Elec. Co. 
HARRISBURG, PA, 
Fuel Savers, Inc. 
HARTFORD, CONN. 
Sid Harvey, Inc. 
HAWTHORNE, N. J. 
Univ. Eng’r'g Co. 
INDIANAPOLIS, IND. 
G. W. Berkheimer Co. 
JACKSON, MICH. 
Leo. A. Tilford, Inc. 
KALAMAZOO, MICH. 
Associated Supply Co. 
KANSAS CITY, MO. 
Chas. D. Jones Co. 
Superior Supply Co. 
LANSING, MICH. 
Contractors Sy. Co. 
LOUISVILLE, KY. 
Marine Elec. Co. 
LOWELL, MASS. 

Sid Harvey, Inc. 
MADISON, WISC. 
Wisconsin Htg. Equip. 
MALDEN, MASS. 

Sid Harvey, Inc. 
MERCHANTSVILLE, N. J. 
Cert. Fuel Unit Service 
Sid Harvey, Inc. 
MILWAUKEE, WISC. 
Refrigeration Parts Co. 
Heating Parts Exch. 
MORRISTOWN, WN. J. 
Amber Oil Burner Sup. 


NEW HAVEN, CONN. 
A. R. Webber Co. 
NEWARK, N. J. 
Cert. Fuel Unit Service 
Sid Harvey, Inc. 
Winston, Company 
NEW YORK CITY, N. Y. Aree 
Sid Harvey, Inc. 
Michael & Goldberg Plbg. & Htg. 
Radiant Burner Supply 
Atlantic Burner Supply 
NORFOLK, VA. 
Sid Harvey, Inc. 
NORRISTOWN, PA. 
Sid Harvey, Inc. 

7N. J, 
Nutley Oil Burner Supply 
OMAHA, NEBR. 
Dennis Supply Co. 
ORLANDO, FLA. 
Industrial Equip. Co. 
PASSAIC, N. J. 
Sid Harvey, Inc. 
PEORIA, ILL. 
Htg. Supply & Service 
PHILADELPHIA, PA. 
Cert. Fuel Unit Service 
Girard Plbg. Supply 
Sid Harvey, Inc. 
PORTLAND, OREGON 
McPherson Furnace & Supply Co. 
PROVIDENCE, R. |. 
Rhode Island Fuel Pump Service Co. 
Sid Harvey, Inc. 
QUINCY, ILL. 
McDonald Stove Co. 
READING, PA. 
Sid Harvey, Inc. 
RICHMOND, VA. 
R. E. Michel Co. 
Refrigeration Supply Co. 
ROANOKE, VA. 
Southern Refrigeration 
ROCHESTER, N. Y. 
Rochester Oil Burning System 
ROCKFORD, ILL. 
Oil Heat Parts 
SAGINAW, MICH. 
Reichle Supply Co. 
SCHENECTADY, N. Y. 
LeValley Mcleod Inc. 
SEATTLE, WASH. 
McPherson Furnace & Equip. Co. 
SIOUX CITY, IOWA 
Dennis Supply Co. 
Heating Wholesalers 
SOUTH BEND, IND. 
Koontz- Wagner Elec. 
STERLING, ILL. 
Crescent Elec. Co. 
SPOKANE, WASHINGTON 
McPherson Furnace & Equip. Co. 
SPRINGFIELD, MASS. 
Gray Supply Co. 
Sid Harvey, Inc. 
STELTON, N. J. 
Sid Harvey, Inc. 
SYRACUSE, N. Y. 
Oil Burner Supply Co. 
THOMASVILLE, GA. 
Industrial Equipment Co. 
TOLEDO, OHIO 
Fry Furnace Co. 
TRAPPE, PA. 
Jacob H. Bowers Co. 
TRENTON, WN. J. 
Lincoln Supply Co. 
Sid Harvey, Inc. 
TROY, WN. Y. 
Century Supply Co. 
UNION CITY, N. J. 
Sid Harvey, Inc. 
UTICA, N. Y. 
Rood Utilities Co. 
VINELAND, WN. J. 
Hepco Company 
WASHINGTON, D. C. 
Sid Harvey, Inc. 
R. E. Michel Co. 
WATERLOO, IOWA 
Heating & Cooling Supply 
Heating Wholesalers 
WILMINGTON, DEL. 
Greenburg Supply Co. 
Rain Burt Supply Co. 
Sid Harvey, Inc. 
WOODBURY, N. J. 
Sid Harvey, Inc. 
WORCESTER, MASS. 
Sid Harvey, Inc. 
John W. Walsh, Inc. 
YORK, PA. 
Sid Harvey, Inc. 
ZION, ILL. 
Mid-Way Supply Co. 


* This list is continually being expanded to supply you with even greater G-E heot- 


ing control service. 











Increase — 
Your Ol “Tank 
Gauge Sales 


DO ... as other dealers are doing 
selling and re-ordering the fastest 
selling oil tank gauge on the 
market. 


Dttle-Lale 


TRAGOE MAR K 


Dot 7-C 
Oil Tank Gauge 


for 1/2” and 2” openings 
The new trouble-free low priced 
- gauge with exclusive features not 
found in many of the highest 
priced gauges. 


7. Ways 
BETTER 


An easy-to-read 

e molded plastic top 

that laughs at the hot 
rays of the sun. 











Excellent visibility in 
e dark places, 


Designed for both 
© inside and outside 
installations. 


4 Heavy die-cast 
© plug. 


5 Spring steel flexible 
© float rod. 


¢ on brass pivots. 


Overall rugged con- 
e struction. 


6 Moving parts hinge 
] 





aT rf. | 
K if ff | 











MR. DEALER: 


If you are one who has not 
stocked this fast-selling gauge, 
write for free sample. 











WRITE FOR OUR LOW PRICES 


homeward Products Inc. 
3420 S. W. 9th S#. 
Des Moines, lowa 

















een ONLY CHANGE in the price 
table this month is at Des Moines 
where the tank wagon price of 13.7 is 
reflecting a competitive condition. 
Some dealers at press time were still 
showing 14.5. 


Primary stocks as shown in the table 
are 4% better than a year ago east of 
the Rockies, but this is not necessarily 
a surplus situation. The increase in 
burners operating will be greater than 
that, although this may be offset by 
a return to a more normal season. 

World conditions are changing al- 
most daily in their relation to the oil 
industry, and we find that the Suez 
crisis is being taken seriously at high 
levels. On the other hand, the western 
hemisphere can fill the gap for Euro- 
pean supply even if the Suez were en- 
tirely closed. So we find very little 
concern over the distillate supply out- 
look for this country. 


oe eee eee ewer ee eee eee eee eeeerseeeeseeeeeee 





Tanker rates are expected to remaiy 
high although government tankers no, 
in the mothball fleet are being put int, 
shape for service, and this will have , 
steadying effect. 






There is some feeling that residy, 
fuel prices and supply may be affectes 
It is probably more realistic to exper 
some suitable settlement over the ney 
few weeks so that the net impact of 
the fracas would be negligible. 











September, the first month of thy 
heating season has started out cop 
siderably cooler than last year which 
will pull down dealer stocks, but on 
the other hand, all of the long rang 
weather forecasts are pointing to; 
warmer than normal October. 


It would be wisdom during the next 
couple of months to keep local bulk 
storage high because there is a strong 
feeling that heating oil price will prob 
ably advance a half cent sometime ke 
fore Christmas. The Suez troubk 
makes this more probable than it might 
have been otherwise because tanker 
are certainly going to be sought for 
pretty diligently. 


Distillate Fueloils 
PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 
Sept. 7, Sept. 9 





1956 1955 

East Coast 54,779 53,087 
Midwest 43,904 43,280 
Gulf Coast 27,407 25,255 
Total 126,090 121,622 





* American Petroleum Institute. 


Ede ewreeoeentovecheneceeeee sy oe eam 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of September 15, 1956 


Tank Tank 
Car Wagon 
Portland, Me. 10.8 14.5 
Boston 10.7 14.6 
Providence 10.7 14.5 
Springfield, Mass. 10.95 15.1 
Hartford 10.95 14.5 
New Haven 10.6 14.2 
Syracuse 11.6 14.8 
Albany 10.9 14.2 
New York 10.6 14.7 
Newark 10.6 14.1 
Philadelphia 10.6 14.0 
Harrisburg 10.7 14.6 
Baltimore 10.6 14.15 
Wilmington, N. C. 10.7 14.0 
Washington 10.7 14.65 





Tank Tank 

Car Wagor 
Richmond 11.0 14.2 
Charleston, S. C. 10.7 13.9 
Chicago 11.2*F 14.6 
Detroit £1.75" 15.2 
Cleveland 11.6* - 
Minneapolis 10.75 14.3 
St. Louis 10.9* 14.4 
Indianapolis 11.35* 15.1 
Milwaukee [0 ee 15.5 
Des Moines 10.5 13.7 

San Francisco 10.65* 13.2 wiih 

Portland, Ore. 11.25* 138 
Seattle 11.25? 139 
Spokane 13.65* 16.? 
Los Angeles 10.15* 12.! 


Tank wagon prices shown are for maximum one-time delivery discounts. 


*Delivered. 


Subject to .50¢ temporary allowance. 


October 
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13.9 
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143 
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Your installation and service men learn to sell as 
well as service. Coleman’s technical schools turn 
out men who are thoroughly familiar with the 
Coleman products. They learn that a continuing 
growth of your business rests on good installation 
and dependable service, that keeps a customer 
“sold.” And everybody from the top man on down 
knows and can use Coleman’s sales helps and 
Special promotions. 


Here's how it works. This dealer has the hardest 
hitting salesmen in town! They know the com- 
petitive advantages of Blend-Air’s “exclusives”... 
how the exclusive blender system gives the best 
temperature control ever developed... backed by 


THE COLEMAN COMPANY, INC. 
Wichita 1, Kansas 
Coleman since 1900—makers of 
lamps, lanterns, camp stoves, home heating and air conditioning 


Coleman 








The Coleman Co., Inc., Dept. FOH-168 
Wichita 1, Kansas ef 2 
"Sh how the Coleman program for Sales-Service can make YOU the 
'99est heating-cooling dealer in YOUR town. Mail this coupon today . 
Rush me the facts | need to put your Sales-Service Program to work 
or me. I sell ( ) gas or LP-Gas fired equipment; 

( ) oil-fired equipment. 


Coleman's” Blend-Aiir, Training Program 
Puts Your “Installers” on Your Sales Team 








Coleman’s exclusive $1000 Comfort Bond, the 
strongest guarantee for any heating. Then installa- 
tion men “re-sell’’ the sale—and whenever possible, 
repeat the sales story to new owners. Amazing 
how often it turns up new leads! 


Advertising and special promotions take advantage 
of Coleman’s generous co-op advertising money. 
The whole “team” gets in on the plans—and put- 
ting them over. Result: this is the most successful 
heating-cooling dealer in town! 


Coleman VIT-ROCK Water Heaters 


ONLY water heater with exclusive 
rock lining that can’t rust, everl 
Guaranteed by exclusive 10-year 
Warranty and $500 Bond. 











Name 





Firm Name 
Address 
City Zone State 














Milburn Petty 


WASHINGTON — Suez Canal crisis 
may defer action by ODM Director 
Flemming on oil imports—but domes- 
tic producers are continuing to build 
their case for government restrictions 
on all imports, including residual fuel. 

But, if developments in the Middle 
East should require U. S. production 
to be stepped up by hundreds of thou- 
sands of barrels daily, it is obvious 
that the imports issue would be moot 
—until conditions in the Middle East 
returned to normal. 

State oil regulatory authorities have 
advised the Interior Department that 
U. S. producers could provide an ad- 
ditional 2,000,000 barrels daily of 
crude to meet a Middle East emer- 
gency. 

Hugh Stewart, Interior’s oil-gas di- 
rector, has said that there was nothing 
foreseeable in the Middle East situa- 
tion that would bring on the danger of 
“rationing” in the United States. 


Oil Imports Policy Shapes Up 


Prior to the Suez crisis, officials 
were going ahead with a reappraisal 
of the Eisenhower Administration’s 
oil imports policy. (If the Suez situa- 
tion blows over, it can be expected that 
they will take up where they left off.) 

The Cabinet Fuels Policy Commit- 
tee was slated to receive a report from 
its task force, late in September, and 
then decide what changes—if any— 
should be made in the committee’s 
1954 recommendations. 

Since ODM Director Flemming, the 
chairman, has already exempted re- 
sidual from the 1954 formula (relat- 
ing total imports to domestic crude 
production in that year), it has been 
generally expected that the Cabinet 
committee would make this change, at 
least. 
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Flemming has promised that, after 
the Cabinet committee has made its 
policy decisions, there will be a public 
hearing of all interested parties on the 
oil imports issue, including consumers. 

Meanwhile, Flemming has again 
written the importing companies ex- 
pressing “disappointment” over the 
response to his appeal last June for 
further cutbacks in crude imports, 
particularly from the Middle East. 

His latest letter carried a veiled 
warning that, unless cutbacks were 
forthcoming, he might be forced to act 
to restrict imports under the 1955 
trade law (which directs that the 
President restrict imports after a series 
of findings that current levels impair 
national security). 

Domestic producers contend that 
there is no need for a hearing on im- 
ports, saying that Congress intended 
the government to act when the inflow 
exceeded the 1954 ratio as applied to 
total imports including residual. 


FPC Reports on Gas Expansion 


Federal Power Commission reports 
that natural gas pipeline facilities, 
which it authorized in the fiscal year 
ended June 30, last, will add about 
3,700 miles of line and increase gas 
transmission capacity by 2.25 billion 
cubic feet daily, at a cost of $461.4 
million. 

Since 1942, the FPC has authorized 
nearly 69,000 miles of pipeline at a 
cost of $5.3 billion, increasing gas de- 
livery capacity by 26 billion cubic feet 
daily. 


Army Anti-Diesel Policy Eyed 


The Army’s conclusion that there 
would be a shortage of diesel fuel in 
the event of a major war, which 
prompted the military’s policy decision 
to de-emphasize dieselization (as re- 
ported in this column last month), 
may be challenged. 

Some refining experts feel that this 
is a defeatist approach, that refiners 
can be encouraged—perhaps by accel- 
erated tax amortization or other in- 
centive—to build greater flexibility 
into their plants so that distillate out- 
put could be made greater in case of 
war. 

Diesel engine manufacturers are 
protesting that this policy ignores the 


advantages of diesel power (which th 
military admits) and will discourag 
research and development on ¢op 
pression-ignition engines. 

Meanwhile, indicative of the rapid 
increases in jet fuel use—which jg y 
the basis of the Army’s antidies 
policy—was the prediction of J } 
Carmichael, Capital Airlines pres 
dent, that jet fuel requirements ¢ 
commercial aircraft would rise to 14 
billion gallons annually by 1962, 
the same as aviation gasoline demanj 
in that year. 


Larger Distillate Gains Seen 


Again, the Bureau of Mines his 
underestimated domestic demands fer 
fueloils. At the start of 1956, it for: 
cast distillate demand would be 7% 
above 1955; instead, it will be 9.6%, 
according to the bureau’s revised es 
mates. The forecast for residual de 
mand gain has been raised from 0.7% 
to 2.7%; kerosene, from 1% to 4.2% 
gain. 


Synthetic Fuel Help Promised 


Senator O’Mahoney (D., Wyo 
ming) succeeded in getting a plank 
into the Democratic Platform pledging 
continued research on development of 
synthetic fuels from coal, shale, and 
farm products. If funds are mak 
available, one angle of research may 


be—diesel fuel from oil shale. 


DJ Reports on Oil Compaet 


Congress, in approving the Inter 
state Oil Compact, directed the At 
torney General to report annually o 
whether or not the member states welt 
adhering to the policy declaration 
against limiting oil or gas production 
to fix prices. 

Attorney General Brownell’s 
port was non-committal, saying mot 
money would be required for an i 
dustry-wide investigation “to ascertait 
whether price-fixing or monopolisti 
practices have grown around the pr 
duction limitations adopted for 0 
servation purposes.” 

His 94-page report reviews develoy 
ment of state laws prorating produc 
tion to market demand but disclaim 
any intent to probe state. activities 
only the “results.” 


October 


1956 





































































hich th 
COUrage 
MN Com 


he rapid 
Ich ig x 
It i- diese! 
f JH 
S presi 
ents of 
e to ls 
962, or 
demand 











hydraulic shock! 


... Protect your equipment with slow-closing 
A. O. Smith set stop valves and counters for 
Seen tank truck, bulk plant and terminal meters 


nes has 





unds for A. 0. Smith Set Stop Counters and Set 

it fore Stop Valves provide a sure way for auto- Guid Chocing Vales 
matically shutting off the flow after the 

be 7% desired amount of liquid has been deliv- 


> 9 60 ered. And it does so without hydraulic 
“ @ shock. RED CURVE on chart indicates 
sed est severity of shock caused by ordinary quick- 
ual de closing valves. BLACK CURVE shows 
smooth, anti-shock action with A. O. Smith 

m 0.7% slow-closing Set Stop Valves. 
0 4.2% What's more, you get one-man opera- = 
i tion that’s safe, positive, accurate — even 
in situations where counter is not visible 
from the delivery point. Flowing Pressure 


Zero Pressure Valve Closed 


A. O. Smith SLOW-CLOSING SET-STOP VALVE 


PRESSURE —> 


Static Pressure 


mised 


Wyo 
a plank 
edging 
ment of 
le, and 
e made 
ch may - 4 ) | So simple to set up and operate... 


precision-built for sustained accuracy 
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go Set Stop Counters can easily be 
added to existing A. O. Smith me- 
velop § = ters. (Meter model T-10 with Set BESS EA ORR MB Ree 
_ Stop Counter and Valve, shown). METER PRODUCTS 
isclaims 


i, Factories: 5715 Smithway Street, Los Angeles 22, California, P. 0. 
tivities, Box 500, Succasunna, N. J. Offices: Atlanta, Ga., Chicago 7, Ill., 


Houston 20, Tex., Los Angeles 22, Calif., New York 17, N. Y. Canada: 
liters 


Toronto 12, Vancouver 1. International Division—Milwaukee 1, Wis. 


THERE'S GOLD 
IN THEM THAR 
YELLOW PAGES... 


FOR FUEL OIL DEALERS. 


Advertising in the Yellow Pages of telephone 
directories has panned out for hundreds of 
successful fuel oil dealers across the country. 








That’s because the “Look-in-the-Yellow Pages- 
before-you-buy” habit sends nine out of ten people 
to their telephone directories. And that habit is 
continually encouraged by advertising in magazines, 
newspapers and on television. 


Make sure you are represented in the 
Yellow Pages under OIL BURNERS, 
FURNACES— HEATING, 

WATER HEATERS, OIL—FUEL 

and other profitable headings. 
Remember, the more you tell, 

the more you sell. 


rOR~ 
To 
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be Ai Le. CO ae Find Your 
eee ie te he & Nearest Dealer 


\NES e oll 
a | in 20 te 150 A. Boome Yellow Pages 
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Find out more about this effective sales tool. Get 
in touch with the Classified Directory Represent- 
ative at your local telephone business office. 


Advertisers of branded products are 
using this emblem to tell prospects 
how to find their dealers. 
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Bell and Burbine join Bette, 
Heating-Cooling Board 


ADDITION of two more industry Jed 
ers, Douglas W. Bell and W. A, By, 
bine, to the board of directors of Th 
Better Heating-Cooling Council bring 
the total number to eleven, John § 
Reed, Council president, announced 


Burbine Bell 


Bell, of Bell Plumbing and Heating 
Co., Denver, was named to the board 
as the representative of the Mechani 
cal Contractors Association of Amer 
ica—formerly the Heating, Piping and 
Air Conditioning Contractors Nv 
tional Association. 

Burbine, director of heating sales, 
Crane Co., was named to fill the un 
expired term of the late George L 
Erwin, Jr., who died in a plane crash 
in May. Erwin had been a vice presi 
dent of Crane Co. and a founder of 
the Council. 

Council membership now includes 
44 industry manufacturers and asw 
ciations. It has a permanent six-man 
staff, headed by Franklin Greene. 

Council president Reed is secretary 
of H. B. Smith Co., and chairman, 
Sterling Radiator Co. Council vice 
presidents are Paul K. Addams, pres’ 
dent of the Fitzgibbons Boiler Co; 
and Robert S. Rickabaugh, sales mar 
ager, Tuttle & Bailey, Inc. Secretary 
treasurer is Robert E. Ferry, genet 
manager, Institute of Boiler & Radix 
tor Manufacturers. 

Directors of the Council, in addi 
tion to the officers, Burbine and Bel, 
are Carroll M. Baumgardner, Ne 
tional-U. S. Radiator Corp.; Owe! 
Desmond, Modine Mfg. Co.; Vist! 
A. Good, Burnham Corp., James Ht 
Legg, Federal Boiler Co.; Daniel } 
Quinn, American Radiator & Stand 
ard Sanitary Corp., and John Hh 
White, Taco Heaters, Inc. 


October 
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> presi 
der of One call or one stop — the service is 
good and the price 1s right at your yer cote eto Commercial 
ount iw ar 
wlishes Moncrief Wholesalers! 2or3TonYear ‘Round Unit. Air Pliny gan 
° P 5 *Round Unit. Air or Water Cooled. 5 Ton Water Cooled 3-15 Tons. 
J asso” With the complete Moncrief line, or Water Cooled. = Gas or Oil Fired. Year ‘Round Unit. 
. Gas or Oil Fired. Gas or Oil Fired. 
ix-man this one source has plenty of what you 
a need. Plus, because it’s Moncrief, it’s 2,3 0r 5 
AK, Bs a Ton V-type, a~ 
tn sure to be built better. Moncrief Add-On 7 7 
: ‘ : Cooling Coil. ! ih 
pai equipment is manufactured with the — ) orcs 
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) . most modern methods and facilities | 
Vice’ < af? 2,30r5 i 
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Co Cooling Coil. [ } 
Jag This one source buying saves you Ye 
§ maf ti d ~ dial 3 or 5 Ton ° 3 
me, and money too. So dial your 2,3 or S Ton Water Cooled Basement Type Utility 
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CENTRAL MOTOR LINES 


‘When the ad ran, in '53, they 
had just added 104 A-55T 
diesels . . . since then they've 


odded 18 new Mack H-61T 
diesels and 50 new Mack 
H-63T diesels. 











HEMINGWAY BROS. 


When the ad ran, in'54, they 
had just added 15 Mack 
B-61T diesels . . . since then 
they've added 50 new Mack 
B-61T diesels. 


HOOVER MOTOR 
EXPRESS CO. 


When the od ran, in'55, they 
had just added 70 B-61T 
diesels . . . since then they've 
added 30 new Mack B-61T 
diesels. 








HENNIS FREIGHT LINES 


When the ad ran, in’53, they 
had just added 30 H-61T 
diesels . . . since then they've 
added 75 new Mack H-63T 
diesels. 


LEE WAY us... 
the MACK wey 








LEE WAY MOTOR 
FREIGHT, INC. 

When the od ran, in’55, they 
had just added 50 Mack 
B-61ST diesels . . . since then 
they've added 70 new Mack 
B-61ST diesels. 





EASTERN MOTOR 
EXPRESS, INC. 
When the ad ran, in '56, they 
had just added 120 B-65LT 
diesels . . . since then they've 
added 43 new Mack B-65LT 
diesels. 

















E. BROOKE MATLACK, 
INC. 

When the ad ran, in '54, they 
had just added 30 Mack B 
model diesels . . . since then 
they've added 36 new Mack 
B-61T diesels. 
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wEW MACH TRACTORS 


ADLEY EXPRESS CO. 


When the ad ran, in '55, they 
had just added 20 B-6CT's 

. since then they've added 
75 new Mack B-60T’s. 


another of the LARGEST FLEETS 
MACKS 
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MID-STATES FREIGHT 
LINES, INC. 


When the ad ran, in'56, they 
had just added 25 B-65LT 
diesels ... since then they've 
added 25 new Mack B-65LT 
diesels. 
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BELL LINES, INC. 


When the ad ran, in’54, they 
had just added 40 Mac 
B-65LT diesels . . . since then 
they've added 40 new Moc 
B-65LT diesels. 


SMITH'S TRANSFER Save 
MACKS... Bs 


with 100 light-weight Bisse! Tresters 
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SMITH’S TRANSFER CORP. 


When the ad ran, in’55, they 
had just added 100 H-6317 
diesels . . . since then they've 
added 25 new Mack H-631T 
diesels. 
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AKERS MOTOR 
LINES, INC. 


When the ad ran, in '56, they 
had just added 85 H-63T ond 
B-61T diesels... since then 
they've added 48 B-61 T ond 
10 H-63T Mack diesels. 



































Mack 





ROADWAY EXPRESS, INC. 


When the ad ran, in’54, they 
hod just added 124 Mack 


H-61T diesels . . . since then 
they've added 177 B-65LT 
ond 25 H-63LT Mack diesels. 
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COASTAL TANK LINES 
When the ad ran, in'54, they 
had just added 24 Mack 
B-61T diesels . . . since then 
they've added 24 new Mack 
B-61T diesels. 





<< 


WILSON TRUCK CO. 
When the ad ran, in'54, they 
had just added 20 A-50T 
and B-50T tractors . . . since 
then they've added 20 B-42T 
tractors and 150 B-65T 
diesels. 














CAROLINA FREIGHT 

CARRIERS CORPORATION 
When the ad ran, in '54, they 
had just added 60 Mack 
H-61T diesels ... since then 
they've added 95 Mack H-63T 


diesels. 
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..» because Macks live up to their reputation. 


These leading truckers expected a lot from 
their Macks... in dependability, economy 
and earning power . . . and one repeat order 
after another proves that they got what they 
expected. It’s a sure bet! Buy a Mack and 
you’ll keep coming back for more, too. 

Find out about the swing to Macks—the 
swing that has entrenched Mack diesel 
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trucks in the No. 1 sales spot for the past 
three years. They’re first because they’re best! 


Mack Trucks, Inc., Plainfield, New Jersey. 
In Canada: Mack Trucks of Canada, Ltd. 
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MACK 


first name for 


TRUCKS 









DON’T LET 


"cheap" 


HEATING 


Naturally you don’t cheapen your jobs by choice. You’re M ’ A d 
ums fhe word.., 
pressured on price. But it’s you who’s over a barrel when the 
job goes sour, or doesn’t produce comfort. First thing you FOR NEW 
r 
know, what little profit you had is washed out in service janitrol 
call-backs and repairs. And how an unhappy customer can 
OIL-FIRED FURNACES 


wa our reputation! 
wie : Silence sells! You'll know what we 
Why put profits and reputation on the block with cheap peoge cilr pear tg oni ran roan 
soothing, sunny warmth with scarcely 
heating? A quality system, tied to a Janitrol gas or oil furnace a whisper! Choice of High-Boy, Low- 
Boy and Down-Flow models. Com- 
pact, space-saving design. Fully auto- 
matic and far ahead of the field in 
, : , , efficient, carefree operation. Al] mod- 
run. What’s more, your customers will pay for better heating els convertible to city gas—readily 
adapted for cooling with companion 
if you'll sell its overall economy, comfort and health advan- unit. Illustrated: Janitrol LOW-BOY 
oil furnace Model OF LS-65. 


costs just a little more to install .. . but far less in the long 





tages and the peace-of-mind it brings to any household. 


anitrol is helping its 
dealers make more money on 
better heating with fact-packed, 
educational ads like these in 

the leading popular magazines. 
Equally potent messages sell 
Janitrol quality to the builder, 
too. Your Janitrol representative 
will gladly show you how to cash 
in on quality heating. Call him 
in soon. 


... the best years of your business 


”- Tanitrol ~~~. 


HEATING ... COOLING 


Janitrol Heating & Air Conditioning Division 
: Surface Combustion Corporation, Columbus 16, Ohio 
|e "ane call In Canada: Moffats,Ltd., Toronto 15 * 
Complete line of gas and oil furnaces, unit heaters, conversion burners, water-cooled and air-cooled summer cooling equipment; combination heating-cooling units. 
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residing officers at the 43rd annual convention of the National Warm Air 
Heating and Air Conditioning Association November 28 and 29 will be, left 


w right, G. W. Denges, association president; Frank L. Meyer, first vice presi- 
jent; Tom I. Byrd, second vice president, and Homer F. Brundage. Denges, 
vice president of The Williamson Co., Cincinnati, Ohio, will address and 
conduct the opening session. Meyer, president of The Meyer Furnace Co., 
Peoria, Ill., and Byrd, executive vice president of the Lau Blower Co., Dayton, 
Ohio, will preside at other business sessions. Brundage, president of The 
Brundage Co., Kalamazoo, Mich., will moderate a dealer panel discussion. 


Warm Air Heating Assn. plans 
‘Dealer-centered’”’ Convention 


_ -CENTERED” program 
with every subject presented of 
dealer-interest is planned by the Na- 
tional Warm Air Heating and Air 
Conditioning Association for its 43d 
annual convention to be held Novem- 
ber 28 and 29 at the Netherlands 
Plaza Hotel, Cincinnati, Ohio. 

The industry-wide problems of sell- 
ing, market approaches, operating at 
a profit and research will be discussed 
at the dealer level by qualified speak- 
ets. Also of special interest to dealers 
will be a panel discussion by three 
dealer members of new and rejuve- 
nated local associations on their experi- 
ences in organizing their local groups 
and a talk by D. M. V. Wilson, man- 
aging director of the Toronto, Cana- 
da, chapter, on the chapter's certified 
heating program. 

A unique sales session aimed at get- 
ting to the bed-rock of industry sales 
problems will include such subjects as 
“Why do people buy?”, a description 
of consumer buying habits and cus- 
toms, by Irving Gilman of the Insti- 
tute of Motivational Research, and 
‘Why do people buy aircondition- 
ing?”, a report on a recent survey of 
airconditioning buyers’ attitudes and 
thinking. The session will continue 
with “Selling to the public,” by Rob- 
et D. Strickler, director of sales for 
lennox Industries, Inc., and conclude 
with “Be ready to sell,” by Dean 
Emeritus Lorin G. Miller, formerly of 
Michigan State University. 

On the subject of markets, the over- 


dloil 


all business picture for the coming 
year will be given by Arthur M. 
Weimer, Dean of the School of Busi- 
ness, Indiana University. 

The potentials which exist in the 
home modernization market and the 
national promotion program to devel- 
op these potentials will be described by 
John Doscher, executive director of 
Operation Home Improvement. Ran- 
dall A. Nelson, Warm Air Heating 
Association public relations director, 
will outline ways the warm air heating 
and airconditioning industry can capi- 
talize on the modernization market 
through use of the industry’s own 
“Warm air heating and aircondition- 
ing modernization promotion cam- 
paign—OPERATION WHAM. 

Methods and procedures for estab- 
lishing accurate cost evaluations and 
for determining profitable selling 
prices will be given by Wilfred L. 
Dulle, executive vice-president of the 
E. E. Souther Iron Co., St. Louis. 

Instead of individual project re- 
ports, the research team of D. R. 
Bahnfleth, J. R. Wright and M. V. R. 
Rao, of the University of Illinois, will 
constitute a panel to answer questions 
from the convention floor on how re- 
cent research results apply to present 
heating practices. And C. W. Nes- 
sell, chairman of the Association’s 
Field Investigation Committee, will 
discuss not only the performance of 
field tested systems but the reaction of 
the homeowners who lived with the 
tested systems. 





QUALITY 
-BUILT- 


MERCOID 
CONTROLS 


FOR EVERY TYPE OF 
HEATING SERVICE 
























































OIL BURNER 
PRIMARY CONTROLS 


ROOM 
SENSATHERMS 
THERMOSTATS 
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LIMIT 
CONTROLS 
FOR HOT WATER 
WARM AIR 
STEAM 


Write for Catalog No. 856-G 
THE MERCOID CORPORATION 
4201 Belmont Ave., Chicago 41, Ill. 


ALL MERCOID CONTROLS 
INCORPORATE SEALED 
MERCURY CONTACTS 
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Third promotional Worksheet 
reproduces local Promotion 


emg of local oilheating promo _ general themes and copy treatment ; 
tion are reproduced in the third developed in the various markets 
| “OHMR promotional Worksheet,” The introductory message in th 
| published by Oilheating Market Re- “Worksheet” comments that the sap 
| ports, 270 Park Ave., New York 17, ples “document a heartening gener) 
| NY. improvement in the promotional pro 
| The organization surveys markets, grams of the OHMR oilheating marke, 
| evaluates them for the advisability of ing groups.” “At this date” (Septem 
| promoting oilheating and then assists ber), the comment continues, “mop 
dealer groups to organize local cam- than 26 OHMR markets are engaged iy 
paigns. The “Worksheet,” the first or will begin shortly co-operative pro 
page of which is shown below, re- motional programs for oil heat.” 
prints representative advertisements Reproduced below are samples of 
from 15 of the campaigns now under __ the oilheating advertising being us 
way, with the idea of demonstrating by the OHI of Rochester, N. Y, 


ee 





FURNACE CLEANER | [ : —— 
...Get the | “OHMR PROMOTIONAL WORKSHEET’ 


OILHEATING MARKET REPORTS. 270 PARK AVE, NEW YORK 17, N.¥. 


SOOTMASTER| = 


Filter. Unit 


with 
qwrow-AW 
! 




















COSTS LESS,TOO! «4 
AOTORAT OME HEAT n 


ESS THAR ANY OTHER FUEL FRR FaULY, 


SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 


$19 75 away bags and quick- 


release tie-cord. 





® Order from your jobber 
© Jobbers’ inquiries invited 


SUPPLY CO.,”* INC. 
HAVERSTRAW, NEW YORK 








YOU CANT MISS A SALE 


to new homes...old homes...commercial buildings 


«»-because WINKLER offers 
everything fo sell 


AND SHOWS YOU HOW 
TO SELL IT! 


Why fool around with “short’’ lines—why lose sales 
because you can’t give customers what they want? Why 
back away from summer cooling or year ’round condi- 
tioning jobs because you haven’t the “know-how’’? Get 
the facts now on the Winkler-Stewart-Warner Franchise! 


This is the most valuable franchise in the industry 
today. For heating only...for heating and cooling...or for 
cooling only, there is no home comfort requirement which 
can’t be satisfied with Winkler equipment. 

See what the Winkler-Stewart- Warner Franchise offers— 


1. The most complete line of heating and cooling equip- 
ment, for both new building and modernization. 

2. Soundly engineered products, featuring advanced 
designs for economical, dependable performance... 
built by an organization nationally famous for quality 
manufacturing. 

3. A full selection of sales tools for uncovering prospects, 
making product demonstrations and closing the sale, 


4. FREE TRAINING IN DESIGNING AND INSTALLING 
WINKLER HEATING AND COOLING SYSTEMS 


As a Winkler Franchised Dealer you are entitled to 
receive—without charge—an intensive course of instruc- 
tion at the Winkler-Stewart-Warner Institute. Takes all 
the mystery out of air conditioning—you’ll leave the 
school fully qualified to install Winkler heating and cool- 
ing systems. Write today for full information on the 
Winkler-Stewart-Warner Franchise! 





FOR NEW HOMES. 
A full line of equip- 
ment for heating only 
or year ‘round con- 
ditioning. 

















FOR OLD HOMES. Sum- FOR STORES AND OFFICES. | 
mer cooling units forhomes Cooling units—free standing 
High and low with warm air, steam or or for use with ducts, 


pressure ¢ : a hot water systems. 
oil burners 


WI Wi M4 LE 2 JIT] STEWART-WARNER CORPORATION 
AAEGETT U.S. MACHINE DIVISION « Dept. H-106 « Lebanon, Ind. 
eloil 31 
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Approximately 300 of these homes are heated with B&G Hydro-Flo Systems 


Builders: Ehler and Wenborg, Prospect Heights, Illinois © Architect and Engineer: Jack Wenborg, Prospect Heights, Illinois 
Heating Contractors: Reliable Heating Company, Park Ridge, Illinois ¢ Plumbing Contractors: Corra Plumbing Company, Des Plaines, Illinois 











HEATING COOLING SNOW MELTING 
Radiant, draftless warmth, controlled to match Separately engineered to more accurately Water in pipes is the only practical 
the weather, produced at low cost. answer the differing problems of heating and method to convey the heat needed to 
cooling. keep sidewalks and drives clear of snow 
and ice. 


Three hundred of these B&G Hydro-Flo heated homes were sold over one week-end. Saves — - 
i Hydro- 
Owner: The Winston Park Corporation, Oak Park, Illinois ¢ Architects: Erwin Gerber and A. Pancani, Newark, New Jersey A typical B&G i 
Engineer: Edwin Hancock, Chicago, Iilinoi Consulting Engineers: Erwin Gerber and A. Pancani, N N tem installation. Qu? 
9 : Edwin b , cago, Illinois « onsulting Engineers: Erwin Gerber an - Pancani, Newark, New Jersey water heater eliminates 0 9 


Heating Contractor: W. L. Harmony Co., Yonkers, New York © General Contractor: Mucon Inc., Oak Park, Illinois arately fired unit. 
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ore and more builders are installing 


2G Hydre-Fis SYSTEMS 


bec aquse on ly water o tfe rs Builders have discovered that the B&G Hydro-Flo 
System offers exclusive extra values which turn 
th e sa | es appea | of prospects into buyers. The versatility of water as 
both a heating and cooling medium—its ability 
to provide the ultimate in comfort and conven- 
ALL a IVE g ience at low operating cost—its exclusive fea- 
& tures and flexibility, offer the builder a proved 
selling lift. 


Money can’t buy finer, yet the advantages of 
the B&G Hydro-Flo System are within the cost 
range of the modest home. This system of cir- 
culated water offers not only the best in heating, 
but an option of such additional benefits as 
summer cooling and snow melting. These fea- 
tures can be built in originally or added as the 
owner’s budget permits. 


The basic Hydro-Flo Forced Hot Water System 
endows a home with radiant, sunny warmth... 
warm floors...draftless rooms. Automatic modu- 
lation of the heat supply keeps indoor tempera- 
ture constantly at the comfort level—prevents 
wasteful overheating. Besides all this, a limitless 
supply of hot faucet water, heated at low cost by 
the same boiler that heats the house. 
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For further information, call your local B&G 
Representative or write to the factory. 
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‘AR "ROUND HOT WATER ZONING 

some boiler that heats the house Easy to divide the piping system 
be used to heat an ample sup- into zones for better temperature 
of summer-winter hot water for control and fuel economy. 

ten, laundry and bath. 


The B&G BOOSTER...key unit of 
the B&G Hydro-Flo System 


This electric pump circulates water for heating the 

: house in winter, cooling it in summer and for snow 

 “” melting panels. The B&G Booster has a solid repu- 

AVE TWHERO 9-830 tation for quiet, dependable and long-lived oper- 

; : ation...that’s why over 2,000,000 units have been 
J installed to date! 


"]=) BELL & Gossett 


ten is heated with a B&G Hydro-Flo C Oo M P A N Y 
the seboard panels as the heat distributors. Dept. EN-7, Morton Grove, Illinois 


sign—the builder is capitalizing on the strong 
*ppeal of hot water radiant heat. Canadian Licensee: §. A. Armstrong, Ltd., 1400 O' Connor Drive, W. Toronto, Canada 
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Wilder features hot water radiant heat 





(a ONLY 
GIVES YOU ALL THREE — 


 & FLEXIBLE COUPLINGS 





Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— 
@ ROLL SPINNING—Exclusive process 


three components at one time—while in final op- 
erating alignment. 


@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 


PRENE COVER. Lateral and angular alignment | 


requirements fully met. 


@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
—_ equipment. This is your assurance of 
nighe est quality and universal acceptance in the 


2, OIL TANK VALVES 


No, 1910 B 






Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for every type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 





alicia 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 

@ Allows 7° angular deflection. 

@ U.L. approved for oil and gas. 









Write 
for free 
descriptive 
literature. 





PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-106, 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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QUALITY is our business 
.. Without any — | 






joins all | 


“Operation Rainbow” gets 
underway at Gulf Refinery 


“OPERATION RAINBOW” is underway at 
the Gulf Oil Corporation’s 600-acre 
refinery at Philadelphia, Pa. Upon its 
conclusion two and a half years hence, 
15,000 gallons of paint in pastel pinks, 
blues, greens and yellows will have 
been used to transform the refinery 
and its storage “tank farms” at Schuyl- 
kill River and Darby Creek into an 
industrial Disneyland. 

“Operation Rainbow” was the idea 
of refinery superintendent J. O. Timms 
to brighten Philadelphia’s industrial 
horizon and it earned him a citation 
| of merit from the Chamber of Com- 

merce Clean-Up, Paint-up, Fix Up 

Committee. 


| Lest the final effect be merely gaudy 
| or look slapdash, Timms and Arthur 
R. Cannon, president of Oliver B. 
Cannon & Son, Inc., industrial paint- 
ing specialists, first worked out a color 
plan which then was incorporated into 
a planning model before actual work 
was begun. The final effect will be 
dramatic masses of harmonizing pastels 
accented here and there by smaller 
tanks in bright blues, orange, green, 


red and chartreuse. 

First to get the technicolor treat- 
ment was the Visbreaker, a brand new 
unit which makes 17,000 B/D of home 





Color plan for storage tanks at the 


Schuylkill River “tank farm’ is dis- 
cussed by (left to right) William 
Shay, of Howell Lewis Shay & Asso- 
ciated, Philadelphia architectural firm 
which constructed planning model; J. 
O. Timms, general superintendent of 
Gulf’s Philadelphia refinery who origi- 
nated “Operation Rainbow,” and Ar- 
thur R. Cannon, president of Oliver 
B. Cannon & Son, Inc., industrial 
painting specialists. 



















































First unit to get the technicolor treat 
ment was the Visbreaker, a new unit 
designed by Gulf which “rescues 
6% of the refmery’s crude charge 
from going into less-than-cost products 
and converts it for use in quality No,) 
fueloil and gasoline. The unit uses the 
old technique of thermal-cracking but 
patented improvement enables it to 
reach deeper into the crude and te 
cover heavier portions than ever be 
fore. 


heating and industrial fueloils from 
the remainder of crude oil after more 
volatile products have been obtained. 
This unit is painted a light gray with 
touches of dark gray trim. Color ac 
cent is provided by the bright red of 
stairways, valves and other parts i 
volved in safe operation and paintedin 
accordance with the safety color code 
for industry. 


Already aglow with color are the 
major “tank farm” areas at Schuylkill 
River and Darby Creek where 4! 
tanks have been treated to soft pink, 
yellow, green and blue coats. Upon 
completion of the tinting program, 
more than 700 buildings, tanks and re 
fining units will have been painted into 
the colorful industrial picture. 


o, 
“9 


Frank Gibbons and Charles Davis 
have been named manufacturers 
agents for Windmaster Draft Con: 
trols. Gibbons, Lakewood, Ohio, will 
handle Windmaster controls in th 
state of Ohio and Western Pennsy! 
vania. Davis, Plainwell, Mich., wil 
serve his home state for the compafy: 
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Heat of oratory kept San Francisco’s Cow Palace warm enough during the 
recent Republican Convention but in cooler months and for more usual events 
rodeos, circuses, boxing matches and the Grand National Livestock Exposi- 
tion—the man-sized job of heating the huge auditorium is handled by a single 
ohnson Burner, an automatic 400 hp rotary oil and gas burner, mounted on a 
Birchfield boiler which supplies hot water to fan driven space heaters. The 


installation was made by Crowley Co., plumbing and heating contractors of | 


San Francisco. 


OO ! 


B-H-C-Week Messages reach 
Millions through tv, Press 


TEN MILLION TV viewers saw and 
heard the story of fluid heating-cooling 
systems during Better Heating-Cool- 
ing Week and countless other home- 
owners and homeowners-to-be got the 
BHC Week message through news 





papers, according to estimates of the Smiles and laughter from “Comfort 
: Queens” Miss Sunny Warmth and 

Better Heating-Cooling Council. Miss Summer Cooling greets quip from 
The special promotion “Week” got — Steve Allen on NBC-TV network “To- 
underway with a contest to elect a night” show on which they appeared 
“Comfort Queen” which ended in a in connection with Better Heating- 
Cooling Week campaign sponsored by 


tie and the awarding of twin titles. 
The queens mad ite The Better Heating-Cooling Council. 
— 5 ic eves pica Three other Tv shows featured BHC 


Dave Garroway’s “Today” show and Week theme as well. 
Steve Allen’s “Tonight” show to ex- 
plain the advantages of hot water 


heating and chilled water cooling. 
Also carrying the BHC Week of Better Home Heat Council 


Esterline, speaker at Meeting 








message to the national Tv audience = GUEST SPEAKER at a meeting of the | 


were Hugh Downs, co-star of the Connecticut Better Home Heat Coun- 
Arlene Francis NBC “Home Show”; cil, Inc., September 17 in Hartford 
Robert Lear, American-Standard ex- was Edward F. Esterline, executive 


ecutive and chairman of B-H-C Week, secretary of the Greater Philadelphia 


who appeared on the Wendy Barrie Fuel Conference, who discussed some | 


Show, and John White, a Council di- _ facts of life in the oil business today. 


rector and president of Taco Heaters, Also featured in the evening pro- 
Inc., who wasaguestonthe NBC“One — gram was a showing of the new Oil 
is for Sheldon” show. Heat Institute movie, “Housewarming 


During B-H-c Week, the Council Party.” 
held its first all-industry news confer- 
ence, ae 

Satisfaction with consumer reaction 
to the “Week” was expressed by Appointment of Henry J. Linskey 
Council president John Reed, who as sales engineer for the Philadelphia- 
Predicted the industry would achieve Wilmington area for Thatcher Fur- 
410% gain this year over last, with nace Co., Garwood, N. J., has been 
industry volume exceeding $500,000,- announced. He will be responsible for 
000 by 1961. dealer sales-service in his territory. 








CORLEY 


wy CIRCULATING 
magnafle PUMPS 











Only ONE 
MOVING PART 


The Simplest 
Pump You Ever 
Saw! 


Install it Anywhere: 
Magnaflow takes up 
% the space of ordi- 
nary circulators. You 
can install it on those 
tight closet space and 
utility room jobs with 
plenty of room to 
spare. Its direct mag- 
netic drive cannot 
cause annoying vi- ri 
bration and_ costly 

service call-backs. Install it at any angle 
you wish. 

How Magnaflow Works: The Corley 
Magnaflow is more than just another 
centrifugal pump. It’s the simplest, most 
versatile circulator you can buy. Its only 
moving part, the rotor-impeller, is direct- 
ly driven. Not mechanically by a shaft. 
Magnetically. Spun by currents generated 
by a stator located outside the housing. 
There are but two friction points, the 
front and rear bearings. No seal, stuffing 
box, or lubrication ports to leak. 

5 Sizes: %”, 1”, 1%", 1%”, and 2”, in ca- 
pacities from 12 to 70 gals/min. 


PRE-CONDITION 
your draft with 
CORLEY wovcess 
‘untpisiiaiiiooensiiaemenal 








No chance of a “Starting Puff” with 
Corley Draft Inducers! They’re the only 
draft inducers equipped with a delayed 
action burner control that starts the fan 
30 seconds before the burner is ignited, 
thus scavenging the combustion chamber 
to reduce combustion hazards. 


Available in 6”, 8’, and 10” sizes. 

REPRESENTATIVES: Many excellent 
territories are still available, The dis- 
tinct product advantages of Corley 
Magnaflow Circulating Pumps and Draft 
Inducers can make your selling easier. 


Write for full information: 





THE CORLEY CO. INC. 
220 W. 42nd St., New York 36, N. Y. 
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TANK LINES 


SOMERVILLE. MASS 
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“With our Fords, payloads average better than 65% of total weight,”” says Mr. Hurley. 


‘Elimination of excess weight accounts for Ford’s high pictured here gives you a choice of two powerful, # 
payload. Yet Fords are much stronger than many saving Short Stroke V-8 engines—either the 7 
heavier and higher-priced tractors. Ford materials have Torque King V-8 or the 212-h.p. Torque King Spee 
always been the best in their class.”” The new F-900 V-8. New Max. GCW—60,000 Ibs. 
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Mr. Hurley is confident that his new '56 F-900’s will 
equal or pass the 300,000 mile mark. 


“A truck engine takes a beating in my 
kind of work, but this Ford Short 
Stroke engine can really take a lot of 
punishment and come back for more.” 
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ejand still going strong 





says Mr. George Hurley, President 
of Eastern Tank Lines. ‘‘Some '51] and '52 Ford Tractors 


in our fleet have operated over 300,000 miles and 


are still running 300 to 400 miles a day.”’ 


Eastern Tank Lines, Somerville, Mass., 
is one of the largest over-the-road petro- 
leum haulers in New England. And their 
all-Ford Fleet is among the highest in 
miles registered every year. Each truck 
averages about 75,000 miles hauling pe- 
troleum products between Massachusetts 
and Vermont. 

Here’s what President Hurley has to 
say about his Ford Fleet of 40 Bic Joss. 
“I figure my trucks as a long term in- 
vestment. To pay off, they have to be 
able to take a real beating and give me 


ORD TRUCKS 


Using latest license registration data on 10,502,351 trucks, 


eloil 


plenty of dependable service. Aside from 
big truck ruggedness—Ford has the 
POWER and GO to take off faster and 
cruise more easily than other trucks 
with bigger, more expensive engines. 
In short—Ford Trucks spell out big 
performance at low maintenance and 
operating costs.” , 


When you take everything into con- 
sideration . . . initial cost, resale value, 
operating and maintenance costs, and 
the fact that Ford Trucks last longer, 
you'll agree Ford Trucks cost less. 


LAST LONGER 


life insurance experts prove Ford Trucks Jast Jonger. 

















Here’s An Expert 
on 
Oilburner Controls 


ONLY 
$1.00 
per 
Copy 











A manual every Oilburner Dealer, 
Serviceman, and other Oilheating 
men can use profitably and effec- 


tively. 


Fundamentals of Oilburner Con- 
trols consists of a series of articles 
by John W. Schulz on oilburner 
controls. They describe the princi- 
pal makes of control panels, also 
gives practical instruction for in- 
stalling and servicing them and 
understanding their internal and 


external wiring circuits. 


e Electrical ABC’s of Burner 
Jobs 


Facts on Voltage Drops— 
Wire Sizes 


© Safety-control Fundamentals 


¢ Sparky on Controls 


Portable Controls Tester 


The remaining articles discuss spe- 
cific makes and incorporate de- 
scriptions of eight: Crise, Detroit, 
General Electric, Honeywell, Mer- 
coid, Penn, Perfex and White- 
Rodgers. 


ORDER YOUR COPIES NOW! 


Send your remittance of $1.00 each to 


fueloil & Oil heat 
2 West 45th St. New York 36, N. Y. 
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National Home Builders list 
convention-exposition Plans 


THE 13TH ANNUAL convention and 
exposition of the National Association 
of Home Builders will be held in Chi- 
cago, January 20-24, with activities 
divided among three convention cen- 
ters—the Conrad Hilton and Sherman 
hotels and the Chicago Coliseum. 

The exposition will have 778 exhibit 
spaces to accommodate displays by 
manufacturers of building materials 
and home products. During the con- 
vention, subjects of interest to small 
as well as big builders and of common 
interest will be discussed. 

The convention committee includes 
Leonard L, Frank, chairman, of Hicks- 
ville, N. Y.; John E. Bauer, Indianap- 
olis; Wilson H. Brown, Dallas; Frank 
W. Cortright, San Francisco; Daniel 
Grady, Brookville, N. Y.; Harvey 
Meyerhoff, Baltimore; Ernest Nor- 
man, Jr., New Orleans; Arthur H. 
Oman, Norwell, Mass., and W. Alex 
Simms, Dayton. 


So 
Dealer overhauls service 
Dept., gives it new Slogan 


A NEW FLEET of streamlined panel 
service trucks bearing the prize-win- 
ning slogan, “Valoco Service Makes 
Warm Friends,” are to be seen in the 
streets of Middleton, Conn., and its 
environs. They are the tangible evi- 
dence of a new policy on service 
adopted by the Valley Oil Co., Inc., 
with a profitable service operation as 
its goal. 

When a new bookkeeping system 
turned up the unpleasant fact that the 
service department was losing money, 
the company executives decided some- 
thing must be done. Their solution 
was to raise service rates, up prices 
and increase charges for service con- 
tracts. In return, they offered their 
customers the best service possible, 
service that is worth talking about. 
Then the company began talking 
about it. 

In large newspaper ads and on 
radio, the Valley Oil Co. described 
its superior service program and 
launched a public contest for a slogan 
suitable to the new operation. Results 
of the contest were general excitement 





and 1600 slogans. Author of the top 
winner quoted above was Thomas 
O'Malley, whose prize was $150, Sec. 
ond prize of $50 went to John W 
Francis for his slogan, “Those we serye 
deserve the best.” Third prize of $25 
was awarded Lucius W. Robinson, 
Sr., for “Your comfort is our bus: 
ness.” 

Commenting on the new program, 
company president William F. Briggs 
said a by-product has been stepped-up 
morale of service department em 
ployees. They are paying greater at 
tention to their personal appearance 
and, more important, profit-wise, they 
are being more careful on their serv 
ice calls with the result that the sery- 
ice problem is solved on the first call 
in 90% of all cases. | 


o, 
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Gains big in central Heating 
and Cooling Survey shows 


A STUDY of consumer spending in the 
single-home market conducted by 
Household Magazine among its 2, 
500,000 subscribers shows that over 
half a million more subscriber homes 
have central heating systems today 
than they did in 1950 and that sub 
scribers are buying central heating at 
the rate of some 120,000 new units 
annually. 

In the airconditioning field, the 
study shows that the number of sub 
scribers with window-type room aif 
conditioners has more than doubled in 
the past two years. This, added to the 
32,500 with complete house aircondi 
tioning (nearly half of which were i 
stalled last year), brings the aircondi 
tioning ownership tally to one out of 
every 10 homes reached by the mage 
zine. 

The study showed that for central 
heating, warm air furnaces with blow 
ers dominate the market, outnumber 
ing furnaces without blowers by 2 tol. 

A breakdown of types of furnaces 
purchased shows 95,000 subscribers it” 
vested in central warm air furnace 
last year, 20,000 bought steam or hot 
water systems, and 12,500 installed 
floor furnaces. A million and a half of 
readers’ homes have thermostats for 
the heating systems of which 192,500 
were purchased new last year. 
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Instantly determine hot leg of receptacle 
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ting 


n the Know if the load is balanced 














1 aif’ 
ed in 
co the 
ondir 
re in’ 


:|Eliminate Guesswork! 


entra! One pocket tester measures voltage and current, with Send for these free Amprobe service bulletin 








Know if windings are grounded Check capacity of motor capacitors Expand low-amp reading by doubling lead 








blow § Mstrument accuracy, without shutting down equipment! ! pyramid instrument Corp., : 
aber ' Dept. F-106 Lynbrook, N. Y. : 
to 1. And the cost is only $19.85 (just a few Send for valuable Amprobe service bulletins § Please sena me the Amprobe service - 
dollars more then an ordinary voltage showing many more ways to save time and - bulletins checked below: t 

naces tester), so every man can carry one! money on the job with an Amprobe. Mail ’ i 
1S in’ coupon now to: PYRAMID INSTRUMENT CORP., § [ Trouble-shooting electric motors : 
LYNBROOK, N. Y. (Export Div.: 458 Broadway, : (J) How to cut costs and land more jobs ’ 

naces Loe the Amprobe Junior that fits the job. N. Y. 14), world’s largest manufacturers of 1 O Portable test instruments a 
hot i from 0-10 amps to 0-100 amps; snap-around volt-ammeters. ' : 
‘ joice of either 0-125/250 volts A-C or ' NAME : 
talled 91501600 me A-C range. For your higher e°3 5 
ent applications, multi-range Amprobes ' 5) 

alf of ®ailable for 300, 600 or 1200 Genpenes, A im robe J | Ces on segs pate ; 
3 for S-Di ear ehea ath 
) a 
2,500 See the full Amprobe line of snap-around snap-around volt-amp tester $ R= ¢¢ n___.__e ee 6 
mmeters at your jobber’s today. *® — ES ENTREE RES MR 
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PAYLOADS UP 
with WHITE 3000 


.. + SAVE ON DELIVERY TIME AND 





In the delivery of petroleum products, the trend 
is to BIG PAYLOADS! Speed fuel oil deliveries 
And the trend is to the White 3000—function- Becarnnesie gen aed a ns te 
ally designed for maximum payload—in straight in our business,” Christ Lund, vice-president, 
trucks or with semi-trailer tankers LUNOIL Div., H. N. Lund Coal Co., Chicago, 
ra says. “The White 3000 is outstanding in all 
There are other “‘3000”’ exclusive advantages, size fuel oil deliveries—straight truck with 
too—the outstanding maneuverability that ied aid adit elias 4 dike died 
helps save time in crowded streets and alleys semi-trailer tanker—all three are doing a 
... the economical maintenance . . . the savings eithiniia 
in operating costs. 
They all add up to more work... in less 
time . . . at lower cost. Find out how the 
White 3000 can cut your delivery costs... speed 


your deliveries. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


For more than 55 years the greatest name in trucks 


PROVED IN BILLIONS 
OF LOW-COST MILES 
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America’s famous fuel oil brand 


Stops the eye... Starts the sale! 





Mobilheat is the fuel oil known to oil burner owners 
all over the country. That’s why it’s so much 

easier to sell this famous brand. Furthermore, it’s 
backed by one of the greatest names in the petroleum 
industry —Socony Mobil with 90 years of oil 
marketing and merchandising experience. 


Make it warm for your customers—‘“‘hot’’ for 
your competition with Mobilheat! 











SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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MAKE YOUR SERVICE DEP’T PAY OFF - 
























Ignitors 
17 Popular Ignitors 


HARVEY PACKAGE No. 5A 











HARVEY NOZZLE SERVICE 
PACKAGE No. 2 
centeine 


HARVEY PACKAGE No. 2 
Nozzles 


25 Assorted Nozzles and Strainers 
Individually packed in clearly 
marked dust proof containers. 


18 Extra Assorted Strainers 







10 Separate Porcelains 
2 Radio Noise Suppressors 


1 Fitted Canvas Roll 
(with 10 extra pockets) 


You'll have just the ignitor you want 


when you want it. 
Trade Price $16.95 





















motors. 














HARVEY PACKAGE No. 38 


One reversible 1/4 HP Motor 

1 Adaptor Flange 

1 Cradle Mounted Base 

Gives 8 uses for a single motor. 
Universal flange fits 2, 3 and 4 hole 
flange mounted motors. 

Cradle mount is for base mounted 


Trade Price $20.95 






Motor 
































HARVEY 
PACKAGE No. 11A 
Lovejoy 3 piece 
Couplings 

13 Metal End Pieces 
15 Composition Center 
Pieces 
2 Metal Center Pieces 
2 Spline Adaptors 
1 Metal Box 
Makes a flexible coupling 
for any standard coupling 
replacement. 
Trade Price $9.00 


* Alternate—Add 84c to lot price if desired instead of Pkge No. 11A 


October 


6 Assorted Adaptors 

1 Nozzle Brush 

1 Spill Proof Metal Box 
Everything you need for Nozzle 
Service. Make your own selection of 
Nozzle sizes (Hollow or Solid Cone). 
Standard Assortment of solid cone 
nozzles furnished unless specified. 


Trade Price $24.95 


HARVEY 
PACKAGE No. 11D* 
Harvey 1 piece 
Couplings 
4 Assorted lengths (1/2” x 

7/16" Bore) 
4 Assorted lengths Spline 
5 Shaft Bushings (7/16" x 

5/16”) 
1 Metal Box 
Makes one piece coupling 
for any standard coupling 
replacement. 

Trade Price $9.84 




















Sid Harvey’s Service Packages enable you to make 
most of your replacements on the spot. 

Service calls completed on the FIRST TRIP means 
money saved. It will make your SERVICE DEP’T 
PAY OFF. 

Adaptors and Flanges make Standard Parts Multiply 
so that a minimum of inventory has a maximum of 
use. 








63 Assorted Fuel Unit Gaskets 

A practical assortment of cover, valve 
and strainer gaskets used on Sundstrand, 
Webster, Tuthill, Delco, and Detroit fuel 
units. 

Each gasket could cost you more than the 
whole package if you didn’t have it when 
you needed it. 

Trade Price $3.75 








HARVEY PACKAGE No. 124 Fuel Unit TR, 


Equip Every Service Car with Sid Harvey’s Service Packages 






So low in cost, you can afford to equip every service 
car. So valuable, you can’t afford not to. See Sid 
Harvey’s catalog for complete details. 


TRADE PRICE ALL 7 PACKAGES 
$136.50 


(add 84c if Pkge 11D is preferred to 11A) 
All packages can be purchased separately. 




















HARVEY PACKAGE No. 775 Fuel Unit 
Makes over 950 Exact Replacements 


2 Sundstrand J3 Fuel Units 

7 Mounting Flanges 

17 Mounting Bolts 

4 Nozzle Line Adaptor Fittings 

2 Shaft Bushings 
One fuel unit CW, the other CCW. 
With the flanges and accessories you can make 
permanent fuel unit replacements on any stand- 
ord burner. 

Trade Price $39.05 


If Webster T Fuel Units wanted add $12.00 
If Webster Q Fuel Units wanted add 0.40 
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SERVING THE TRADE WITH 45 SID HARVEY STORES 














Rajah Ignition 
Terminals 


16h 


130 Assorted Popular Terminals 
1 Rajah Crimping Tool 
1 Canvas Carrying Roll 



















No solder needed to make a professional job 
when replacing worn, frayed or oil soaked 
ignition leads. 


Trade Price $21.85 
(100 spool ignition cable add $5.95) 















Get Sid Harvey's Catalog. If you service or 
install, it’s yours for the asking. Write on 
your letterhead. 

This catalog describes replacement parts, 
new and Sid Harvey rebuilt, of all kinds, 
used on oil burners, stokers and gas burners. 


WO WRRNEN vac 


VALLEN STREAM, REW YORK 
































EVER-TITE 
Standard Adapter & 
and Coupler 









EVER-TITE 


-the best quality 
QUICK COUPLINGS 


You save time and 
money when you use 
Ever-Tite Couplings 
because they speed-up 
deliveries, prevent 
leakage, and save 
wear on equipment. 


Tightness is pre- 
determined in manu- 
facture by positive 
gasket compression. 





EVER-TITE 


There are no sliding 
Adapter and rings—no springs, 
Coupler ball bearings, snaps 


or lugs to fit. You 
just slip the coupler 
over the adapter, and 
close the handles. 


If you want to get 
the most in coupling 
value get Ever-Tite. 
The Ever-Tite Trade- 
mark is a hallmark 

of dependability 

in fittings for the 
petroleum industry— 
proved by 18 years 
of pre-eminence. Ask 
your distributor now, 





EVER-TITE EVER-TITE COUPLING CO. INC. 
Shank Hose 254 West 54th Street 
Coupling New York 19, N. Y. 





EVER-TITE Dust Protectors 
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| ASHAE’s 13th Exposition 
\and 63rd Meeting are set 


| THE 13TH INTERNATIONAL Heating 
| and Air-Conditioning Exposition will 
be held in Chicago’s International 
Amphitheatre February 25 to March 1 
simultaneously with the 63rd annual 
meeting in the Conrad Hilton Hotel, 
| Chicago, of the American Society of 
Heating and Air-Conditioning Engi- 
neers, sponsoring organization. 

Highlights of the annual meeting 
will be technical sessions, election and 
installation of officers, symposiums on 
industrial ventilation and dehumidifi- 
cation, and presentation of 14 papers. 

Among the papers presented will be 
a preliminary report on pulsations in 
oilfired and gas-fired heating equip- 
ment from a study now being con- 
ducted at Battelle Memorial Institute 
under the joint sponsorship of ASHAE, 
AGA and Oil-Heat Institute of Amer- 
ica. 

Other papers will include results of 
a study of the design of the under- 
ground coil when earth is the heat 
source or sink for a heat pump; effects 
of floor coverings on floor panel heat- 
ing; results of several hundred tests on 
three types of redwood cooling tower 
packings. 

Other topics scheduled are how an 
analogue computer can be used to solve 
thermal circuits; a table of outside de- 
sign temperatures throughout the 
United States; an ASHAE Research 
Laboratory paper on panel heating and 
a design manual for floor panel heat- 
ing, the result of activity by the TAC 
on panel heating and cooling and the 
ASHAE laboratory to develop basic in- 
formation pertaining to panel heating 
and cooling applications. 

General chairman of the Illinois 
Chapter committee on arrangements 
is Peter J. Marshall, assisted by vice 
chairman Harry G. Gragg, chapter 
president. : 
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Oil Heat is Long Island’s 
favorite by 15 to 1: om 


OIL HEAT enjoys a 15 to one prefer- 
ence over other automatic fuels in both 
new and existing Long Island housing, 
according to estimates of the Oil Heat 
Institute of Long Island which reports 








that of 46,000 new homes built ip 
Nassau and Suffolk counties last year, 
an estimated 42,000 new homeowners 
chose oil heat. 

According to the OHI report, jp 
1945, when statistics were first ayajl- 
able, Nassau and Suffolk counties re. 
corded a total of 35,557 centrally. 
heated homes burning oil. By 1959. 
the number had jumped 336.7% to 
155,260. By the end of 1955, oil heated 
well over 300,000 homes while those 
centrally-heated by gas stood at 24,300 
as of July, 1956. 
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July Awards down 5% but 
seven Months sets Record 


CONTRACTS AWARDS for future con 
struction in the 37 eastern states in 
July were 5% below the all-time rec- 
ord of July 1955 but were the second 
highest ever recorded for the month, 
according to the report of the F. W. 
Dodge Corp. The cumulative total of 
awards for the first seven months of 
1956 reached a record high of $15, 
347,518,000, an increase of 8% over 
the same period a year ago. 

Of the total of $2,148,559,000 for 
the month of July, awards of $543, 
308,000 in the heavy engineering cate: 
gory, the highest July in Dodge his 
tory for that category, were 29% 
greater than a year ago. In the other 
major construction categories, non 
residential building at $847,332,000 
was 5'% below July, 1955, and res 
dential building at $757,919,000 was 
21% below the 1955 month. 

Major construction categories set 
new all-time records for the first seven 
months cumulative totals: non-tesi 
dential at $5,455,014,000, up 9%: 
residential at $6,456,587,000, up 1%: 
heavy engineering at $3,435,917,000, 
up 22%. 

Commenting on the current situa 
tion, Dr. George Cline Smith, vice 
president and economist for F. W. 
Dodge, said: 

“Contract awards for June and July 
were slightly below last year’s record 
totals... . A general tendency for the 
figures to level off has been apparent 
in the past few months but . .  # 
should be emphasized that awards are 
still at enormously high levels.” 
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in the Mueller Climatrol counterftow family 


125,000 Btu 


New 125,000 Btu unit with enclosed 
controls rounds out this best-selling line 


Easy to sell, easy to install, easy on the eyes. It’s 
Mueller Climatrol’s 125,000 Btu counterflow unit — 
brand new baby in today’ s finest family of perimeter 
heating units ... available for both gas and oil. 


BEST FOR YOUR CUSTOMERS — 


® Rust-proof “Paintbond” finish is applied by a new 
automatic cleaning, phosphatizing and disc spray sys- 
tem — unique in the heating industry. 

® New design features enclosed controls...makes pos- 
sible real space-saving beauty. 

® Generous-sized 13-inch blower offers quieter opera- 
tion, less wear, adequate air delivery for cooling. 


hieloil, 
oilkeay, 


® Sub-base available for combustible floors, 

BEST FOR YOU — 

® Built-in filter rack is standard on the new 125,000 
Btu unit. No external rack required. 

© Two cleanout openings in front of 125,000 Btu unit 
radiator simplify cleaning of heat exchanger. 

® Pre-wired, with motor, limit controls and fan switch 
all triple run-tested at the factory. 


Find out all that this complete line has to offer — 
promotion that brings ’em eg quality that brings ‘em 
back. Drop us a card toda 


Dept. 96, 2050 W. Oklahoma Ave., Milwaukee 15, Wis. Mueller (“imatrol’ 


47 




















TWO-BOLT 
FLANGES 














SEALED-IN 
LUBRICATION 
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AUTOMATIC 
OVERLOAD 
PROTECTION 

















ADJUSTABLE 
BRACKET 


GREATER capacity... Zacee Case / 





Here's THE ANSWER to the problem of higher resistance found in some hot water 
heating installations. Hi-Head Thrush Water Circulators are ideal for large one-pipe systems, 


radiant panel or radiant baseboard heating, convectors and down-feed systems where some 
radiation is below the mains. They are also used for snow melting jobs. 













Hi-Head Thrush Water Circulators not only have greater 
capacity than most competitive hi-head circulators, but they are 
substantially lower in price. They are built for long years of 
satisfying, service-free performance, with rubber-cushioned motors 
and exclusive sealed-in lubrication system. Compare the perform- 
ance chart shown at left with others and you will see why Hi-Head 
Thrush Circulators represent exceptionally high value. Then 
check prices and you'll be convinced. 


See your wholesaler for more 
information or write Dept. C-10. 





fw...tomorrow’s new high-Cans 


? 


(in either cast iron or steel) 


You don’t have to wait .. . right now, you can obtain 
advantages in improved boiler-burner performance. 
Available for the first time in these high capacities, 
these boiler-burner units are engineered to provide 
efficient, dependable operation. 


The “47” Series National-U.S, Cast Iron Oil Heating Unit 41” Series National-U.S. Residential Steel Ui! Heating Unit 


available in 11 sizes for institutional. available in 4 sizes for institutional, 
commercial and industrial installations. commercial and industrial installations. 


FEATURES: FEATURES: 


Performance plus . exceeds requirements of 


. High Capacity . . . big in performance. 
2. More Heat per Unit of Fuel. 
Low installation and servicing cést 


3. Abundant Domestic Hot Water... automatic ; 
. Abundant Domestic Hot Water. 
operation. = 


4. Handsome “‘Easy-On’”’ Jacket. 
Modern Stylish Jacket ittractive appear 


. Large Nipple Ports .. . free and uniform flow of i akc | 
water. iter eater lo« 


codes. 


Multiple tube design low draft resista 


‘ated high in boiler 
water is hottest. 
}. Dry Steam Baffles . . . for quiet, economical Sa, ee ORS oF 
heating. lating sludge 
. Sloping Crown . . . prevents sludge deposits. +. Generous steam 
] 


8. Air-Tight Joints (precision ground). teady water line 

. Rated in accordance with IBR Code. ). ASME Code Constructed) SBE Cod 
(@) 
839 


Send for Catalog No. 830 Send for Catalog No. 


For complete information write to: 


National -U. S. Radiator 


CORPORATION 





HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 










Now, offer every combination of high |in; low 


Honeywell's complete 






A Honeywell 






Aquastat 















































for your L6006A 
L6010, cover off L6007 A, cover off 
every need 
For high limit, low limit and circulator control— For combination low limit and circulator contril- 
Honeywell's triple function Aquastat—L6010. Two the L6006A. The L6006A, mounted horizontally, ys 
temperature setting adjustments and two hy- and the L6007A, mounted vertically, are dual pr: 
draulic action sensing elements are housed in function Aquastats with standard single switches « 
single immersion wel!, so that wiring is much (SPDT). Electrical connections are very simple, she 
easier and only one boiler tapping is required. Switch and dial are internally enclosed. oa 
All Honeywell Aquastats boast 
Use the L4006A as a low limit con- 
trol to maintain domestic hot water these outstanding features: 
or as a high limit control for boiler 
protection. The L4006A is a single 
switch (SPST) Aquastat for hor- @ Fast-acting response — Liquid-filled ele- 
izontal mounting. Another mod- ments fit snugly in Aquastat wells; respond 
el, the L4007A, is available for quickly to boiler water temperature changes. 
vertical mounting. 
@ Easy-to-read settings — Large, clearly 
marked dials easy to read and adjust. Dial 
may be set externally without removing covet. 
@ Sturdy,compact design—provides maximum 
protection to working parts. Bellows. 
MICRO SWITCH switch and dial are internally 
enclosed. 
@ Ease of installation—Clamp-on feature for bur 
easy, quick installation. Requires no “swing Aq 
distance” when mounting. Simple electtial J lat 
connections which have plenty of room for hig 
wiring save effort, installation-time and money. Pe 
is | 
gas 
33 
ail 
LA 
pro 
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limit pw limit and circulator control with — 


iline of Aquastats ! 





L4010B 























L4011A 
















L4008 remote 


L4011B, cover off # bulb Aquastat 


ntrol— 








lly For high and low limit control—Honey- For high or low limit control and circulator For remote control—the L4008. Honeywell 
ey i well's dual function Aquastats—L4010A control—the L4010B and L4011B. The remote bulb Aquastats can be used in 
6 he and L4011A. The L4010A and the L4010B and the L4011B have two a variety of applications where it is 
WICC. . L4011A have two separate switches— switches, one is used for high or low desirable to locate bulb (sensing ele- 
si, aa one switch is used for high limit con- limit control, the other for circulator ment) away from switch. Dial may be 
tol, the other for low limit control. control. set externally without removing cover. 
ast 
New Honeywell Aquastat- 
5: 
* e 
Relay Combinations Use All-Honeywell control 

> 4 i 
-d ele systems and profit 
spond 
anges. 

cr Honeywell makes control systems for every 
‘early type of heating plant and fuel. With Honey- 
- Dil well you’re able to rely on one supplier for all your 
— controls. For full details on Honeywell’s complete 

line of Aquastats and Aquastat-relay combinations 
imum L6047 —including Models L444 Bimetal Immersion 
jlows, 








Aquastat and LA409 Surface Aquastat, call your 
ernally L6047, cover off local Honeywell office. Or write Honeywell, Dept. 
FH-10-216, Minneapolis 8, Minnesota. 
1. The Summer-W inter Controller, L6047, for gas or oil 
ure for burners with domestic hot-water supply. Combines L6006A 
swing @ Aquastat with RA89A Relay. Gives low limit and circu- 
— + targa Simply add L4006A Aquastat to provide MINNEAPOLIS 
ym for igh limit con ey : I] 
got 8 trol for a complete control sane | oneywe 
2. The L8047A. Same as L6047 except burner circuit 
slow voltage. Designed for use with auto recycling 
fas valves, Hl Fit WE Coitiols. | 


3. High Limit Controller, L8048, for all types of gas or 
wil burners without domestic hot-water supply. Combines 
14006A Aquastat and RA89A Relay to give high limit 


Protection as well as circulator control. 112 offices across the nation 
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Basement Type 
Winter Air Conditioner 
Burns Gas or Oil 


a ® Utility Room 


ype 







2 or 3 Ton Basement. 
Utility Year ‘Round 
Air Conditioner. 
Waterless or Water 
Cooled. Burns 
Gas or Oil 


“ 


Cap 
Hick 


















Winter Air 
Conditioner Fi 

Burns Gas 
or Oil Lon} 





at a WE ral 


Counterflow , 
Winter Air 2 or 3 Ton Counterflow 
Conditioner y Year ‘Round Air 
Burns Gas ot Conditioner Waterless 
or Oil or Water Cooled 
Burns Gas or Oil 





5 ton Water Cooled 
Year ‘Round Air 
Conditioner Burns 
Gas or Oil 


Horizontal Furnace 
4 Gas Burning Sizes 
4 Oil Burning Sizes 





2, 3 or 5 Ton Waterless 
Add-On Summer Air 
Conditioner Air 
Condensing Unit with 
Choice of V-type or 
Duct-type Cooling Coil. 





Gravity Furnace 
Burns Gas or Oil 














Gas Conversion 
Burner 







_ 3or 5 Ton Add-On 
Water Cooled, Summer 
Air Conditioner 










Oil Conversion 
Burner 













Commercial Water 
Cooled Summer Air 
Conditioner 
3 to 15 Tons 


Unit Heater 
5 Compact Sizes. 





THE C. A. OLSEN MANUFACTURING COMPANY .. eccvria, on10 
° 


HEATING & AIR CONDITIONING UNITS 
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Quality Builders use oil Heat 


“Especially if You get It into the model Homes,” says Pat Caputo, Rite Fuel Corp. 


by 
William J. Stein 


, os ET OIL into the model house.” 

That’s the thought of Pat 
Caputo of the Rite Fuel Corporation, 
Hicksville, N. Y. 

For some time now, the public in 
Long Island has been exposed to a bar- 
rage of advertis- 
ing by the local 
gas utility aimed 
at the market for 
heating fuel. The 
advertising and 
promotional pro- 
gram of the gas 
interest has been 


se eile 


sO penetrating as 
PF. Caputo to make fueloil 

dealers, the pub- 
lic and especially the builders, take 
serious notice. 





In view of this, alert dealers, like 
Rite Fuel Corporation, have developed 
programs of their own to not only 
maintain their position, but to increase 
fueloil consumption in their area. 

The new home is the target of Pat 





Caputo. Each new oilfired installation 
is translated into a relatively perma- 
nent oil customer. A realization of the 
converse is also necessary. Once a new 
home is lost to gas heat, the possibility 
of its converting to oil is lessened. Not 


to get the builder to install oil heat? 

Most development builders set up 
several model houses. These serve as 
the sample from which the prospective 
customer or homeowner makes his se- 
lection. Therefore, as Pat Caputo said, 








Many dealers are aware of the importance and desirability of 
selling oilheating to builders for new home installations. A num- 
ber are doing a fine job, too. But, others have not developed their 
full potential in this field. This is the first of a series of articles 
which will present case histories of oilheating dealers selling suc- 
cessfully to builders, along with some sidelights on builders’ atti- 
tudes, motivations and competitive situations. 








only is a change necessary in the fir- 
ing equipment, but the builder who 
attempts to skimp, will install a chim- 
ney for gas, a Type “B” vent. Such 
chimney is inadequate for any other 
fuel and would, because of inconven- 
ience and additional expense, deter 
conversion to oil in the future. 
What is being done to develop the 
market for fueloil? Pat Caputo agrees 
that the new home market is the area 
of greatest possible expansion in the 
community. The main problem is how 








fueloil truck at loading platform bears same slogan carried on sign: “You 


can’t go wrong with Rite.” 





A 


“Get an oilfired boiler or furnace in 
that house and you've got the entire 
development using oil.” Moreover, and 
most rewarding, the firm doing the in- 
stallation will probably get almost 
every homeowner in that development 
as a fueloil customer. As a rule, these 
customers are of a more permanent 
type. 

Getting the original oil installation 
in the model is not something that just 
happens, It is the culmination of many 
forces involving the dealer, the builder 
and the prospective customers. 

The dealer must be alert to the pulse 
of the community and work as an in- 
dividual, and in association with other 
dealers, to influence the builders and 
the prospective purchasers, 

Keeping informed in the Long Is- 
land area is not too difficult. The ad- 
vertising and promotional practices of 
the competition is common knowledge. 
Although this campaign is leaving 
some imprint on the public acceptance 
of gas heating, yet, the degree of in- 
fluence is uncertain. 

Caputo, aware of the situation, di- 
vided the problem into two areas. 
First, the prospective homeowner, sec- 
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ond, the builder. The builder must be 
influenced directly by the dealer and, 
more important, indirectly through his 
customers. 

What are the builders’ attitude in 
relation to oil heat? 

Manny Rosenberg, a builder of high 
quality homes in the development 
known as Cameo at Westbury, in Long 
Island, had some definite opinions 
about oil heat. His thoughts centered 
about one statement; namely, “I can't 
sell a house with gas heat.” In re- 
sponse to an inquiry as to why this 
was so, Rosenberg stated that his cus- 
tomers felt that it would cost more to 
heat a home with gas. The relative efh- 
ciency of the fuels or systems were 
questioned only in terms of operating 
cost. 

The hazards of the respective fuels 
were not directly questioned. How- 
ever, it was of interest to see that pros- 
pective customers, although willing to 
accept gas for cooking, unconditional- 
ly refused to accept gas for refrigera- 
tion. This undoubtedly was due to the 
publicity given to the several instances 
of accidents caused by gas refrigera- 
tors in the New York Area. Although 
gas is acceptable for cooking, the grow- 
ing trend is toward a preference for 
electric ranges. 

Thinking dealers, like Pat Caputo, 
express some gratification in the trend 
to electric cooking. “If we can keep 
gas out of the house, the builder can 
become independent of the gas main 
in selecting building sites. Therefore, 
an oilheating installation is assured.” 
This is especially true in rural areas 
where builders have to wait for gas to 
complete a development. 


In Long Island oilheating is identi- 
fied with every cost level home. The 
homes at Cameo at Westbury, even 
though they are in a development, are 
of custom quality and are in the $30,- 
000 to $40,000 class. The basic pattern 
of heating is oilfired, hot-water heat 
with baseboard radiation. Because of 
the public acceptance, this builder al- 
ways indicates oil heat in his brochure 
and newspaper advertising. 

Incidentally, the customers’ interest 
is growing in airconditioning. Twenty 
percent of these homes are being fully 
equipped with central airconditioning. 
Another twenty percent are having 
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Completely oilheated is the Palomy 
Park Development in Seaford, L |, 
N. Y., where burners were installed 
by Rite Fuel Corp. Above, a company 
truck stops in one of the windin 
streets to deliver a fuel tank to a new 
home. Left, an installation crew set 
about placing the storage tank in th 
cellar. Below, the Rite crew complet 
the oil tank installation, 























separate ducts and registers installed 
with the view of completing aircon- 
ditioning at a later date. These air- 
conditioning units are part of a com- 
bination cooling and oilfired heating 
system. 

Another builder interviewed was 
Charles Mascioli whose firm is com- 
pleting a 550 home development 
known as Clearview Village in Plain- 
view, Long Island. These homes sold 
for about $23,500. All have oilfired 
hot-water heat and electric cooking. 
No gas was used in the development. 


Mascioli stated that his first consi 
eration was his buyer. He was slely 
motivated by his buyers’ wants. He 
made these observations. The prospe’ 
tive buyers had favorable previous 
perience with oil heat. They were # 
quainted, accustomed and satished with 
it. Therefore, the prospective buye 
wanted oil heat again and usually 
asked for it. He concluded that hi 
sales would be adversely affected if he 
got away from oil heat. This woul 
more than offset any savings in the 
cost of installation of a gas unit. 
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Iwo steps in Caputo’s campaign for 


oromoting oil heat are realized in the 


Palomar Park Development, Seaford. 
First, “Get oil into the model house,” 


ind second, “Get the builder to fea- 

ture the oilfired heating.” Signs on the 

heating equipment in the model home 

chove leave no doubt in visitors’ minds 
as to its type and make. 


Whereas, Mascioli expressed no 
doubt as to his inclination to continue 
touse oil heat, he did inject the condi- 
tion that, if the utility convinced the 
public to ask for gas, he would have 
0 conform with the desires of the 
buyers, The personal attitudes of the 
milders toward fuels are of interest 
recause they condition the thinking of 
the builders toward a readiness to ac- 
cept a fuel. In other words, whereas a 
tuilder is primarily concerned with 
the dollar and cents angle, his open 
mindedness toward a new fuel is in- 
luenced by his subconscious attitude 
toward the fuel. 

The builders interviewed expressed 
‘ personal dislike for gas. One ex- 
essed an aversion to gas because of 
the dangers involved in gas leaks and 
cidents, He related a specific instance 
if a cooking stove blowing up in his 
om Neighborhood. The idea of the 
difficulty in not seeing the danger un- 
tlit is too late was the spark of doubt 
this own mind. 

What are the implications for the 


‘“alet in the Long Island Area? Pat 


Caputo had some suggestions along 








these lines. The oil dealers must real- 
ize that, although, at present, they 
have an advantage over competitive 
fuels, they must strive to continue and 
further that advantage by maintaining 
the high degree of acceptance of oil. 
The builders’ customers are the main 
targets. The fact that oil heat is the 
best for the home should be kept con- 
stantly in front of the buying public. 
Generally speaking, advertising 
through many media is the answer. 

However, specific techniques are be- 
ing used by various dealers to encour- 
age the development of oilheating. 

Run an efficient organization. Keep 
your own costs down. Thereby, give 
the builder the best possible job at the 
best price. Remember, profits in the 
fueloil business come mainly from the 
sale of oil. If the installation of the 
equipment results in a good customer, 
then it is reasonable to work on a small 
unit margin. Even though the unit 
margin may be small, the over-all profit 
is by no means insignificant, when the 
number of installations are many. 
This compares with the supermarket 
idea of merchandising. 


Get to the builder with facts and 
figures on the demand for oilfired 
equipment. Call his attention to the 
fact that the cost in delays in selling 
the house will more than offset the dif- 
ference between the costs of the two 
installations. 

Assume the responsibility for servic- 
ing the installation for a period of 
one year. A relief of this burden for 
the builder encourages his use of oil- 
heating equipment. On the other hand 
it assures the servicing dealer of the 
oil account. The difficulties involved 
are actually few with newly installed 
equipment. This is also important to 
combat the argument of 
the gas utilities that their 
equipment requires only 
minor adjustment. 

Get the builders to 
feature the oilfired heat- 
ing in their advertising. 
The builders in the Long 
Island area are willing to 
go along with this. 

A simple sign in the 
model house, placed near 
the equipment, will call 
the prospective buyers’ 
attention to the qualities of oil heat. 

Get the facts to the public. Counter- 

act the barrage of the gas utility. In 
this, a co-operative effort is required. 
In Long Island the Oil Heat Institute 
of Long Island serves as the clearing 
house. The reputable dealer assumes 
and shares the responsibilities involved 
in this group effort. Through various 
mass media the following features are 
some that are brought to the attention 
of the prospective purchasers: Safety, 
low cost operation, personalized serv- 
ice, independence of a single supplier, 
domestic hot water supply, cleanli- 
ness. 
Dealers like Pat Caputo of Rite 
Fuel recognize the importance of 
working with builders and of bringing 
their story to the public to enable them 
to install oilheating in as many new 
homes as possible. They understand 
the two-fold advantage of the equip- 
ment sales, plus the more lasting in- 
come from the sale of fueloil when 
they put oilheating in a new home. A 
more positive way of insuring the con- 
tinuing growth their businesses need 
would be hard to find. 
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Get the Money in 


An Interview with F. Raymond Kraemer 
on credit Yardsticks for oilheating Dealers 


Me. Kraemer is a financial consult- 
ant to a number of fueloil distributors 
in Eastern states, a specialist on credit 
problems and a frequent speaker at in- 
dustry conventions. Among other ac- 
tivities, his organization has a credit 
and collection bureau for fueloil com- 
panies in the New York area. 

What follows is a condensation of 
a two hour interview with Mr. Krae- 
mer by the editor . . . to wrap up 
some of his credit thinking for oil- 
heating men in particular. The frame- 
work of the interview was a series of 
10 questions that he had listed as those 
most frequently asked of him at fuel- 
oil industry meetings. These are the 
quotes: 


Editor. Mr. Kraemer, a few days 
ago you took the trouble to write down 
a list of ten questions that are most 
often asked of you by fueloil and oil- 
heating dealers. Because of your long 
experience in working with this indus- 
try we would like to run over the 
questions and get some of your view- 
points. The first one on your list is 
“How much should be invested in ac- 
counts receivable as related to sales?” 
You must have some established ideas 
on this. 


CREDIT APPLICATION (PLEASE PRINT) 


CREDIT DESIRED—> FUEL 


SERVICE & PARTS & 


COMPANY REPREGENTATIVE—> 


Kr] 





Kraemer. Yes, we have definite 
standards out of our experience over 
the years, and while there are slight 
variations depending on the size of the 
company there should be a fair con- 
sistency throughout the industry. In 
our basic thinking we visualize a com- 
pany selling three million gallons of 
fueloil a year since that is fairly typi- 
cal, and then move our sights up or 
down to suit the individual operator’s 
conditions. For today, let’s think along 
lines of the three million gallon size of 
business. 

We have worked out figures for ac- 
counts receivable at three important 
seasons for the fueloil man: 

(1) at the end of December, repre- 
senting the close of the calendar year 
and a point near the middle of the 
selling season, accounts receivable 
should not be more than 10% of the 
annual billing; 

(2) at the end of May as the end 
of the heating season, not more than 
6% of the preceding 12 months; 

(3) at the end of September as the 
time when he is now going into new 
sales, receivables should be not more 
than 3%, again taking it back 12 
months to the start of the previous 


October. 


CONTRACT ATTACHED [} 


Credit application developed to provide needed information, but simple enough 
for anyone to fill out. Much of the data can be developed by the salesman during 
his conversation with the customer. 


56 
















In our basic thinking we visualiz 


company selling three million gallon 


of fueloil a year. 


Editor. We have at the magazine i 
some years made a check of the x 
counts receivable of our regular r 
porting group of fueloil men at th 
start of November, not because thet 
was a critical date but we happene 
to do it there the first time. We hav 
found each time that their account 
receivable represented 5/2 to 6 weeks 
prior billing. How would these chec 
with your standards? 

Kraemer. In our statistical recordin 
for the fueloil marketers we try tous 
a basis that is easy for them to calcu 
late. He can quite simply know at an} 
time of the year what his sales hav 
been for the last 12 months. He is n0 
necessarily a man for figures; he i: 
selling man and operating man. 

We do have figures of course fer 
the other months. The end of October 
should be about 41/7% and the end 0! 
November 71% of total sales for tle 
previous twelve months. 

Editor. Have you noticed any 00 
siderable variation between the ye 
on accounts receivable among wi 
managed companies? 

Kraemer. Yes, these percentages 
are talking of now should exist at ths 
particular period; we do find #™ 
variations. Actually, a year ago)” 
could look for a little better collect" 
percentage than you can today. Fue 
oil distributors could very well i 
that at this particular time collect 
are slower. 

Editor. The credit situation, a)” 
see it, is tight then? 
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Kraemer. Collections are more dif- 
cult, We are finding people showing 
up as delinquents who never before 
have. We are changing our patterns 
to meet this situation. And while we 
ty to hold the line, operating statis- 
tics mean nothing if they are not used 
43 a tool for developing procedures 
that will allow you to keep reasonable 
limitations. 

Editor. Would it be your impres- 
gon that this is a New York or Mid- 
dle Atlantic situation? 

Kraemer. As a matter of fact we are 
watching this from a national point 
of view because of my activities with 
the American Petroleum Credit Assn. 
and the National Association of 
Credit Men. The local association man 
does not notice it as much as we 












sudlize 
1 gallons 








gazine 1 would, and the dealer unfortunately 
“the a BP doesn’t very often keep up with this 
yular BH until it is too late. But if he follows 
n at the gandards like ours he can sense when 
wuse tha! something is changing and can do 
iappenc: something about it. 
We have Editor. Let’s try another one of 
account! these questions. ““How do you get a 
6 week credit application filled out? Do cus- 
se chet BR tomers resent furnishing information? 
>What about seemingly wealthy peo- 
recordit ple of whom you hesitate to ask credit 
Ty to information?” 
to calcu Kraemer. The first requirement is 
w at al to have an application which, while 
ales hav giving the needed information, is still 
He is M® simple enough that it can be filled out 
s; he 8 by anyone. We have experimented a 
nan. great deal with credit applications 
ours {over the years. 
f Octo We first came up with one that 
he end "f didn’t have enough information on it. 
es fort’ Then we developed by trial and error 
arather extensive form, but finally we 
any "have come back to a form which gives 
the yea" You what you need in a manner that 
ong "snot difficult to get. Much of the in- 
Ef formation can be developed in conver- 
ntages sation with the customer. 
iat att Editor. Your form has one rather 
_ Pig feature, the amount of credit 
ago ired. 
colle Kraemer. The fi dit de- 
ETD pegil gure on credit de 
1 6 aired is filled in by the company repre- 
ea yi from his conversation with 
‘ customer. He usually figures this at 
od t what would be the maximum 


“msumption during any two-month 
Period. The size of the fueloil tank is 









important for the credit department 
to know. If it becomes necessary to 
limit a customer’s credit below his peak 
season requirements we are able to de- 
termine the amount of credit required 
for one or two deliveries. 

Editor. Do you find that customers 
resent furnishing the information? 

Kraemer. I have been quite a bit 
surprised at the many times that ques- 
tion is asked. We find that with a lit- 
tle bit of training on the part of the 
representative the customers do not 
resent it. People are prepared to give 
you this information and expect to. 

If you approach it with apprehen- 
sion you may set up a psychological 
reaction on the part of the customer 


Today we are running into occasional 
situations where people with a good 
paying record are slowing up a bit. 


and you defeat your purpose through 
your own methods. We do not nor- 
mally find this situation, but a sales- 
man can act in such a way as to make 
the customers feel it is something they 
don’t want to give. We don’t actually 
run into this problem, but it is one of 
the 10 questions people most often ask 
of us. 

Editor. What if the prospect ap- 
pears to be wealthy? 

Kraemer. This question is also often 
asked. Our experience is that these 
people don’t take any exception. They 
may be brief with you. They know 
they can refer you to an accredited 
agency where you can get information 
about them. The person to be cautious 
of is the one who really resents giving 
you the information whether he ap- 
pears to be wealthy or not. The man 


of good credit is always willing. 

Editor. Where a prospect seems to 
be wealthy, should the dealer check 
first with credit associations, or should 
he in every instance get a credit appli- 
cation? 

Kraemer. Get a credit application. 
A man of substance will measure the 
fueloil distributor by the business-like 
approach he takes. It might even be 
disadvantageous not to ask for a credit 
application. 


Editor. Let’s try this next one of 
your most frequently asked questions 
—'‘‘How can you deliver a first order 
on credit without knowing that the 
customer is in a position to pay?” 

Kraemer. This is the way the ques- 
tion is most often asked. We have 
found that we can expedite the first 
delivery of fueloil by advising our 
company to make the first delivery up 
to 1,000 gallons on credit providing, 
and this is important, that it is a brand 
new installation. Then develop credit 
information and make the investiga- 
tion before a second delivery is 
needed. Where the installation is not 
new there is an element of risk on an 
account that has been buying from 
someone else. 

Editor. Do you think the typical 
fueloil man is inclined to be too cau- 
tious? 

Kraemer. They go from one ex- 
treme to another. There are dealers 
who will give anybody a first delivery 
on credit. Naturally, we get customers 
who haven’t brand new installations 
but who want the first delivery on 
credit. On basic credit application 
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The figure on credit desired usually 
is about what would be maximum con- 
sumption during any two-month 


period. 
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data you can determine to what extent 
you must investigate before delivery 
and make credit decision fast enough 
not to delay delivery. 

Editor. If it is a rush situation would 
the typical fueloil distributor be jus- 
tified in calling a credit bureau and 
asking if the customer in general has 
a recent background? 

Kraemer. You have situations that 
require that much speed. But you 
should never forget the importance of 
getting basic information. All too fre- 
quently the bureau may not have any 
information. He may be able to call 
the former supplier and make a quick 
decision. We have 130,000 credit rec- 
ords and we represent so many com- 
panies that we have much information 
on oitheating users in the area... yet 
we nearly always insist that they get 
clear current information each time. 

Editor. Is a person who was a good 
credit risk always a good credit risk? 
Does personal integrity enter into this 
as compared with a man’s financial 
situation? 

Kraemer. The answer to the first 
part of your question is that the credit 
position keeps changing and it is neces- 
sary to revise credit decisions on many 
accounts in the course of a year. This 
requires constant vigilance and con- 
tinuous access to credit changes. 

The character of an individual as to 
his paying habits is very important on 
retail accounts; more important than 
his financial position. However, in a 
wholesale situation the financial posi- 
tion is equally as important. 


Editor. I have heard you mention 
that all credit for fueloil users should 
be based on payment on the 15th of 
the month following delivery. How 
does that fit into the practice of cycle 
billing? 

Kraemer. It works very well. This 
date represents more closely than any 
other day in the month an average of 
30 days. From a customer standpoint, 
he is expected to pay the invoice when 
he gets it, although he may take until 
the 15th prox to pay for the previous 
month’s purchases, From a company 
control standpoint they must have a 
specific date from which to collect. 
The 15th prox works in very well with 
cycle billing and credit control. 

Most companies that we work with 
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do not send statements. They send 
neither monthly nor cycle billings. The 
delivery ticket is the invoice. At first 
people thought this would retard col- 
lections; it actually speeds them up. 

Editor. The bills are left by the 
driver, you mean? 

Kraemer. Yes, except where the 
customer asks otherwise, or in a busi- 
ness operation where a customer may 
require a regular statement for their 
records. 

Editor. That in itself is almost cycle 
billing, isn’t it? 

Kraemer. We are cycle billing 
every day and people are now paying 
sooner. It takes a good promotional 
program to get it under way but it 
works and it is a tremendous financial 
saving for the fueloil distributor. 


The fueloil marketer is not necessarily 
a man for figures; he is a selling man. 


Editor. One large company, to my 
knowledge, will not permit the driver 
to leave the invoice at the house be- 
cause they get into conversations with 
the housewives. The delivery ticket is 
sent through the mail, and this is of 
course the only invoice. They found 
the drivers spending too much time at 
each house. 


Kraemer. They must be very talka- 
tive drivers; we have never had it 
come up at all. Actually most of the 
time our drivers don’t see the lady of 
the house; they place the ticket in the 
door slot or under it. The driver 
doesn’t make contact with the cus 
tomer unless there is something that 
needs clarification. The whole system 
is ‘automatic’ delivery, with the basic 
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purpose of disturbing the customer a, 
little as possible. 

Editor. Getting back to credits, how 
do you arrive at a credit limit for, 
customer? 

Kraemer. If the credit application 
is filled out correctly in most Cases we 
can assign a credit limit through jp 
vestigation and the absence of deroga. 
tory information in our records, The 
same would hold true for any com 
pany that has access to the service of 
a credit bureau. 

As to paying habits we have statiy 
tical information according to occupy 
tions as to good and bad payers, By 
ecutives head the list, then account 
ants, retail managers and chain store 
managers, then physicians, lawyers 
and dentists and down through farm 
ers and laborers. 

This does not mean that the las 
fellow should not be given oredit. 

Again, you should have good rela 
tionships with other fueloil dealers, 
You should be able to call a former 
supplier in clearing information and 
get his experience. You might wantto 
phone the individual’s bank, but you 
should not bother the bank with cay 
ual inquiries, or they would bk 
swamped. Only if your investigation 
shows that you are not getting ade 
quate information call the bank. 

Editor. Isn’t a fueloil distributor 
hesitant to call the former supplier be 
cause he may not even know that the 
customer has left him? 

Kraemer. It is important in this 
matter of credit and collection control 
to co-operate with one another. It may 
be a bit hard to get over at first but 
it comes under adherence to a code of 
ethics. The first basis is to separate 
credit interchange entirely from the 
sales activity of the business. The 
smaller a man is the harder he finds it 
to do this, The soundest possible credit 
program can develop only in an # 
mosphere of mutual trust. 

Editor. Among your clients, are al 

_ new accounts set up through this of 
fice? And how do you conduct # 
investigation? 

> 


Members of Kraemer's office staff wht 
perform the clerical and administra 
work required for the fueloil credit and 
collection advice in which he spe 
izes. 
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Kraemer. Every new account comes 
through this office. We are often asked 
how we conduct an investigation. Our 
employee initially handling the new 
account checks our credit record on 
the account. From this, experienced 
personnel are in a position to judge to 
what extent investigation should be 
made. The account is then passed on 
to other personnel on our staff who 
actually do the calling and writing for 
references and confirmation. We 
talked about other phases of investiga- 
tion previously in this interview. 

Editor. What is a good turnover of 
accounts receivable? 

Kraemer. Like your first question, 
there is a definite relation between the 
money in accounts receivable and 
turnover. We express, for simplifica- 
tion, our turnover in terms of the av- 
erage liquidation pattern, which 
means the number of days it takes to 
collect a given day’s sales. We do this 
rather than to try to break down cash 
sales from credit sales. 

At any given time of the year it is 
important to know how many days it 
takes you to realize your money. If 
you sell $1,000 worth in one day, how 
many days does it take to bring in 
$1,000? We find that it runs about 
this way: 28 days at the end of De- 
cember, 27 days at the end of May, 
30 days at the end of September. 

For simple calculation, the formula 
we use is to set up the total receivable 
figure at the end of the month, divide 
this by the total sales for the previous 
12 months and then multiply the figure 
you get by 365 days. The answer is the 
average liquidation period. The dealer 





A credit manager who never had any 
losses might be a bad manager. 
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always has sales figures at his finger- 
tips. 

Editor. Is the work you do on con- 
sulting and credits inclined to improve 
such figures compared to industry 
averages such as we get at the maga- 
zine? 

Kraemer. Yes. We have to produce 
measurable and better than average 
results for our clients. In our consulta- 
tion work we set up performance 
standards. As one example, among 
many other yardsticks, we assist them 
to set up a listing of lost and gained 
accounts including a specific record of 
accounts lost due to credit. The num- 
ber should not exceed 15'% of all lost 
accounts. This is our standard; any 
excess would be carefully studied. The 
usual fueloil industry average on this 
point is 26%. 

Editor. That brings up an interest- 
ing angle not covered in your typical 
questions. Shouldn’t there be a low 
limit on losses as well as a high limit? 
Is a man who has no losses a good 
credit man? 

Kraemer. A credit manager who 
never had any loss might be a bad 
manager. To be good, though, he 
should be able to keep losses pretty 
low. The most important single thing 
to know is how much credit can be 
given. You know what they say—lend 
your friend $5 and you get your $5 
back; lend him $100 and you lose both 
your money and your friend. 

The secret in credit extension is not 
to be sure the account is 100% good, 
but rather to determine the correct 
amount of credit for a particular in- 
dividual. It doesn’t matter how big or 
small that amount may be. 

Editor. The normal expectation 
among fueloil distributors is for a bad 
debt loss of around half of one per cent 
of sales. 

Kraemer. It should be about 2/10 
of 1%; if he runs to 3/10 he is all 
right. But if he’s paying a credit man 
it should not exceed 1/10 in this 
area. In a farm or industrial area 
where ups and downs are normal it 
could go to 2/10. 

Editor. What should the credit ex- 
tension control period be and at the 
end of that period how do you tell a 
customer that you must have your 
money? 





























There is a definite relationship between 













the mony in accounts receivable ang § 
customer turnover. of th 

the | 

Kraemer. It should be two months & jon 
We experimented with three months § ead 
and have gotten into difficulties. When & take 
we talk about a control period we & the ¢ 
mean the point at which a custome § 7 
should be asked to make payment & oj, 
when a new delivery is coming up. If For 
the account says he will pay the de fF jon, 
livery man the clerk OK’s it. thefe 


Editor. How about bills running & 4, , 
over the summer? Is it a problem with 
you? the ¢ 

Kraemer. No, it isn’t. As you no prod 
ticed, by the end of May we had re & x ¢, 
ceivables down to 6% of the previou: & tion 
12 months sales. This is an education’! § mo, 
process. On maximum credit accounts & invop 
we emphasize our Net 15th Pro: they: 
terms on fueloil when discussing credit & hp ¢ 
or payment. On our 1 Delivery a 
counts we never use the indication 
“load to load” as this creates the my 
pression that the last load in the spring 
isn’t due until fall. Our 1 Delivery 
terms call for payment on the Litho f 
the following month if a second de 
livery is not taken. 

Editor. How do you say you ” 
your money? 

Kraemer. This is largely a - 
educating our contact men. We lee the 
customer know that we are not cuHm 
off credit but that they are now oie 
over the point where it is pra 
carry them any longer. We do 
with no reflection on the ch 
the customer. If you imbue the oot 
tact person with the idea that this ow 
tomer is a good risk this attitude? 

(Please turn to page 142) 
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The sales Valley 


Buterprise Heat & Power find Airconditioning an effective Adjunct to oilheating Sales 


by 
V. M. Douglas 


OU MAY BE an oilburner manufac- 
¥... or a distributor, or a sales- 
man, installation man or serviceman. 
Pethaps you supply tanks, pipe and 
fttings or possibly controls to the oil- 
burner dealer. No matter how you fit 
into the oilburner picture, you know 
of the valley, the dip in the sales curve, 
the slack season in the year when the 
money stops coming in but the over- 
head goes on; call it what you will, it 
takes a lot of the joy and profit out of 
the oilburner business. 


The sales manager knows when the 
alesman is dragging his feet. The 
ervice manager knows when the serv- 
iemen are not rushing to complete 
their calls, In the manufacturer’s plant 
the foreman wonders why the sales 
department is asleep and cannot keep 
the orders coming in so he can keep 
producing economically. Management 
at the factory knows that full produc- 
tion cannot be maintained unless 
wmeone wishes to pay for an excessive 
inventory, and they also know that 
they will be faced with overtime when 
the fall rush begins. 


Back in the old days, perhaps they 
are not completely gone, there was the 
man who handled coal and ice, each in 
its season. He managed to put in a rea- 
sonably full year. In a few cases there 
have been operations including oil- 
burners and commercial refrigeration. 
Sometimes this combination worked 
out satisfactorily, but for some reason 


Perhaps some salesmen prefer to 
work on a commission basis, make 
good money, and take a lengthy va- 
cation, but seldom to the tune of sev- 
eral months. There are always those 
who work at engineering, service, 
plant maintenance, purchasing, ac- 
counting and other organization re- 
quirements who are a must for the 








When a firm combines its sale of commercial-industrial oilburning equip- 
ment with commercial refrigeration, it's news. But when that same firm 
then branches into the field of domestic airconditioning, it becomes more 
interesting. Here is the account of Enterprise Heat & Power's transition 
from "Giant Burners to small Coolers; more importantly it demonstrates 
how an oilheating dealer fills in the summer "valley" in oilheating sales 


with airconditioning. 








the idea seemed to be limited to a few 
isolated cases in large metropolitan 
areas. 

An effort has been made to keep 
fueloil delivery men busy during the 
summer months by providing a lawn 
fertilizer service. This affords some re- 
lief to an organization combining oil- 
burners and fueloil, but the oilburner 
portion of the business is still a sum- 
mer problem. Some dealers find that a 
summer burner overhaul campaign 
provides a means of helping to meet 
payrolls. 


eloil 


whole year. They cannot be laid off 
and hired at will, just as required. 
They must be retained and paid dur- 
ing those months when the nature of 
the business will not permit them to 
earn the remuneration they get during 
the time of the year when oilburners 
can be sold, engineered, installed and 
serviced. This condition is not limited 
to any one type or size of organiza- 
tion. The situation is not confined to 
any speciuc geographical area. 

“All right,” you say, “we all know 
about it. Why rub it in. Either we 

















make cnough in the good months to 
carry us over the valley, or we go 
broke.” That is the attitude of some, 
but there are always those who are 
trying to overcome that miserable 
headache. 

Now, in 1956, with oilburner in- 
stallations numbering better than 8.5 
millions, the big sore spot in the in- 
dustry continues to be the seasonal 
slow-down. Efforts have been made to 
reduce or eliminate the situation, but 
there has been no program which has 
met with general approval and accept- 
ance by demonstrating that it will iron 
out the extreme peaks and valleys on 
oilburner sales charts. 

Last year, in the August issue of 
FuELOIL & Ow HEAT, there was an 
article bearing the title “Giant Burn- 
ers to small Coolers, Enterprise of 
Chicago profits from Comfort at both 
Ends.” 


First, a word about Enterprise Heat 
& Power Co. of Chicago. Harry G. 
Shaffer and H. A. Naft, founders and 
owners, have worked for many years 
to develop one of the outstanding oil- 
burner operations in the Midwest. 
With a business having a primary in- 
terest in commercial and industrial in- 
stallations they can point with pride 
to some of the most noteworthy in- 
stallations in Chicago’s many heating 
and power plants. They have engi- 
neered the installation of several types 
of burners, including pressure atomiz- 
ing, horizontal rotary, combination 
gas-oil burners, package boiler-burner 
units and also some domestic jobs, It 
is easy to understand that they are 
combustion-minded, and also engi- 
neering-minded, with an emphasis on 
big jobs. 


The article last August told of the 
entry of Enterprise into the field of 
home airconditioning. Everything 
pointed to the fact that this could be 
the answer as a “filler-inner” for the 
well-known “valley.” Several years 
ago, after cutting their teeth on Car- 
rier commercial airconditioning, Shaf- 
fer and Naft became aware of the 
possibilities. They put their engineer- 
ing department to work on the design 
of airconditioning units, smaller and 
with a greater market than the com- 
mercial equipment, which they had 
found to be a partial answer to their 
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Top: H. A. Naft (left) and Harry G. 
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problems. They developed a line of 
central airconditioning 
homes. Shana Manufacturing, Inc. 
was established. Shana airconditioning 
equipment was born. Shana aircondi- 
tioners were expected to eliminate 
most or all of the valley in the Enter- 
prise operation, and became available 
to other distributors to serve the same 
purpose. 

The new order of things at Enter- 
prise may be of interest to anyone who 
has found the seasonal droop a matter 
of concern. Asked for a few words 
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Shaffer, founders and owners of Enterprise think 
Heat & Power Co., Chicago. men, 
Below: Russell George (left) who supervises engineering and service for Enter ye 
prise, confers with Ed Miner about airconditioning installation techniques, sal 
sales 

only one answer. We must find some BF prise 
units for thing that both our company and th J year 
men employed in our company couli & | 99 

do from February to September, » J “( 
retain the personnel and the genera BF ioe 
running of our company. After trying & mark 

out burner repairs, clean-up’s ani & with 
similar projects, we realized that there  atract 
wasn’t enough return in that part of BF thay 

the business to take care of the sw # wy 
sonal valley. best 
“We started in the commercil & firme 
package airconditioning business, iv § “Full 
stalling package units from two t & refer 
seven. and one-half tons. After out & condi 


regarding his opinion, Henry Naft re- 
plied as follows: “I believe the time 
has come for someone to do something 
for the forgotten men in the oilburner 
business. Every year, for over 30 
years, I have watched this industry 
reach certain peaks and then taper off 
into a valley of despair. In analyzing 
the situation, I find that many men 
in the oilburning industry have fallen 
down and gone out of business be- 
cause of the seasonable work. 
“Several years ago, we_ started 
checking into this valley in the inter- 
est of our business and came up with 


first year, we could see that with god Bw 


promotion and utilization of the salev of sal 
men selling oilburners, we could build ing f 
up a good sales volume in aircondi J with. 
tioning. was; 

“Our first year we achieved ap & condi 
proximately $75,000 of air condition & tomas 
ing sales; our second year we reached a8 the 


$123,000; our third year we did 
$240,000; and in our fourth yea 
more than $400,000, This year, 3% 
August first, our sales have reac 
$800,000. 

“We are proud of the progress ¥ 
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have made. This volume, plus the vol- 
yme we do in oilburners, presents the 
possibility, for the first time, of our 
company becoming a secure business 
for all time.” 

“In giving you these figures and 
telling you of our operation, we are 
doing so to offer advice and hope to 
the oilburner installers in the country 
who have pioneered and worked so 
tard in building and engineering the 
industry,” Naft concluded. 

Shaffer expressed his opinion from 
asightly different viewpoint. “How 
about making sales, or what is the ex- 
perience of engineers who have been 
acustomed to working with engineers 
and contractors on jobs running up to 
and sometimes exceeding $100,000? 


| How do they make out with home- 


owners where they find it necessary to 
work nights and week-ends to land 
jobs amounting to $1,500 tops?” 

Shaffer smiled as he replied: “We 
think we have some pretty good sales- 
men, I believe we have sold more cen- 
tral home airconditioning than any 
other firm in Chicago, and it is just 
possible that we have equalled the 
siles of all others combined. Enter- 
prise has sold more than 800 units this 
year, and fully expects to pass the 
1,000 mark. 

“One interesting item is that we do 
hot attempt to sell in the new home 
market. New homeowners are loaded 
with payments. This market should be 
attacked prior to construction rather 
than after.” 

When asked what he considered the 
best source of prospects, Shaffer con- 

an opinion expressed last year. 
“Fully 90% of our sales are made to 
referrals from people who have air- 
conditioning in their homes.” 

With regard to the likes or dislikes 
of salesmen, when it comes to switch- 
ing from big jobs to the little ones 
with relatively small return, the reply 
was: “Salesmen selling residential air- 
conditioners feel that there is a great 
‘mance connected with the product 
sthey can talk about health and wel- 


fare, and the enhancing of the value 


of the home. It becomes a friendly 
business, Also, it should not be over- 

that salesmen working at En- 
‘erprise have earned as much as $700 
na week selling airconditioners.” 
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Mildred Kahn receives service calls by 

telephone for Enterprise. She finds air- 

conditioning customers ‘““more unrea- 
sonable than oilburner customers.” 


Other interesting points were 
brought out. “Some think of aircondi- 
tioning sales being strictly a Summer- 
time operation. In the month of Janu- 
ary this year, Enterprise sold 68 resi- 
dential airconditioners.” That does not 
mean they were installed in January, 
but the willingness of customers to buy 
out of season provides a wonderful 
opportunity for the installer to fill in 
with work to suit his convenience. 
“Even though there was no immediate 
need for cooling, the biggest sale 
month was March. Just as oilburning 
equipment frequently has a good sales 
period shortly before and soon after 
the actual requirements, so the trend 
seems to be with airconditioning, with 
an interesting sales volume both be- 
fore and after extremely hot weather. 
Of course, there is a certain amount 
of impulse buying when the heat is 
most disagreeable.” 

Shaffer mentioned the necessity for 
training and study on the part of all 
concerned. Changes are taking place 
rapidly in this expanding industry. 
“Water cooling was widely used a 
short time ago, but the demands on 
metropolitan water supplies are be- 
ing felt and air cooled equipment 
seems to be indicated for the future. 


Another mistake which should be 





avoided by those going into the busi- 
ness, is to start out with an inade- 
quate line of equipment. Shana con- 
ditioners are sold in 2, 3, 4, 5 and 6 
ton units, and the lack of any one can 
result in the loss of considerable busi- 
ness. This lack not only reduces sales 
volume, but acts as a discouraging fac- 
tor in sales efforts.” 

So much for management—where 
plans are made and where pay checks 
originate. Perhaps of lesser impor- 
tance, but of equal necessity are engi- 
neering, sales and service. With no 
thought of importance or sequence of 
operation, the service department was 
questioned. 

Russell George, in charge of engi- 
neering and service, was asked his 
opinion of mixing big burners with 
little cooler units. In a way it was 
scarcely a fair question to ask a man 
who has spent years with large power 
and heating jobs. It was almost as 
though he were asked which he pre- 
ferred $20 bills or $1 bills. Of course 
the twenties were the thing to have, 
but if they could only be had during 
certain months of the year, then 
singles, in sufficient quantity, were 
very welcome. With burners only be- 
ing handled, there were times when 
there were neither twenties nor ones. 
There was no doubt in George’s mind 
that the addition of ‘airconditioning 
has proved the only satisfactory an- 
swer from the service standpoint. How 
about the distribution of service re- 
quirements throughout the year? 
George explained that it has been sur- 
prising how well the burner men can 
fit into the airconditioning service 
without increases or decreases in the 
number of operators. One exception 
was in 1954 when there were double 
demands. Unseasonal airconditioning 
and oilburner service requirements 
both poured in during the month of 
September, requiring much overtime, 
and taxing service facilities to the 
limit. That was when the year be- 
came 13 months long. Even that was 
better than the previous annual re- 
quirements for full time service men 
for only 6 to 8 months. 

The matter of service personnel was 
discussed. George knew from the start 
that burner men could not become 
airconditioning experts over night. By 
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hiring first one and later a second 
expert, an answer always was ready 
for any problem. However, these new 
men cannot be termed servicemen. 
Their specialty is engineering and in- 
stallation. They are actually an addi- 
tion to the overhead cost. When ab- 
sorbed and spread out over the year 
with other overhead which has be- 
come effective throughout the whole 
twelve months, the cost is negligible. 
About service training for aircondi 
tioning, George has found that it re- 
quires an average of about a year for 
a good oilburner serviceman to acquire 
the additional experience and know- 
how to take care of normal aircondi- 
tioning service demands. 


Service is different 


Mildred Kahn, who receives all 
service calls and dispatches service 
cars, has learned many of the oil- 
burner symptoms. Her knowledge of 
the causes of common complaints has 
made it possible for her to make sug- 
gestions which have saved many serv- 
ice calls. When asked her opinion of 
the airconditioning business, her first 
reply was: “It’s terrible, the customers 
are so hard to handle—they are much 
more unreasonable than oilburner cus 
tomers.” Then, after second thought, 
she revised her first opinion. “Of 
course airconditioning is different, 
most of our burner users have had 
oilburners for years, and many of the 
operators are either engineers or have 
had a lot of experience. Their troubles 
are seldom an emergency. They can 
often keep things going for several 
hours until it is possible for a service- 
man to get to the job. 

Why should airconditioning be dif- 
ferent? The reasons are many and 
sometimes hard to believe. To most 
owners, airconditioning is new—it is 
a sort of magic for which a good price 
has been paid to make everyone per- 
fectly comfortable. As prospective cus- 
tomers, they have listened to claims 
from many competing, ambitious sales- 
men who sometimes did not know 
where to stop making preposterous 
statements. As a consequence, with 
the thermostat set at 75°, with an out- 
side temperature of 95°, an entering 
guest would feel so chilly that the air- 
conditioner must be out of order. One 
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after another example was cited—the 
insistence for immediate service, rather 
than any actual urgent need for serv- 
ice. 

Any serviceman is a better service- 
man if he has the ability to do two 
things; first, correctly diagnose and 
treat mechanical or electrical short- 
comings; and second, extend courteous 
but prompt consideration to the per- 
son who requested his services. It is 
one thing for a seasoned serviceman 
to tell “Joe,” the janitor, custodian or 
engineer, that keeping the strainers 
clean will reduce service calls, but it 
is quite a different responsibility to 
inform the lady of the house that her 
new airconditioner is working per- 
fectly when she is certain that if the 
humidity were decreased a little more 
she would be more comfortable. For 
some strange reason everything im- 
aginable, and even beyond the imag- 
ination, is wrong with an aircondi- 
tioning installation during that first 
year of guarantee. At the end of that 
year the thing settle down and is prac- 
tically perfect. (It is a customary prac- 
tice to give a complete all coverage 
guarantee with free service for one 
year. The five year guarantee which 
fills the headlines is against defects in 
material and workmanship of any 
parts.) 

So much for the service—even 
though it has its headaches, it does 
work out. With some exceptions, as 
oilburner service demands gradually 
diminish, the requirements for aircon- 
ditioning service gradually increase. 
The transition at the other end of the 
season seems to be equally favorable. 


Engineering is favorable 


The engineering department gave 
an equally favorable report. Once 
again, it was reasonable to suppose 
that men who had devoted years to 
big combustion projects would feel 
like tuna fishermen catching perch in 
a mill pond. This did not prove to be 
the case. Designing a good aircondi- 
tioning system is an engineering job, 
and very welcome at a time of the 
year when there is practically no need 
for burner engineers. 

When asked what he did not like 
about airconditioning from the stand- 
point of engineering, one of the engi- 






neers said: “I don’t care how large o 
how small the job may be, as far a 
I'm concerned we will not take a jo 
at any price if it is not figured cy 
rectly. Just recently I was called in by 
a salesman to approve his estimate, 4 
very careful calculation indicated thy 
the job required 17/2 tons of cooling 
Two competitors had each figured ; 
74 ton job, which made us look ty 
be considerably out of line. We care. 
fully rechecked our figures, deter 
mined that we were correct and re 
fused to budge on capacity or price 

“Extremes as great as this do not 
happen often, but there are a lot of 
marginal cases which are bad for 
everybody. We do not get the job 
because we will not take it. The on 
who does get it, puts in an inade 
quate job and airconditioning gets ; 
black eye.” 










1288 
sbilit 
tribut 


home 









Th 


aut 







Salesmens’ Attitude 





Incidentally, in presenting the opin 
ions of various departments, it should 
be mentioned that the introduction of 
several hundred installations, even 
though they are relatively small in 
cost per unit, greatly increases the de 
tail ofice work involved in keeping 
costs, taking care of purchases, watcly 
ing stock, establishing records and the 
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Some of the salesmen at Enterprix 
were asked what they really thought 
about the part time, small time selling 
of home airconditioning. Without 
quoting any one salesman, the generd 
response Was surprising. 

In some respects some considered tt 
better than selling the big jobs. On: 
big contract a man could work his 
head off for weeks with engineer 
owners, contractors, with argumenls 
over specifications — delays—changes 
— “politics” — friends — unreasr 



































able demands — then perhaps om fF By 
competitor would make a mistake, bid jf Mates 
too low, and the job would be los with « 
Then it might be some time befor a 


another nice big job, with the chan 
for a sizable commission, would 4 Ey 


pear on the scene. When it did there ng t 
would be the same half dozen cag! ff ease 
competitors battling to the last dolar rs 
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ONDENSATIONS of the second 
C group of discussion topics deliv- 
wed at the last meeting of the Fueloil 
Committee of the American Petroleum 
Institute consider the status and prog- 
rs of competing fuels, the respon- 
sbility for educating local fueloil dis- 
trbutors, oilheating’s place in the new 
home market and a brief review of 





Fueloil skull Session 


Part 2—Committee discusses competing Fuels, service Training and new home Market 


how one company advertises oilheat. 

The meeting, which was held at 
the Bon Air Hotel in Augusta, Ga., 
preceded the annual meeting of the 
API. Thirty-five committee members 
and guests participated in a three-day 
sessions, with four informal papers 
heard each day. The talks were on par- 
ticular phases of fueloil marketing, de- 


The Outlook for Growth in the 
qutomatic home heating Market 


by 
L. B. Fox* 


RACING THE GROWTH of gas heat- 
ing it is interesting to note that 
the American 
Gas Association 
estimates that 
during 1955 gas 
was used by 14 
nillion customers 
for space and cen- 
tral heating, with 
just about 8 mil- 
lion of this ac- 
counted for by 
entral heating installations. Estimates 
forthe coming years to 1960, based on 
464 figures plus Socony Mobil projec- 
tions, indicate that 15.4 million dwell- 
ig units used gas for both space and 
central heating at the end of 1955 and 
that this figure will increase to better 
than 20 million by 1960. Of this lat- 
‘et total almost 13 million customers 
ate expected to be using gas for cen- 
ttl domestic heating by 1960. 
By way of contrast, these same esti- 
mates indicate that central heating 
wth oil will increase from just under 


‘Smillion at the end of 1955 to a total 


f10 million plus by 1960. 
Expressed another way, the follow- 


ng table compares percentage in- 
"eases for both gas and oil used for 


eis 


y. ooony Mobil Oil Co., New York, 





central heating for the years indicated: 


Gas Oil 
1951 18% 15% 
1952 15 10 
1953 10 11 
1954 11 11 
1955 14 9 
1956 10 8 
1957 9 7 
1958 7 7 
1959 6 6 
1960 6 6 


Increases shown a decline in per- 
centage partly for the reason that cus- 
tomers are being added to larger num- 
ber of systems in use. 

Socony Mobil estimates indicate 
that distillate fueloils along the East 
Coast will increase 7% during 1956 
over 1955 and that 1957 should show 
a 4% increase over 1956, Thereafter, 
a 4% increase over the next five years 
is anticipated. During this period burn- 
ing oils will register a constant in- 
crease; kerosene should be in line with 
gasoline growth, all of which will con- 
tribute to minimizing problems of re- 
fining. 

Gas is satisfied with its present and 
anticipated gains for the reason that 
the utilities run into real problems 
when they take on too many heating 
customers, Even a 275 gallon tank 
provides the oilheating customer with 
a comforting inventory. On the other 
hand the gas company has no inven- 
tory. What happens, for example, on 
the East Coast if we should experi- 


ueloil 
Jithea 





signed to stimulate discussion. Each 
concluded with general discussion in 
which all present participated. 

Again, as in the September issue, 
the papers are not necessarily repro- 
duced in order of their presentation. 
Nor are they complete texts, rather 
they are abbreviated transcripts, which 
emphasize the flavor of the meeting. 


ence two zero days in a row? In brief, 
the problems of gas utilities to furnish 
enough gas to its customers for heating 
would be insurmountable. 


Present field charges for gas, plus 
transmission charges by pipeline make 
it imperative that utilities have a large 
spread between lay-down cost and the 
price to the customer. For example, 
Brooklyn Union’s lowest rate is $1.10 
for gas which costs 7¢ at the well, 
plus 25¢ transmission charge; the dif- 
ference is distribution expense.. 


Under these conditions, coupled 
with the almost impossible task of fill- 
ing in the summer valley with off-peak 
loads, the utilities must make money 
on a 25'% load factor. This can be 
modified by peak shaving or storing 
gas, but present cost of storing is too 
high. 

On the interruptible load, customers 
who switch to residual oil when gas 
demand for house heating rises because 
of cold weather are helping the gas 
company. Where residual oil prices 
are low the gas company finds it difh- 
cult to sell any appreciable amount of 
interruptible load. 


In conclusion, the oilheating indus- 
try must remember it can’t afford to 
be complacent. In brief, do a good 
marketing job and discount any reports 
about losing great amounts of your 
fueloil customers to gas. Look at it this 
way. There now are five or six pipe- 
lines to the East Coast. For the gas 
industry to take over all heating loads 
on the East Coast, would require 17 
new gas lines, without storage facili- 
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ties, plus one additional line a year to 
cover normal fueloil increases. 


Group Comments: 


It costs much more to transport one 
million Btu of gas by pipeline than it 
does for fueloil by tanker, Trucks can 
deliver the same of amount of Btu's 
of fueloil cheaper than gas can do the 
same job. 

Very few people shift fuels. Where 
oilheating loses business is in those 
areas where fueloil marketers do not 
provide burner service. Where they 
take care of customers, there is no 
problem. It is only where the indus- 
try’s growth stops that we get into 
trouble. A sure way for a marketer 
to insure continuing increases in busi- 
ness is to sell oilheating equipment and 
provide the service that this equipment 
might need. Not only does he gain the 
income and profit from the equipment 
sale, but almost automatically the 


The Responsibilities and Methods 


marketer can add a loyal fueloil cus- 
tomer. 


A troublesome situation exists where 
an oilburner can operate inefficiently 
for years and still keep the house 
warm. Adjusting and checking equip- 
ment for maximum performance not 
only cuts a customer’s fuel bills to keep 
him happy, but results in so much 
greater comfort and satisfaction that 
the gas heating salesman doesn’t stand 
a chance. 


The AGA Laboratory tests for more 
than the safety which UL covers, In 
general, the gas industry has gone 
much further with design and per- 
formance standards. “If we had a fuel 
that exploded and obliterated houses, 
we undoubtedly would be much more 
now with standards of 
and installation and 
would have been so concerned for 
sometime.” 


concerned 
manufacture 


for training fueloil Distributors 


by 
C. M. Blickensderfer* 

we ALL SUPPLIERS are doing 

something now to educate their 
fueloil distribu- 
tors, acknowledg- 
ing their respon- 
sibility to do so. 
Such educational 
programs may be 
conducted only 
for each com 
pany’s own dis- 
tribution sources 
or the classes may 


be open to all interested members of 
the oilheating industry. 


~ Last year Sinclair set up a confer- 
ence type program for our distributors, 
with one part of the program devoted 
to marketing and the other to oilheat- 
ing equipment. Looking back, we are 
convinced that this is about the most 
effective type of program we have ever 


*Sinclair Refining Co., New York, N. Y. 
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conducted. 

This year the program has been 
changed to make more use of View- 
grams, with pictures taking the place 
of much of the discussion periods used 
in previous session. The instruction 
covers the type and kinds of oilburn- 
ers, service steps and procedures, We 
feel that with the method we now 
are using that the man taking the 
course will obtain a much better knowl- 
edge of the equipment and how to serv- 
ice it. 

We hope soon to expand our pro- 
gram to the point where we have a 
complete plan of educating each of our 
distributors with a thorough knowl- 
edge of his service responsibility. In 
the East, where distributors generally 
are accustomed to offering a complete 
package of burners, oil and service, 
we do not have quite the same prob- 
lem as we do in some of our other 
marketing areas where it is not typical 
for a distributor to offer the com- 
plete “package.” 


By exposing distributors to their re- 


October 


sponsibility and to the simplicity of th. 
service procedure we will get them in 
terested in offering the complete “pack 


” 


age” and at the same time will fy 
equipping them with the knowledge 
they will need to operate efficiently 

Our clinics are put on by an engi 
neer who knows the burner business 
and who is familiar with our produc, 
Students receive two manuals—one op 
the marketing phase of their busines 
and the other covering burner servic, 
angles. We schedule the classes to coy. 
er each territory twice a year and 
limit classes to from 6 to 15 men dur 
ing each meeting. The entire session 
consumes about four hours, 

There is currently more interest ly. 
ing shown in asking manufacturers 
to provide instructors to demonstrate 
specific makes of equipment, controls, 
etc. For years we invited everybody 
in the area to attend our clinics, but 
it became so imperative to concentrate 
on our own people that we had to limi 
the classes to them. The over-all pro 
gram is classified as a sales promotion 
effort, but that is only half the plan 
The balance is concerned with burner 
service. 


Group Comments: 


Five years ago Standard of Cali 
fornia started educating our heating 
oil distributors with a pictorial manuil 
on merchandising, operating methods 
advertising and budgeting. The bes 
portions of our best distributor's meth 
ods are put together in a continuing 
program which is checked constantly 
to insure that it is kept up-to-date. 

We now also are using a “School 
on Wheels,” housed in a 35 ft. trailer 
pulled by a G-M pick-up which has? 
generator for lights and airconditior 
ing. We've had meetings all last wit 
ter in the Spokane area and hav 
worked out a schedule to cover ou! 
entire marketing territory. 

The trailer is equipped with a W 
riety of types and kinds of oilbumes 
and since we are able to burn fuel! 
right in the trailer and simulate 2 
most any field condition, most of the 
instruction during the normal 
hour. course is practical application 
work, Since there is a preponderai 
of pot type burners and space heate® 





1956 


. - « + Fueloil skull Session 
























with 
conjt 
have 
divid 
on b 
class 
to a 
meeti 
the b 
At tl 
lick 
topic: 
type 
12 m 
flavor 


Ess 
and is 
cept c 
xhool 
2 one 
tion a 
have | 
xllers 
handl 
facilit 
tion at 
men te 
of the: 
conduc 
son 
vailak 
with h 


Soec 
our fu 
Ment | 
burner 
Worker 
adjust 
The fil 
and in 
Way to 








Session 
7 of the 
1eM in- 
“pack. 
will be 
wledge 
ciently, 
N engi: 
USINess 
roduct, 
“One on 
usiness 
service 
to cov. 
ar and 
en dur: 
session 


rest be: 
Acturers 
mstrate 
ontrols, 
srybody 
ics, but 
centrate 
to limit 
all pro 
omotion 
ne plan. 
. burner 


of Calr 
heating 
| manta! 
nethods, 
The. bes 
r’s metlr 
ntinuing 
nstantly 
y date. 

“School 
trailer. 
ch has 2 
yndition’ 
last wit’ 
nd_ have 


over ou 


ith a ve 
il burners 
n fueldl 
ulate @! 
st of the 
nal two 
yplicatio® 
nderant? 
e heatets 


in the area, we concentrate on that 
sipment 

In simple terms we are trying to 
take the mystery out of the oilburner 
and are attempting to get the commis 
jon people more interested in burners 
and teach them how to take care of 
complaints. We don’t hope to make 
ach an oilburner expert, but do be- 
lieve that after he has received this 
ipstruction he is able to do a better 
job for the burner user. 


Atlantic conducts heating oil clinics 
devoted to service principally, along 
with demonstrations of oil quality in 
conjunction with types of burners, We 
have expanded the program recently to 
divide the session into a morning class 
on burner service and an afternoon 
dass on sales. Also we have changed 
to a pictorial presentation for five 
meetings each on a separate phase of 
the heating oil distributor’s business. 
At the first meeting each one gets a 
dick paper presentation covering 
topics. We've found the conference 
type meeting best and limit classes to 
1) men to retain the “bull sessions” 
flavor. 


Esso conducts a school on service 
and is very much in favor of the con- 
cept of education for the reseller. Our 
shool in Springfield, Mass., presents 
aone week course on burner installa- 
tion and servicing. In four years we 
have had 700 burner servicemen or re- 
llers at the school and could have 
tandled many more if we had the 
laclities, The reseller pays transporta- 
tion and hotel costs to attend or send 
men to the school, which is indicative 
of their great interest. In addition we 
conduct regular reseller meetings and 
iN some areas we have an engineer 
wailable to the reseller to help him 
with his fueloil or burner problems. 


Socony-Mobile has a sound film for 
“ur fueloil marketers. In our develop- 
tent laboratory tests on fueloil and 
burner equipment, our men _ have 
Worked out a procedure for cleaning, 
idjusting and servicing an oilburner. 

film shows these steps in sequence 
ind in detail, demonstrating the best 
wy to do the job. 


Oilheating and its Place 
in the new homes Market 


by 
J. J. Mulvey* 


O“ CONCLUSION is that we are 
gaining in our sales to new homes 
in some places 
and are not gain- 
ing in other 
places 

Speaking of the 
Long Island mar- 
ket with which I 
am familiar, it 
might help to 
point out that 
Long Island 
is about 125 miles long and 14 miles 
wide at its widest part. The basic mar- 
ket extending from Riverhead and 
then westward to the East River is 
approximately 14 miles by 100 miles. 
It includes much of Suffork County, 
all of Nassau, Queens and Kings 
Counties. 

Looking at the Nassau and Suffolk 
area we find that it is fairly well built 
up, with the current trend pushing 
building farther east into Suffolk 
County, due in part to the high price 
of land in Nassau County. Popula- 
tion of both counties in 1950 was 
950,000 and there were 155,000 homes 
heated with oil at that time. By 1955 
the population had increased to 1,550,- 
000 and oilheated homes had risen to 
a total of 242,000. 

All fueloil used in the two coun- 
ties has to be barged or trucked in, 
with the exception of two ocean ter- 
minals in Brooklyn. 

The utility, Long Island Lighting 
Co., sells both electricity and gas, with 
natural gas presently or soon to be 
available throughout its territory. 

I personally don’t believe that the 
utility will go ahead as fast here with 
gas heating installations as in other 
areas where gas is competing for the 
heating load. Principal reason for this 
is the fact that many sections of both 
counties do not have gas mains and 
with the current high price for in- 
stalling them, it’s not likely that the 





*Ojil Advisors, Inc., New York, N. Y. 
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utility will do any extensive expan- 
sion of this kind. 

Looking ahead, in another five years 
I believe we'll see about 350,000 oil- 
burners operating on Long Island, pro- 
viding there is no great slump in build- 
ing. There now are about 15,000 gas 
heated homes in Nassau and Suffolk 
Counties and the utility expects about 
5,000 more this year. I am guessing 
that in five years—by 1960—there will 
be 70,000 gas heated homes. 

To keep this lead we'll have to sell 
and install burners at a minimum 
profit and, believe me, today they are 
being sold on that basis to builders 
on Long Island. 

Builders will go for gas heat unless 
the buying public is convinced that oil 
is better and makes this preference 
known when in the market for a new 
home. Obviously, therefore, it’s im- 
perative that we expand our adver- 
tising programs and keep them vigor- 
ous and continuous. 

It’s my considered opinion that 
everyone of us must maintain a fine 
burner organization and offer prompt 
and efficient service to our fueloil cus- 
tomers at a price that should average 
$20 a year. 


Group Comments: 


As a means of making service 
charges more palatable, it would seem 
advisable to give serious thought to 
the practice of adding the price of 
service to the price of fueloil. One 
company in Lincoln, Nebraska, did 
this successfully back in 1934; raised 
the price of fueloil '2¢ above the mar- 
ket to cover service and took about 
two-thirds of the business in town. It’s 
the general practice in Buffalo, in Fall 
River and New Bedford and the four 
largest companies in Louisville do it. 
Its biggest benefit lies in the fact that 
fueloil customers cease to think about 
or be reminded that service is costing 
them money. Instead they think about 
an all-inclusive, price for fueloil. On 
the other hand, the practice should 
not be sold nor described as “free 
service.” 
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Usetul Ideas 


Service Managers win Prizes in Competition for Entries on Management and Methods 


Members of the National Associa- 
tion of Oil Heat Service Managers 
participated in a recent competition, 
vying for prizes offered for the best 
entries that outlined original, useful 
ideas for improving oilburner service 
department management and methods. 
A high percentage of the members 
participated, submitting entries on 
practically every phase of oilheating 
service or installation, both at the 
practical as well as the management 
level. 


All the entries were judged by Dr. 
Alexander Schure, president, New 
York Technical Institute, Brooklyn, 
N. Y. and Warren Davies, founder 
and head of Lincoln Technical In- 
stitute, Newark, N. J. 

A primary objective of the com- 
petition was to develop ideas and sug- 
gestions that, while proven successful 
because they were being used current- 
ly by oilheating service organization, 
also could be adapted by almost any 
oilheating or fueloil dealer or their 
servicemen for use in their own or- 
ganizations. 


First prize was won by Jack David- 
son, Davidson Heating Co., Inc., Bala- 
Cynwyd, Pa., who has enjoyed an 
outstandingly successful career as an 
oilburner service manager. His prize- 
winning entry covers: 


Oilheating service Management 


QO” SERVICE begins with a sense of 
responsibility and shows itself in 
a sort of combination of “knowing 
how” and “wanting to do.” 


By paying careful attention to all 
service reports turned in by the service- 
men, we help our customers with 
recommendations and_ corrections 
where needed, for the efficient, eco- 
nomical and proper operation of their 
equipment. This results in fewer serv- 
ice calls which makes for a satisfied 
group of accounts; we in turn reduce 
our service expenses, 


Here are 13 ways we check on the 
burner service operation in order to 
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Davies 





Cyford 


keep our expenses to a minimum: 


Davidson 


1. Completely revamp our user 
mailing addressograph plates and files 
for proper mailing, eliminating waste 
of postage, etc. 

2. Check servicemen’s working 
schedule for 40 hour week (365 days) 
to hold overtime to a minimum. Also 
check weekly time cards with daily 
servicemen’s reports to verify before 
sending same to payroll. 

3. Weenjoy maximum discounts on 
oilburner controls and miscellaneous 
parts. This is watched carefully. 


4. We are careful to watch any 
material sent out for repair, motors, 
controls, etc., that prove defective 
within a guarantee period so that we 
are not again billed for repeat repair. 
This also enables us to avoid bad cus 
tomer relations. 

5. We are trying a new laundry 
service on shop rags used by service- 
men in the field to see if we can save 
by washing them. 

6. Keep accounts receivable to a 
minimum. Have servicemen collect on 
labor and material calls whenever pos- 
sible. Also have an up-to-date accounts 
receivable list on the dispatch desk to 
be checked with incoming calls for 
collection. 


1956 
October 


7. Watch use of office supplies fo, 


waste. 

8. Work with minimum personne, 
Training office personnel to do all job; 
so they will be covered for vacations 
and absence without additional help, 


9. Careful routing of burner gery. 
icemen to keep to a minimum gas anj 
oil purchases, and wasted manpower 
hours. Check monthly with men fo 
mileage, etc. 

10. A double postcard question 
naire is mailed out after work hy 
been completed. This helps us to 
evaluate just how our customers fee! 
about the service we have rendered, 
Immediately upon receipt of the pos 
card, any complaint is promptly 
tended to. Not having to meet with 
an unexpected barrage of complaints, 
the sales department’s spring renewal 
campaign for service and fueloil agree 
ments becomes that much easier. If 
praised for work performed, the serv 
iceman’s name is noted on the pos 
card and it is placed on the bulletin 
board—a good morale builder. 


11. Whenever possible we use our 
own shop facilities for repairs, 12. 
burner control and fuel pump testing 
equipment. 

12. Shop tools and field tools ae 
inspected regularly for condition ant 
inventory. 

13. Vacuum cleaners. Our 11 va 
uum cleaners that we have had sinc 
1936, are completely overhauled i 
early spring and placed in Av opera! 
ing condition to eliminate breakdows 
when they are needed during the peal 
periods. 

The thirteen points outlined abow 
represent the large items that we # 
endeavoring to watch daily, 1¢., check 
ing labor cost for repeat calls, etc. We 
consider this our daily routine. 


Howard C. Cyford, Sherwood Dw, 
Sinclair Refining Co., Baltimore, Mé, 
came up with a double winner, he no 
only was the choice for the sé 
prize, but he received an honot 
mention award for a second entry. 
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Service code System increases 
Efficiency 


UCH TIME is wasted by a service 
M mechanic when reporting the 
troubles found during a burner service 
all, Very often, it takes several min- 
utes to record all the information, caus- 
ing other servicemen to wait on the 
telephone, or causing still another to 
set a busy signal from the office. This 
waste of time is very costly and vir- 
tually can be eliminated by the use 
of a “service code system.” Such a 
ystem has been tried over a period 
of several years and has proven most 
beneficial in reducing lost time. 

We use the following seven code 
letters to designate the type of service 
call: A, (clean, oil, and adjust); B, 
(repair); C, (replace) ; D, (overhaul) ; 
E, (start-up); F, (not home); and 
G, (miscellaneous) . 

In addition, we have code numbers 
todesignate work necessary on specific 
parts, running from 1, (Airstat), 
through 57, (water feeder). We've 
also set up 19 other numbers to code 
work necessary On GE components and 
parts, 

And here is Howard Cyford’s Hon- 
orable Mention winning entry: 


Harmony within service Department 
essential 


fail more than ever, it is im- 
portant that the service manager 
havea closer relationship with the serv- 
ie mechanics under his supervision. 
He must be capable of creating har- 
mony among his men. He must always 
take the time to listen to their com- 
plaints, whether they be service prob- 
lems or personal problems. The service 
mechanic should be made to feel he 
San important factor in the success 
of the oilheating service operation. 

It is the service manager’s respon’ 
sbility to better educate his mechanics 
through the medium of service meet- 
ngs with manufacturers of oilheating 
‘quipment. He must also hold service 
chools for his men directed by the 
mote experienced mechanics, and su- 
etvisors. Such schools should be held 
whenever time permits. 


eloil 


The service manager should be cer- 
tain that his men have all service man- 
uals available for their convenience. 
Whenever any changes in equipment 
are made, any improvements brought 
about or any critical service problem 
solved, a bulletin thoroughly explain- 
ing such a condition, along with any 
necessary literature, should be sent to 
each mechanic. 

If the above suggestions are fol- 
lowed, the service manager’s problems 
will be greatly reduced and his men 
will work more harmoniously with a 
greater responsibility toward the Com- 
pany. 


An improved tank pump-out kit 
won third prize for Major Walter 
Pastel, 9th Infan- 
try Division vet- 
eran of World 
War tt who was 
decorated four 
times. He’s now 
with Stetson Fuel 
Co., South Bos- 
ton 27, Mass. 
Here’s his prize- 
winning entry: 


Double-duty No. 2 Oil pump-out Kit 


ee CONVENTIONAL or the avail- 
able pump-out kit from various 
supply houses leaves much to be de- 
sired. It generally takes from 1!/2 hours 
average to void a full 275 gallon tank 
of fueloil, and including the re-pump- 
ing, the time approaches 2V to 3 hours 
—provided the garden hoses hold up. 
When two men are sent out to replace 
a leaky tank it means approximately 
six man hours are spent in hanging 
around—nor productive time waiting 
for pump out and re-pumping. Con- 
sidering the premium price of labor 
the following arrangement is a cure. 

Solution: 

1. Take a piece of channel iron ap- 
proximately 10 x 24 inches and mount 
an Oberdorfer % hp. model 750 T 
rubber impeller pump (or its equiva- 
lent) capable of pumping 600 gallons 
per hour at a 10 foot head. 

2. Mount and couple it with a ca- 
pacitor % hp 1725 rpm motor with a 
35 foot rubber covered cord. 

3. Purchase approximately 60 feet 
of factory reject 1” gasoline hose (re- 





jected because ground wire in the hose 
was defective). This hose may be pur- 
chased in different lengths as avail- 
able, and coupled as situation demands. 
This hose proves to be rugged and will 
outlast garden hoses many, many times. 
It should be relatively inexpensive be- 
cause of its defective ground wire. Ap- 
ply the necessary hose to pump adapter 
and as a final result this kit will: 


1. Cut pumping time to % of that 
previously required. 

2. Have rugged, durable hoses im- 
pervious to oil. 

3. Cut overall costs of changing 
tanks to a minimum of time in 
man-hours and dollar costs. 


Approximate total cost of kit to 
construct: $60. 


Supplementing the three main prize 
winners was a group of Honorable 
Mentions. We start these with two 
such winners submitted by M. J. Mur- 
phy, The Kay Petroleum Corp., Hart- 
ford, Conn. He dealt with two kinds 
of efficiency—heating’ system and 
servicemen’s efficiency: 


“Low oil Prize dramatizes Efficiency 


be oes WORLD WAR II, when the 

supply of fueloil was inadequate 
to meet the demand, we developed a 
lot of good will by showing our cus- 
tomers how to get maximum comfort 
from the supply of fueloil allotted to 
them, by adjusting the equipment so 
that it operated with a high degree of 
efficiency. 

After the war, we ran a number 
of newspaper ads in which we again 
outlined the advantages secured from 
operating equipment with a high de- 
gree of efficiency, making it equivalent 
to buying fueloil at 8¢. This idea 
caught on quickly, enabling us to close 
a lot of new business. 

Today, when competition from oth- 
er fuels is becoming so intense, we 
feel that talking about “8¢ oil” will 
do more to offset a lot of propaganda 
about other types of fuel for heating 
purposes. Today we still are using this 
same advertising approach we found 
so effective just after World War u. 
The results have more than justified 
our expectations. 

The idea of getting maximum re- 
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...« Useful Ideas 


sults from fueloil by adjusting equip- 
ment to a high degree of efficiency has 
a three-fold impact: 

1. Create good will among present 
customers. 

2. Adding new accounts to our 
books. 

3. A very potent weapon for the 
purpose of offsetting the claims of com- 
panies supplying other forms of fuel 
for heating purposes. 


Incentives increase servicemen’s 
Efficiency 


NE OF THE MOST difficult problems 
O which confronts every service 
manager in this business is to find a 
way to keep the department in the 
black, if possible. If this cannot be ac- 
complished he tries to keep the red 
figures to a minimum. 

Like everyone else, we have tried to 
take care of “clean-up” on a flat rate, 
but the results have been negative. We 
have also tried taking care of this 
work on an hourly basis, but this 
showed no improvement. 

Three years ago we tried a different 
approach. It has been so successful, 
we are passing it along in the hopes 
it will be of some assistance to others. 

We still offer a clean-up on a flat 
rate. In the letter we send along with 
the new contract we call attention to 
the fact we will take care of the clean- 
up at any time to suit the customer, 
but the billing for the work will be 
advanced to September 1. This plan 
provides work for the men during the 
dull season, which also avoids dis- 
appointments during the rush season. 

So that no time is lost, the dispatcher 
makes the appointments for the men 
who work on an incentive basis. The 
more clean-ups made by a man, the 
more money he makes, and so do we. 
Since we know what our out-of-pocket 
expense amounts to for each service- 
man, it is easy to figure at the end of 
each day whether the man’s work 
shows a profit or a loss; in other words, 
a serviceman can really write his own 
ticket. 

What we really are doing is setting 
the serviceman up in. business, using 

‘our equipment, which gives us full 
control of supervision as to where they 
are to go. We have found that one 
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only four were finished in the past. 
No time is wasted on the job, and 
none is wasted between calls. 

To prevent the plan from being 
abused in any way, we demand work- 
manship of the highest calibre. Pe- 
riodic check-ups are made of their 
jobs. Repeat calls are charged back to 
the serviceman, if the call is the result 
of something he has overlooked or is 
responsible for. 

It is surprising to note how little 
time is lost for “coffee and doughnuts.” 
Trucking costs have been reduced; the 
man and the department make money. 
Best of all, the customer’s equipment 
gets the best of attention, which keeps 
him happy and prevents him from 
looking elsewhere for service or fuel- 
oil. 


Also winner of an Honorable Men- 
tion award was Robert R. Robichaud, 
Cross Coal Co., Lawrence, Mass. He 
hit pay dirt for a novel and effective 
method of changing basement storage 
tanks. 


"Tank-Mover" is time Saver 


M™ FREQUENTLY than not when 

an oil tank fails, it is practically 
full. For this reason, replacing it in- 
volves pumping out the oil and then 
pumping it back after the new instal- 
lation is made. The pumping time is 
aggravating and costly to all con- 
cerned. 

We decided it is mandatory to keep 
replacement costs to a bare minimum. 
Obviously, eliminating one half of the 
pumping time would be a tremendous 
help. 

We have accomplished this with the 
use of our “Tank Mover,” which en- 
ables us to move the leaking tank to 
one side (while it is full of oil), in- 
stall the new tank and then transfer 
the oil to the new tank. 

Employing this method only cuts 
installation costs but also eliminates 
any interruption in heating. 

Our “Mover” consists of two 
cradles, made from 14” x 3” strap 
iron with an adjustable chain slung 
over the top of the tank. The cradles 
can be connected together on the bot- 
tom by an adjustable piece of angle 


man now can handle six jobs where 


Ri 


Robichaud 





Engel 


iron. Both cradles are mounted on 
heavy casters. 

The oil tank can be raised after 
the “Mover” is attached, so as to un 
screw the tank legs and use them on 
the new tank, and also to facilitate 
moving of the tank. 

We are aware that our “Mover” 
cannot be used in all instances, such 
as where dirt floors exist or where the 
tank is enclosed on three or four sides, 
It has, however, proved invaluable in 
almost every case we have encountered 
to date. One case did have a dirt floor 
and we used the mover successfully 
by laying pieces of heavy gauge metal 
on the floor for the casters to roll on. 
It can be used easily even when a tank 
is installed in a corner. 


Another Honorable Mention award 
went to John H. Engel, Jr., C. Hof 
berger Co., Baltimore 2, Md. 


Efficient customer service Record 


BELIEVE we all realize that we must 

have good oilburner mechanics and 
good supervision backing them up t0 
operate an efficient oilburner service 
organization. This is fundamental— 
this is what we all strive for. Where 
we differ from organization to orgaty 
ization is how we back this group UP 
—what we in the office do to help 
them. 

I can’t tell you, nor have I ever 
found anyone who could tell me, how 
to educate, train, develop or make @ 
good oilburner mechanic in a hurry: 
However, if you have good mechants 
I can quickly tell you several was 
to enable them to do a better job. 

One of these ways is what I co 
sider fundamental in a good servi 
organization—an_ efficient customer 
cilburner service record system. — 

The following are characteristi® 
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Rireboxes and Combustion 


Part 3—Flame adjustments; Instruments lead to 
correct Settings, and evaluate flue-gas Losses 


by 
J. W. Schulz 


N ENGINEER who has spent his 
A life specializing in fuels and com- 
bystion took time out recently to laugh 
at the simple instructions we gave 
years ago to men in charge of power 
plant oilburners. This engineer is in- 
terested only in the big ones; he calls 
“small” a power plant boiler that nor- 
mally uses only about 10,000 gallons 
of oil a day. 

He said with a laugh, “Thirty years 
ago I set up my first oilfired boilers. 
They had excellent oilburners and fire- 
boxes, considering the performance 
standards of those years of course. 
Some could give 13'°% COe readings 
without a trace of chimney smoke. 

“Turning over the burners to the 
power plant men who would have to 
adjust them, I laid down two simple 
rules: 

“First, burn oil at the rate needed 
to keep up the desired steam pressure. 
Tum on more oil if the steam pres- 
sure drops. 

“Second, adjust the air to match the 
ol feed. Give the fire more air when 
you give it more oil. Most important, 
don’t reduce the boiler’s efficiency and 
increase its waste of fuel by giving the 
fame more air than it needs to burn 
dean. When you are giving the flame 


the correct amount of air, reducing the 
airflow to the flame slightly will cause 
smoke to come from the chimney. 
Also, it will cause excessive soot to be 
formed in a boiler set-up of good de- 
sign, ordinarily not troubled by ex- 
cessive soot in its flue passages.” 

The power plant engineer completed 
his story by contrasting the crude op- 
eration of years ago, based on the fore- 
going simple rules, with modern power 
plant operation assisted by such in- 
struments as indicators and recorders 
for oxygen or carbon dioxide, smoke, 
draft at several points, stack tempera- 
ture, etc. 

When he had finished talking, I 
told him I had sad news for him. To- 
day in the field of domestic oilburners, 
I said, many installations would per- 
form much better if they had the bene- 
fit of the use of the extremely simple 
rules he had outlined. Today, many 
domestic oilburners are being adjusted 
by plumbers and handymen who have 
not bothered to learn even one simple 
rule. I showed my engineer friend the 
points on proper combustion and fire- 
box design which appeared in the two 
earlier articles in this series, in the Au- 
gust and September issues of FUELOIL 
& Om Heart. I told him of the sim- 
ple rules published from time to time 
for servicemen who do not use com- 
bustion testing instruments. 

These thumb rules, for pressure 





% 
Excess 
% C02 Air 
300 400 500 
15 2 10.6 12.7 14.8 
14 7 10.9 13.1 15.3 


13 15 11.3 13.6 15.9 
12 25 11.7 14.1 16.5 





Stack loss Table 


—Stack Temperature, Degrees Fahrenheit 


ll 35 12.0 14.6 17.3 19.9 22.5 25.2 27.8 30.5 
10 48 12.4 15.3 18.2 21.1 24.0 26.9 29.8 32.7 
9 63 13.0 16.2 19.4 22.6 25.8 29.0 32.2 35.4 
8 81 13.8 17.2 20.6 24.0 27.4 30.8 34.2 37.6 
*. 107 14.9 18.8 22.7 26.6 30.5 34.4 38.3 42.2 
6 142 16.2 20.8 25.3 29.9 34.4 39.0 43.5 48.1 
5 180 17.7 23.0 28.3 33.6 38.9 44.2 49.5 54.8 
a. 218 19.9 26.4 32.9 39.4 45.9 52.4 58.9 65.4 
"Sees 





600 700 800 900 1000 
16.9 19.0 21.1 23.2 25.3 
17.5 19.7 21.9 24.1 26.3 
18.2 20.5 22.8 25.1 27.4 
18.9 2k.3 23.7 26.1 28.5 
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Smoke-checking instrument in hands 
of this engineer is a relatively new 
member in the family of combustion 
testing instruments. Smoke-checker 
was developed to serve the important 
function of evaluating smoke numeri- 
cally and eliminating the need to guess 
whether or not the air damper of a 
burner is adjusted for proper amount 
of chimney smoke. Instruments of this 
type are so sensitive that they give a 
numerical value to smoke that’s in- 
sufficient to be seen coming from a 
chimney top. 


burner “experts” who don’t use com- 
bustion testing instruments, include 
such points as these: 

1—Use the correct firing rate for 
the load. Don’t underfire or overfire. 
(The fourth article in this series will 
cover figuring gph firing rates cor- 
rectly.) 

2—Use an excellent atomizing noz- 
zle that provides not only the proper 
gph rate but also the correct spray 
angle and spray pattern for the burner 
design and the firebox design. 

3—Adjust the smokepipe draft by 
using this time-honored rule: Set the 
smokepipe draft regulator for the low- 
est draft that does not give the troubles 
of insufficient draft, These troubles in- 
clude oil odors or soot. or smoke es- 
caping from the furnace or boiler. 
They can also include, on certain in- 
stallations, flame noise or pulsation. 

4—-Adjust the air damper on the 
burner with great care, for its setting 
has much influence on combustion effi- 
ciency and the amount of the yearly 
oil bill. Close the burner’s air damper 
so far that closing it a bit farther 
would cause smoke to come from the 
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top of the chimney, or would cause 
excessive soot to be deposited in the 
flue passages of a boiler or furnace not 
ordinarily troubled by excessive soot 
in the flues. Simply give the flame so 
little air that anyone who reduces the 
flow of air to the flame will get the 
job into smoke and soot trouble. Only 
then are you free of chances of being 
accused of wasting fueloil by adjust- 
ing the flame to be too lean and too 
white. 


The textbook “Fuels and Their 
Combustion” was written many years 
ago by Robert T. Haslam and Robert 
P. Russell. My copy, a “first edition, 
fourth impression,” is dated 1926. 
Many combustion engineers including 
the writer of this article consider this 
book as their combustion bible, and 
consider Robert T. Haslam as prac- 
tically their patron saint. It was he 
who years ago spelled out clearly the 
fact that the most efficient oilburner 
is the burner that produces clean burn- 
ing while using the least amount of air 
for combustion. 


The fourth point just listed, about 
adjusting the air damper on a burner 
with great care, aims straight at sav- 
ing fueloil. To minimize oil consump- 
tion, you give a flame no more air than 





Engineer prepares to insert stack 
thermometer in smokepipe of modern 
warm-air furnace. Dial type, this 
thermometer gives readings up to 
1000°F. Whereas the excellence of the 
oilburner flame is shown by a high Coz 
reading, the excellence of heat ab- 
sorbtion by the furnace or boiler is 
shown by a low stack temperature 
reading. 
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Here's a CO» tester made especially for servicemen. First, you regulate airflow 
to burner flame so that smokepipe smoke (reported by smoke-checker shown in 
another photograph) is precisely correct for the job—is neither insufficient nor 
excessive. Then you read the COg. With correct smoke reading, the COz is high 
on an installation that’s excellent at producing an efficient oil flame. High co, 
for a domestic installation may be above 9% or 10%. Adjusted for proper smoke 


ly 







readings, inefficient installations give low C02 readings. 


is needed for clean, complete combus- 


tion. 


Adjust the air that way on a good 
installation, and the oxygen content of 
the flue gases will be at a practical 
minimum. The flame will use almost 
all of the oxygen in the air flowing 
into the combustion chamber. The car- 
bon dioxide content of the flue gases 
will be at a practical maximum. 

Excellent efficiencies result from 
following the preceding simple four 
thumb rules if the oilburner and its 
installation are excellent with respect 
to about two dozen details. These de- 
tails include, for example, excellent 
oilburner design and condition, excel- 
lent atomization of high-quality fuel- 
oil, excellent firebox design and con- 
dition, excellent introduction of the 
combustion air into the flame, proper 
chimney draft, good absorption of 
flame heat by the furnace’s or boiler’s 
direct and indirect heating surfaces, 
and last but not least freedom from 
fuel-wasting air leaks which admit 
heat-stealing air to the furnace or 
boiler at locations where this air is 
detrimental to efficiency. 


Why use combustion testing instru- 


ments after you have used excellent 
thumb rules to adjust an oilburner’ 


You've made certain to use the 
proper firing rate. To minimize the 
flue-gas loss, you are using the lowest 
gph firing rate feasible for the par 
ticular furnace or boiler. 


You adjusted for the lowest over 
fire draft that would not give trouble 


You reduced the input of air to the 
flame to the degree that further re 
duction would result in chimney 
smoke. That is most important! 

You painstakingly located and 
sealed all the air leaks of the furnac: 
or boiler. 

Now why go to the bother of using 
combustion testing instruments to it 
dicate the stack loss of the job? 

Here’s why: Burners carefully 
tuned by following worthwhile steps 
like those spelled out just above, give 
CO» readings as low as 4% and as hig? 
as 13% ... and give stack tempeft 
ture readings as low as 300°F. and# 
high as 1,000°F. 

Although you've done 4 highly 
practical job of adjusting the bume 
the job’s stack loss may be 15% 
60% of the heat in the oil burner, 
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One type of draft gage. Used here to read the smoke-outlet draft of a furnace, 

the same gage is also used to read the over-fire draft. Draft readings are important. 

That's why high-quality installations have excellent smokepipe draft regulators. 

Troubles caused by insufficient chimney draft, and by the need to install a draft 

inducer or induced-draft blower, can be diagnosed quickly with the help of a 
draft gage. 


anything in -between these figures. 

Assume that the stack temperature 
reading of a job you've just adjusted 
is 700°F. See the accompanying stack 
loss table. If the CO2 reading is 12%, 
then the stack loss is 21.3% of the 
heat in the oil burned. If the C02 read- 
ing is 4%, then the stack loss is 45.9% 
of the heat in the oil burned. 

As the accompanying stack loss table 
indicates, you gain knowledge of the 
stack loss by taking readings of the 
02 and the stack temperature. For 
the stack loss to be low, the CO» read- 
ing must be relatively high and the 


Complete combustion-testing kit, 
made especially for rugged use by 
servicemen, features a heavy metal 
case custom-fitted to contain these 
four instruments: (1) smoke-checker, 
(2) Coe tester, (3) draft gage, and 
(4) stack thermometer. The engineer 
S using a convenient computing de- 
"ice, also part of the kit, which instant- 
Y shows the stack loss that results 
"om any combination of CO2 reading 

stack-temperature reading. If you 
know the C02 reading and the stack 
lemberature reading, you can find out 
qwickly how much heat goes through 
ihe smokepipe, in terms of percentage 

of heat in the oil burned. 


stack temperature reading must be 
low. Without the help of instruments, 
you don’t know the stack temperature 
or the COg percentage. 

The stack loss table includes a col- 
umn headed “% Excess Air.” On a 
basis of perfect combustion (clean 
burning of the fueloil, consumption 
in the firebox of every trace of oxygen 


in the air flowing to the flame, and 
no formation whatsoever of soot or 
chimney smoke) one gallon of light 
fueloil needs, in round numbers, 1,350 
cubic feet of air to burn it completely. 
If you had a perfect oilburner on an 
installation which was perfect in every 
way, the flame would burn bright and 
clean although it received only 1,350 
cubic feet of air for each gallon of oil 
burned. Your COg analyzer would re- 
port 15.3% COs in the flue gases, again 
in round numbers. 

If you analyzed the flue gases for 
oxygen, you'd find no oxygen in them. 
The theoretically perfect flame con- 
sumes all the oxygen sent to it, yet the 
flame burns clean and forms no smoke, 
no carbon. The theoretically perfect 
flame needs a minimum of air to burn 
the oil completely. It needs only 1,350 
cubic feet of air per gallon of oil 
burned. 

Extra air, over and above the 1,350 
cubic feet per gallon needed on a 
chemical basis for complete combus- 
tion, is called “excess air.” Feeding 
large amounts of such air to an oil 
flame slashes down efficiencies several 
ways. Extra air or excess air, fed to a 
flame in large amounts, starts its crip- 
pling effect by lowering the tempera- 
ture of the flame and the firebox. Re- 
ducing the flame temperature, as has 
been covered in the two earlier articles 
in this series, reduces the transfer of 
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New API ad Mats for Oil Progress Week available 


ATEST ADDITIONS to a special group of advertising mats prepared by th 
American Petroleum Institute for fueloil company use during Oil Progres 
Week October 14 through 20 are illustrated here. These and others in th 
group are available without charge from the API, 50 West 50th St., New 


jig is the time to get your home 
for winter. And our fuel 

ofl trucks are ready right now to 
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4 Easy Ways to Save 

Money—Save Fuel Oil 
1. Have your beating system 
eee yp oe omen ren ve 

use 

a. 

2. Install storm windows and in- 
_— to keep heat in . . . cold 








York 20, N. Y. 


Youre better off with 
oil under your land 





Yes, sir, if there’s an oil tank under your 
lawn-or in your basement — you're a wise 
person. For, to heat with oil is to heat with 
the best. It’s clean, safe, economical and re- 
liable. And that’s where we come in, 

You can depend on us to provide you with 
the finest home fuels available — when you 
need them, Our automatic delivery system 
guarantees you'll never run out of oil, even 
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in the coldest weather. 

Serving your heating needs is our busi- 
ness. It’s the way we independent business- 
men of America’s progressive oil industry. 
compete for your business. And it’s compe- 
tition like this that benefits everyone—con- 
sumers and businessmen alike. So call us 
today. We promise your call will pay off in — 
solid winter comfort for your entire family. 


YOUR NAME HERE 
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Progress Week —— October I4"-20" 
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B® How do you know 


when we n 


Even without seeing yout tank gauge. we 
know how much oil vou are using--and when 
we should make our next delivery. This serv- 
ice. which we call our “degree-day” system, 
practically guarantees that you'll never be 
taught short; never run out of oil--even in 
the coldest weather. It’s only one of the many 
special services we offer you--in addition to 
supplying you with the finest home fuel oil 
available at low prices. 


Servicing you and your heating needs is 


eed fuel OIL?" 


the part we play in America’s progressive 
oil industry. And there are thousands of 
other oil companies that serve you, too, Some 
of them look for oil; others transport it; 
still others refine it into many ful prod- 
ucts—from gasoline and oil to new miracle 
fibers. But we independent businessmen 
have one thing in common~ we are free to 
compete with one another. And you benefit. 

So call us today~—and let us help you have 
a warm. comfortable winter. 


YOUR NAME 


_@ Don’t let Winter catch you 


by surprise’ Call us today— 
we'll help you prepare your 
home for perfect heating com- 
fort this Winter. 

This is our job in this com- 
petitive oil industry. We know 
you will be pleased with the 
service we give. 


YOUR NAME HERE 





Specially designed ‘Truck, Hose 


simplify job of fueloil Delivery 


teen of fueloil to homes 
and industrial plants by tank 
truck has become a highly specialized 
operation. To make the job easier, 
many types of tank bodies have been 
designed in a wide range of capacities 
and compartmentation. Since the 
critical operation is pumping fueloil 
from truck to consumer’s tank, the 
rubber hose is an important item in 
“dropping” fueloil and it, too, has 
been treated to specialized design. 
An ingenious tank truck unit re- 
cently designed and built by Decker 
Bros. Corp., Hawthorne, N. J., for J. 
D. Kraft and other profit-minded 
fueloil dealers, is a 3000 gallon unit 
planned for maximum payload and 


care of this contingency is a 144” 
diameter roller with ball bearings on 
the lower edge of the hose compart- 
ment: it saves unnecessary wear on 
the hose and makes it easier to pull 
under the truck. 

The hose used on the new truck 
was designed especially for fueloil 
service by the Thermoid Company, 
Trenton, N. J. It is 125 ft. long, 14%” 
ID with a 3-braid rayon reinforce- 


Tank truck 
built by Deck 
er Bros. for 
fueloil service 
has pump, 
meter and con: 
trols in heated 


‘MS: Shsiasne es 


minimum dead weight. With it, most 
DKRAFT 


cab for driv 
er’ s conven 


‘ : oi: ke - mapa " ye) 
drivers average 25 residential “drops =: _-PATERSONN), 


per day from 8 AM to 7 PM, distribut- 
ing 3 to 4 full tank loads. 

To make the job easier on the 
driver, Decker Bros. installed the 
pump, meter and controls in the truck 
cab so that the driver can control the 
flow and watch the meter without ex- 
posure to weather while making large 
deliveries. The pump operates at a 
pressure of 125 psi with a minimum 
rate of 20 gpm and a maximum of 
100 gpm. 

One-way streets often prevent park- 
ing so that the hose compartment faces 
the residence, making it necessary to 
pull the hose under the trunk. To take 


ment and a static wire to provide for 
the harmless discharge of static elec- 
tricity. Because of the pressures in- 
volved and because the hose is al- 
ways filled with fueloil, even when it 
is reeled in, tight, one-time couplings 
are installed by power machinery. 
The truck also has two shorter 


Because Thermoid hose remains full of oil, even when reeled in, one-time 

couplings are installed by power machine. Photo, left, shows Scoville brass 

coupling being placed in power hose-coupling machine. Expander in operator's 

left hand presses serrated shanks outward against hose and ferrule. Center photo 

shows brass ferrule being placed over hose end before it is placed in machine. 

In photo, right, expander of machine has pressed shank outward, forcing hose 
against ferrule to make a tight, strong coupling. 


ience. Ree! 
com part: 
ment has roller 
mounted 
on ball bear 
ings to ease job 
of pulling hose 
under — truck 


lengths of hose carried straight in 
compartments under the tank. Both 
are 2” 1. One is a discharge hose for 
large quantity drops and the other isa 
suction hose to be used in the unhappy 
event that the wrong fuel is pumped 
into a tank. Suction hose is dropped 
into the consumer’s tank and con 
nected to the inlet port of the pump. 
The standard, long discharge hose 
inserted in the correct compartment 
on the truck. The pump then draws 
the fuel from the consumer's tank into 
the truck. 
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PACE-PAK® 
For maximum performance 
with minimum servicing, 
choose this preassembled 
and packaged oil boiler. 
Boiler, controls and wirin 
are factory installed pe 
factory tested. Delivered in 
sturdy crate for easy instal- 
lation. 





HOLIDAY 


This extra-efficient advanced- 
design gas boiler brings new 
economy to gas. Here’s 
maximum comfort for the 
modern’ home. Also avail- 
able as packaged Holiday- 
Pak. Boiler, controls and 
wiring factory installed and 
tested. AGA approved. 
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BURNHAM BOILERS 


:, wear like iron because they’re made 
‘i, of iron. They'll give you a lifetime 
of trouble-free service. 


IN THE MANUFACTURE OF BASEBOARD HEATING 
NEW YORK 






PACE-SETTERS ,, 


PACEMAKER® 


Designed exclusively for oil. 
High operating efficiency, 
insures more heat, quicker 
heat, clean heat and at 
lower fuel cost. Its high re- 
eat sales prove it a solid 
it with home-builder and 
heating contractor alike! 


VERTICAL FLUE TRAVEL 


Illustration shows how this design gets the most out of the fuel. 
Low draft losses because of balanced flueway design — each section 
with its own outlet to smokehood. 


GREATER HEAT ABSORPTION 


Hundreds of heat grabbing fins on each 
section emphasize the tremendous heat 


absorbing qualities of these boilers. all 


Also there are no baffles to become 
burned out or loose. Special construc- 
tion eliminates any need for them. 





cop 


Burnham Corporation 
Irvington, New York 


Please send illustrated folders giving full data on: 
(J PACE-PAK [] HOLIDAY [1] PACEMAKER [_] PACE-KING 


PACE-KING® 


For apartments, schools, hos- 
pitals and commercial instal- 
lations, An advanced design 

. engineered for auto- 
matic firing. Available in 
14 sizes. Ratings from 1,100 
to 4,500 sq. ft., steam. 1,925 
to 7,200 sq. ft., water. Can 
be fired from front or rear. 








TANKLESS 
HOT WATER HEATERS 


Any of these boilers can be e o- 

with specially designed and built-i 
r coils for automatic year 
round domestic hot water. Capacities 
from 3 to 15 gallons per minute. 
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tor ..... le’s the man with the complete 


EALER PROFIT 
PROGRAM 


No half-way measures ... no half-way profits 
when you join up with your distributor of 
American-Standard Air Conditioning Division 
products. You'll find that he’s a specialist in 
warm air heating, summer cooling and year 
‘round air conditioning . . . with a complete, top 
quality product line plus full technical and pro- 


motional service. He has everything you need 
to build your reputation as a specialist . . . to 
sell constructively . . . to sell in volume. Contact 
him for the Complete Dealer Plan—he’s listed 
in your classified telephone directory under 
“Furnaces” and “‘Air Conditioning Equipment”. 
Or, if more convenient, just mail the coupon. 





Complete 
oduct lanes 


AT Gas-fired and _ oil-fired 
ilet air conditioners in basement, 
lity, counterflow and horizontal 
mes... all sizes. Also coal-fired 
ler air conditioners and gravity 
lates, oil burners and gas burners. 


NG AND YEAR ’ROUND. 
i-Standard is now the largest 
intial line on the market! Full 
of water-cooled add-on and 
mage models; 2, 3 and 5 hp air- 
i Outdoor condensing units plus 
fal, counterflow and horizontal 
wand blower-equipped evapo- 
iB, Large selection of heating-cool- 
“wmbination units equipped for gas 
Ol firing with water-cooled or air- 
wa Summer air conditioning. 





Complete 
technical assistance 


TRAINING CENTER at American- 
Standard Air Conditioning Division 
factory, Elyria, Ohio, provides intensive 
courses, both elementary and advanced, 
covering all phases of heating and cool- 
ing layout, installation and servicing. 
“HOW-TO” MANUALS. Complete, 
concise technical data are provided in 
easy-reference form; also, detailed in- 
stallation and application manuals on 
each and every model. 

FIELD SPECIALISTS. You work 
closely with your distributor’s tech- 
nical specialists who, in turn, are backed 
by American-Standard field and factory 
engineers. This means that you can 
approach even the most difficult equip- 
ment applications with confidence and 
authority. 





Complete 
promotion 


DEALER IDENTIFICATION. “Au- 
thorized Dealer” Certificate, indoor 
and outdoor illuminated signs, window 
banners and many other impressive 
identification items are included, 
NEWSPAPER AD MATS. Wide variety 
of heating, cooling and year ‘round 
pre-tested ads and product cuts. 
SALES LITERATURE. Dozens and 
dozens of colorful pieces to help you 
promote and sell effectively. 

RADIO AND TV. One-minute spot 
announcements and recorded singing 
commercials for radio; one minute 
filmed commercials for TV. 
COOPERATIVE AD PLAN—the in- 
dustry’s most liberal cost-sharing pro- 
motional program. 





RICAN- Standard 


—— mm om om om ae ee oe ow ae oe oe oe NAME 


CONDITIONING DIVISION 


American-Standard Air Conditioning Division (Dept. F-10) 


40 West 40th Street, New York 17, N. Y. 


Please have your nearest distributor present The Complete 
Dealer Plan. 
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Refractory Expert comments 
on Article about Fireboxes 


HE following letter comes from 

firebox expert George W. Maisac, 
Insulating Refractories Co., San Ra- 
fael, Calif. 

“I wish to offer my sincerest con- 
gratulations for your splendid article 
on fireboxes in the August issue of 
FUELOIL & O1L HEAT. 

“You have so aptly stated what we 


have been preaching for years, even 
to oilburner manufacturers: Good 
fireboxes are vitally important to prop- 
er combustion. 

“TI have a few comments which you 
possibly may have in mind for your 
future articles on fireboxes: 

“First, at no place do you discuss 
the nature of the refractory. 








A GOOD TIP 


“24” & “48” Nozzle Boxes 
Don’t ble your nozzles 
~— your tool box 

Hike ‘‘nuts and bolts’’ if 
you expect them to be 
usable. Carry them se- 
curely in these sturdy, 
compact steel boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can’t tell 





1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pre- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 
accurate capacity control. 


4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


5. Tip, Disc and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ''0"' 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


Canadian Agents 


2503 E. ONTARIO ST. 
PHILADELPHIA 34, PA. 
(Except B. C.) 


E. S. Gallagher Sales Ltd., Toronto 12, Canada 





This, too, is important as a fireboy 
will react differently with various m,. 
terials. For instance, hard brick rp. 
quires a smaller floor area per gph than 
soft or insulating type material 
When the surface becomes radiant 
quickly, as in the case of our Mirry 
Glo refractory for example, the are, 
can be somewhat greater enabling the 
use of a less expensive, lower tempera, 
ture limit refractory. 

“I agree that higher flame tempera 
ture produces greater efficiency, but 
we have found that firebox temper: 
tures of 1800°F. to 2000°P. will pro 
duce optimum C0z with our refractory, 
Higher firebox temperatures introduce 
other problems, particularly in warm. 
air furnaces, dry-base boilers, and 
where lower draft conditions exis, 
Then the temperature of metal in dj: 
rect contact with heat may exceed uL 
limits and insulation problems may in- 
crease. 


Need rule-of-thumb Guides 


“Second, in your six-point program, 
you rely on a technical knowledge of 
unit and burner which the installer 
seldom has—unfortunately. It has 
been our experience that what in 
stallers need is a few rule-of-thumb 
guides to better fireboxes and com 
bustion. 

“For instance, we have always con’ 
sidered the figure of 100 sq. in of floor 
area per gph as reasonable; and the 
nozzle height should be one-half the 
firebox width. However, where actual 
combustion space is low, 120 sq. it 
of floor area per gph is good; while 
in some warm-air furnaces, it is safe 
to figure as low at 85 sq. in. of floor 
area per gph. I would like to see thes 
factors discussed in future articles 
along with such things as good 0 
etc. 

“Third, basically your August issue 
article refers to fireboxes as though 
the installer built each firebox custom 
made. 

‘Actually most installers use pi 
formed fireboxes and, unfortunately 
often use cheap, unfired, cast fire’ 
boxes. These really are only heatt 
sisting concrete and supposedly © 
vert to a refractory in service.” . 

The effort George Maisac put in 
writing the above, detailed letter © 
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MODEL JF-2 OIL-FIRED PARKWAY 
WINTER AIR CONDITIONER 


Tuck this junior-sized package in a corner, an alcove, 

even a closet, and it will deliver king-size heating 

comfort! Cramped quarters simply don’t crimp its style. And 
here’s a safety bonus for your customers: the dependable, 
efficient new JF-2 performs with perfect safety only one inch 
from combustible walls and on combustible flooring! 





You'll make giant-sized profits from this pint-sized heating package 
IF you'll stock up and push it HARD to perimeter or floor 

panel heat distribution prospects. Expensive? It’s a Parkway model— 
and that means top performance at lower-than-competitive prices! 


Pre-Assembled and Pre-Wired Occupies Only Two Square Feet 
for Economical Installation! of Floor Space! 


“Focused Flame”’ Oil Burner 
for Top Efficiency! 


16% Broader Heating Contact Surface! Built to Perform Dependably—for Years! 


Purrs Quietly ... Burns with Clean Flame! 






“Brand Name” Performance for BUDGET Installations! 


THE HEIL co. 


3083 W. Montana St. © Milwaukee, Wisconsin © Hillside, New Jersey 


The Heil Co. is a member of OHI, GAMA and an associate member of NHWA. 


SALES OFFICES: Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; Chicago, Ill.; Milwaukee, 
Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; Los Angeles, Calif.; Seattle, Wash. 
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GREAT NEW 


HEIL 


HEATING PLANT 












































RATING DATA 


Bonnet Capacity, BTU per hour.. 112,000 


Normal Air Delivery 
(90° Rise) CFM ....ccccecsens 1,090 
Oil Firing Rate, GPH ........... 1.0 


Write for specifications sheet. 
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. . « »« Comments on Fireboxes 


fully appreciated by the editors. Al- 
though admittedly his letter shows his 
preferences for certain firebox ma- 
terial, in general it reveals an excel- 
lent understanding of the problems of 
firebox design and construction faced 
not only by oilburner installers, but 
also by manufacturers of oilfurnaces 
and oilboilers, 

Comments from J. W. Schulz, au- 
thor of the firebox article in the Au- 
gust issue, which George Maisac dis- 
cusses: 

“Reading through again the letter 


Unrestricted 
Flow 


PHILADELPHIA 
HOSE REEL 


proves 
leakproof 
after 

1% million 
revolutions 


Hand-wound reel for rear 
box installation 





seal is easily, q 


? 
Oil Marketing Equipment 


from George Maisac, I comment brief- 
ly on some of his points, in the order 
in which they come up in his letter. 

“He says that, first, I did not dis- 
cuss the nature of the refractory used 
in building fireboxes. In presenting the 
advantages of high flame tempera- 
tures, naturally I urge the use of fire- 
box material able to stand up well un- 
der exceptionally high temperatures. 
The dealer who concentrates on ob- 
taining excellent results from excep- 
tionally good fireboxes inevitably faces 
the fact that each type of material that 


Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
hiawdtively tested. 
No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 
A new, self-tightening seal in swing joint is the secret. This 
uickly replaced without breaking lines. 
Features include light weight (85 lb.) ; holds 100 ft. of 14” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 
iis hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE « 


Pacific Coast Distributors: 


PHILADELPHIA 34, PA. 


Co., 325 Fremont Street, San Francisco 5, Calif, 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 





can be used in building fireboxes has ' 
its particular advantages and digad. 
vantages. George Maisac and | 
emphatically that the firebox design, 
er’s aims should be towards excellens 
fireboxes and the excellent combustion 
they lead to. We agree that the use of 
cheapest possible firebox material dogs 
not jibe with excellent results, 

“On the point he numbers ag gee. 
ond: Yes, I tend to rely on the ip 
staller’s technical knowledge of fyp 
naces, boilers, and oilburners, Gain. 
ing or improving such knowledge leadg | 
any oilburner man to better results | 
In other articles, however, FUELon # 
Oi Heat has presented its readers 
with many thumb rules, tables of fire 
box dimensions for different gph rates,” 
etc. See the firebox article in the Sep” 
tember issue for example. ’ 


Firebox Design 


“TI agree with the numbers of 85, 
100, and 120 (square inches of fire: 
box floor area per gph fired) which 
George Maisac gives as start-out points 
in designing fireboxes. And I agree 
that if the crownsheet is unusually 
low, or the combustion volume is un 
usually small for the gph rate, the 
firebox floor should be of greater area 
than it would be otherwise. I first 
saw that point covered well in an Oil 
O-Matic installation manual published 
about 18 years ago, if my memory 
serves me well. 

“On a job where the burner runs 
steadily for hours and hours on cold 
mornings, as on certain rare commer’ 
cial jobs having furnaces or boilers um 
dersize or barely large enough, firebox 
design also should take this into at 
count. Such unusual operation should 
be matched by firebox design and ma 
terial different from usual. Else the 
firebox may not last many years. 

“You can eye this from a different 
angle; where a firebox of ordinary de- 
sign and material needs replacement 
in a year or two because of unusual 
boiler or furnace design, or because of 
unusual oilburner ‘on’ and ‘off’ pet 
ods, you should build a new firebox 
of design and material to stand up 
well under the unusual conditions. 

“On George Maisac’s point which 
he notes as number three: Yes, the a 
ticle in the August issue aimed to 
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A Red Seal meter user since 1940, Mr. Herbert Geldbach, Pres. of 
Geldbach Petroleum Company of St. Louis, Mo., states his case: 


Daily Figures Check Right to the Gallon” 
.»» WITH RED SEAL METERS 








One of Geldbach’s first Red Seals, still accurate 
after years of profitable service, was recently 


modernized with new Print-O-Meter register. 
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ON ALL TRUCKS 


Geldbach Petroleum Company, one of the first to use Print-O- 
Meters in the St. Louis area, switched to Red Seal tank truck 
meters exclusively because, Mr. Geldbach states, “they are 
most accurate and trouble-free.” Every one of the 18 meters 
purchased is still in dependable service with accuracy so close 
Mr. Geldbach states he is able to “check out” his daily figures 
right to the gallon. 

Prove to yourself what sustained.accuracy can mean to your 
pocketbook. Keep accurate records of inventory and of meter 
maintenance costs. You'll soon be satisfied only with Red Seals 
... for trucks and loading racks alike. 


NEPTUNE METER COMPANY 


19 West 50th Street. New York 20, N. Y. 
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. » » « Comments on Fireboxes 


struct oilburner installers on equip- 
ping their jobs with custom-made fire- 
boxes. It covered, for example, cus- 
tom-made fireboxes to go under boil- 
ers designed for gas. It covered nozzle 
height, side-wall height, and firebox 
floor area. The thinking about these 
points carries on into the field of pre- 
cast or pre-formed fireboxes, since 
knowledge of firebox dimensions 
needed for excellent combustion is 
needed by the installer who aims to 
steer clear of any improper design— 
including improper design found in a 


pre-cast or pre-formed firebox. In ad- 
dition, dealers can buy pre-cast or pre- 
formed firebox parts that can be used 
to build fireboxes. 

“The thumb rule of having the fire- 
box width twice the nozzle height 
seems excellent for normal flame 
shapes and low firing rates, perhaps 
up to 3.0 gph. For higher gph rates, 
wider fireboxes often are used. 

“I am pleased at the request for 
future articles covering combustion 
and COs, for such an article appears 
in this issue.” 





BECAUSE Fulllo Filtew..... 


9 Eliminate burner trouble due to oil impurities 


@ Minimize costly service calls 
@ Assure Satisfied Customers 


That’s why there are so many more 


Fulflo Filters than any other make 


on the Oil Burners of America. 


Get Your share of 


this extra profit 
oy 





Big burner Shipments off 
20% for July: ont report 


JULY SHIPMENTS of commercialjp 
dustrial oilburners, subject to revision 
show a considerable drop, according 
to a report of the Market Research 
Department, Oil-Heat Institute of 
America, Inc. 

Total shipments for July were 2,448 
as compared with 3,201 units shipped 
the same month a year ago. The cumy 
lative total of burner shipments for 
the first seven months of 1956 was 
18,333 as compared with 17,545 q 
year ago. 

A breakdown as to size and type of 
shipment for July follows: 

Oil Gas 04 


burners burners 
HORIZONTAL ROTARIES 


24 and under 59 
Over 214 to 8 34 
Over 8 to 30 = 319 
Over 30 to 100 = 351 
Over 100 68 

Total Shipments 831 


GUN BURNERS 


Over 5 to 30 
Over 30 
Total Shipments 


MECHANICAL ATOMIZING 


30 and Over 74 
TOTALS, ALL TYPES 2332 


ae 
Bertrand J. Farrell has been named 
sales manager of the wholesale dt 
vision, Jefferson Electric Co., Belk 
wood, Ill. He formerly was sales mar 
ager of the Redmond Co. 


Robert W. Nelson, vice-president 
and executive assistant to the director 
of sales of American Air Filter Co, 
Inc., Louisville, Ky., has been named 
director of the company’s newly 
established administrative central staff. 
John Hellstrom, company vice-prest 
dent and director of sales, will serve 
also as administrator of the Americal 
Air Division. James W. May, formet 
technical director of the air filter prot 
ucts department, has been appointed 
director of technical training. 


Chet Adams Co., 715 West Grace 
St., Richmond, is now representifg 
the Pacific Steel Boiler Division, Johny 
town, Pa., through the Richmond, Va, 
office 4s well as through a branch of | 
fice in Norfolk. ; 
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COMMERCIAL & 
INDUSTRIAL 
oilburning 


by 
M. K. Bond* 


—" in the accompanying dia- 
grams are a number of practical 
fueloil systems, with rotary pumps, 
ranging from a simple to more com- 
plex systems for small to large boiler 
operations. 


For economy reasons, No. 6 oil, or 
Bunker C, is the more generally used 
fueloil. At normal temperatures it is 
a heavy, slow-flowing oil. To make it 
combustible the oil is atomized in the 
burner so that air, which is necessary 
for combustion, can quickly surround 
the minute oil globules. 


The operating characteristics of a 
rotary pump makes it ideally suitable 
for fueloil systems. It combines the 
rotary motion of the centrifugal pump 
with the positive pressure characteris- 
tics of the reciprocating pump. As a 
positive displacement device, the ro- 
tary pump delivers a given quantity 
of fluid with each revolution. 


There are six basic types of rotary 
pumps, but the pumping characteris- 
tics of each are essentially the same. 
Shown here is one type, the rotary 
screw-type, which permits higher ro- 


*DeLaval Steam Turbine Co., Trenton. 
N. J. 


Pump Hook-ups for 
fueloil Systems 


Six DeLaval Layouts using rotary Pumps for both small and large Installations 


A DeLaval-IMO three-rotor screw type rotary pump has reciprocating parts. 
Its three rotors consist of one power rotor and two sealing or idler rotom 


tative speeds because of lower fluid 
speeds that result from its axial flow 
characteristics. 

The use of strainers, stock checks, 
relief valves, control valves and other 
devices shown in the diagrams im- 
prove the operation of the system and 
make it as self-operative as possible. 
Care exercised in selecting the proper 
equipment and in applying manufac- 
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FIGUKE 1 








turers’ instructions on the installation 
of their equipment will pay off in 
trouble-free operation. 


Trouble often is encountered im: 
system because of air leaks that 1 
sult from improper pipe joints in sur 
tion lines or in packing valves # 
strainers. When a pump is to operat 
under negative pressure it is important 
that the simple rules of good insté 
lation are observed. When suction lif 
is a factor in a system the pumps shoul 
be located as close as possible to tie 
oil tank to prevent vapor lock at 
excess suction lift. Air leaks are cttt 
cal and cause cavitation when suction 
lifts are encountered. 


Basic System 


Figure 1 shows a basic fuel has 
dling system from tank to burner wit 
pump and heater to increase pressul? 
and temperatures. The heart of the 
system is the pump, which also pum 
oil from the tank, which in most a# 
is buried below ground surface. TH 
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The Training Center was named for 


Commodore William. Bainbridge, 


ere commander of the famous frigate 
‘CONSTITUTION, immortalized in 


the poem “Old Ironsides.”’ 


Nev-£-Oil burner — 
sites, 1 10 90 gph — 
fo all standard 


te bo 


ilers 


For a career with 
a future see your 
Navy recruiter 


Bainbridge Burners 
sold by Hev-E-Oil 
Burner Distributors, 
New York City. 





U.S. NAVY 
estimates savings 


of $641,000" 


annually with 
194 Cleaver-Brooks 


HEV-E-OI1L 
Burners 


THE U.S. NAVAL TRAINING CENTER, Bainbridge, 
Md., trains 50,000 men and graduates 6,000 men 
a year in advanced technical skills needed for de- 
fense. The men are kept comfortably warm by 
194 Hev-E-Oil burners, famous for outstanding © 
efficiency, fuel economy and precision construc- 
tion. The Hev-E-Oil burner uses low-cost No. 5 
oil — an oil rich in heat energy, but lower in cost 
than lighter No. 2 oil. Estimated savings to the 
Navy amount to $641,000 annually. 

In hundreds of other installations all over the 
world, efficient Hev-E-Oil burners are cutting fuel 
costs . . . achieving savings that amount to thou- 
sands of dollars annually for schools, office build- 
ings, hospitals, apartments and stores. 

You, too, will like the quality construction and 
sound basic design of the Hev-E-Oil burner. It 
offers full flame modulation, automatic pressure 
lubrication, low fire start with no puff backs, and 
accurately metered oil and air for the best in eco- 
nomical performance. Little wonder the Hev-E- 
Oil burner has proved itself a leader in perform- 
ance and in sales. 

If you own, specify, install or service burners, 
get all the facts about the burner designed to save 
you money. Write for illustrated bulletin AD-102 
now. Cleaver-Brooks Company, Dept. L, 379 E. 
Keefe Ave., Milwaukee 12, Wis. 


*Official U.S. Navy Records 


Hev-E-Oil burner will cut your fuel costs 
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TO BURNER CIRCULATING LINE 








ROTARY PUMP >t 








pump in this system can handle pres- eK 

sures up to 150 Ibs. psig. at 120-130°F. | i HEATER 
This system is applicable for indus- * r 

trial boiler operations where forced wie | 

shut-downs will not affect production ge ea PREURE 

or other important processes. 




















HEATER 








FROM TANK 








Duplex System 











, 
. SUCTION STRAINER DISCHARGE STeawer 
Figure 2 shows a duplex system. 5 


Each important piece of equipment 
used in the system has been duplicated. 
It has a built-in stand-by system to in- 
sure continuous service against sys 
tem equipment failure or other emer- 
gencies, An adjustable diaphragm 
valve provides automatic pressure reg- 
ulation. Pumps in this system can han- 
dle pressures up to 350 Ibs. psig. at 
120-130°F, 

One of the pumps is motor-driven 


and the other steam-turbine driven. wer 
BY PASS | 
STRAINER 











ROTARY PUMP 


FIGURE 2 
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Preference for this system or one in 
which both pumps are either motor- 
driven or turbine-driven depends upon i iene bee 
plant conditions. However, a steam-  verticar RoTARY pcimias ieee 
driven prime mover for one of the 6 ait 
pumps provides insurance against pow- | Abts = 


er failures. CONTROL Valve 




















High pressure burner System RETURN LIne 





Figure 3 shows a high pressure burn- L_=-— prom ranxs 
er system with recirculation. Constant 
pressures are maintained at the burners 
by actuated control valves. With the 
development of a “wide range burner,” 
pressures at the burner tips were in- 
creased, This required a high pres- 
sure fueloil service system as shown 
in Figure 3. Also included are special _—— ertaosad ys 
type heaters that can withstand these PRESS. REG. VALVE J 
higher pressures. —— L 

This is one of the first systems de- CHS 
vised to handle wide-range burners. ees 
Pumps in this system handle pressures t “ 
up to 1150 Ibs, psig. at 120-220°r. on}! Pes 

Inlet oil temperatures to the pump | Le olr 
will vary with recirculation demands, 
which are determined by quantity of § f ' re va / 
oil being burned. Higher rate of re- jaa tea ee 
circulation will result in higher inlet LOW PRESSURE PUMPS HIGH PRESSURE PUMPS 
temperatures, When rate of recircula- 
tion is low, more oil will be drawn 
from the tank and inlet oil tempera- 
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HEADQUARTERS 
York-Power 

}, Pacesetter 

7 Sell-and-Profit 
Campaign 
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RAINER 


Steam-Pak Generators 
(15 to 500 Hp.) 


YORK~-POWER OFFERS YOU: 


* Tried and true York-Power Equipment 
Plenty of powerful promotion helps 
Factory expert assistance 

* Franchises for qualified dealers 


NOW is the time to become a YORK-POWER 
Dealer . . . to push, sell and profit from the com- 
plete York-Power line of industrial heat and 
power equipment. 

With York-Power, you have a flexible line to 
TRAINER i Steam-Poketies interest every kind of prospect . . . from conver- 
(10 to 50 Hp.) sion burner customers to big Steam-Pak Gen- 


wiles erator jobs. York-Power is time-tested for more 


Jk Ne— Fire-Pak Boilers than 40 vears. 
(30 to 450 Hp.) . 


ki 





Share in this 
Pacesetter program NOW! 


FREE . . . Customer-getting plan to do business. 

FREE... Colorful, technical and descriptive 
literature. 

FREE ... Attractive dealer insignia for your 
windows and truck panels. 

ss FREE... Personal sales assistance from factory- 

i trained experts. 


| 


Remember, this is no run-of-the-mill, small- 

time deal. This is big business for those dealers 

York-Power Burners who can qualify. Fill in and mail the coupon for 
[4 etene) full details NOW! 


YORK-SHIPLEY, INC. York, Pennsylvania 
Manufacturers of Steam-Paks . . . Steam Pakettes . . . Packaged 
Fire-Tube Boilers . . . Factory-Coordinated Systems. 





Scot-Pak Boilers 
(45 to 400 Hp.) 


Industrial Division 
) P York-Shipley, Inc., I’m interested in a York-Power franchis 
A . York, Pa. Rush details to: 

; %, F/C Fuel Burning Systems 
0 }6 1 y 2 (Packaged Panels and Name 
4 i ¥ Accessories for Rotary Burners) ; 





Company. 








Address 
Econol Burners 
(4 to 25 G.P.H.) City. 
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tures will be close to the temperature 
of the oil in tank, which usually is 
around 120°F. 


Modified high pressure System 


Figure 4 shows a modified high pres- 
sure oil system for a wide range burn- 
er service, The purpose of this system 
is to avoid the use of special type heat- 
ers for economy reasons. Low pressure 
heaters are used instead. This is made 
possible by adding low pressure pumps 
on the intake side of the heaters and 


. . « Pump Hook-ups 


high pressure pumps are moved to the 
hot or discharge side of the heaters. 
Low-head pumps pick up the oil from 
the tanks and pump it through the 
heaters to the high pressure pumps at 
a positive inlet pressure. The low pres- 
sure pump is of a larger size so that 
the high pressure pump will not be 
starved, thus a positive pressure will 
exist at the inlet side of the high pres- 
sure pump. High pressure pumps sup- 
ply oil directly to the wide range 
burners. 

The discharge pressures of the low 
pressure varies from approximately 
150-250 lbs. psig. at 120-130°F, and 
of the secondary or high pressure 





STORAGE 
\ TANK 


-—o 
. STORAGE 
Tang 





LER BURNERS 


HIGH PRESS. PUMPS 


To “2. 

















TRANSFER PUMPS 


























7 





¢g 


_fm 





ROTARY POMPS ¥ 


CONTROL VALVE 








ed 
BURNER RETURN 








© 


STRAINER 


FROM TANK 





Ln a an 
TO BURNERS 


FIGURE 6 








pumps trom 900-1150 lbs. psig. 
200-220°F. 


Large quantity oil System 


Figure 5 shows a system for boile, 
operations that require very larg 
quantities of oil. In their operation; 
the fueloil is stored in large tanks x 
some remote point from the boiler 
room, usually built above ground sy. 
face because of their size. Oj ; 
pumped from this storage tank to ; 
much smaller day tank with sufficient 
capacity to provide oil for 24 hous 
burning service. The day tank is usual. 
ly located below ground surfage 
Transfer pumps are required in this 
system to pump oil from storage tank 
to day tank. 

The low pressure pumps in th 
burner service system handle pressures 
up to 250 lbs. psig. at 120-130°F, and 
the high pressure pumps, 1000 bbs 
psig. at 200-220°F. 


Auxiliary start-up System 


Figure 6 shows an auxiliary start 
up system using No. 2 fueloil. Since 
No. 2 grade oil has a low flash point, 
heaters are not required. This system 
is used for initial start-ups, or for 
start-ups after forced shutdowns, Sim 
ilar oil burning start-up systems ar 
also found in many pulverized coal 
burning boiler installations. 


ee 
Frank A. Scalia has been appointed 
sales engineer for the S. T. Johnson 
Company, San Francisco, Calif. and 
Bridgeport, Pa., covering the mid 
eastern area. 


Sales representatives appointed by 
Orr & Sembower, Inc., Reading, Pa. 
manufacturer of Powermaster pack 
aged automatic boilers, include: Ger 
eral Equipment Sales, Inc., 605 Mill 
Bldg., El Paso, Texas, for West Texas, 
Arizona and New Mexico; Albert f. 
LaReau, 8 Valley View Drive, New 
Windsor, N. Y., for Orange and Us 
ter Counties, New York; Thermal Ew 
gineering Co., 1492 Major St., Salt 
Lake City, Utah, for Utah and patt 
of Wyoming and Nevada; Richards 
Equipment Co., 612 Front St., Boi 
Idaho, for southern Idaho. 
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Wing Draft Inducers Preserve Architectural 
Lines, Improve Draft and Save Money... 


CRANE, KIEHLER AND KELLOGG, ARCHITECTS 


BENJ. LESSNER CO. INC., MECHANICAL CONTRACTORS 


(Above) Stouffer’s Restaurant, Wynnewood, Pa., one of a famous chain of quality restaurants. 
(Left) Detail of two scotch boilers at Stouffer’s, each equipped with a Wing Draft Inducer. 





(Left) Berwyn School, Berwyn, Pa. (Above) 
Wing Draft Inducer installed in heating boiler 
at Berwyn School. 


HOWELL LEWIS SHAY, INC., ARCHITECTS WOLFSON AND SCHNOLL, INC., CONSULTING ENGINEERS 


Today it is unnecessary to mar modern, low, horizontal building 
lines with tall chimneys in order to provide boiler draft. Wing 
Draft Inducers, installed in boiler breechings, assure positive, 
adequate draft regardless of wind, weather or load variations. 
Yet, the only chimney necessary is a stub stack, just clearing 
the roof, for venting gases. 


This means savings in original building costs and future stack 
maintenance expense. Furthermore, a big cut is made in fuel 
costs because of the complete combustion you get with Wing 
Draft Inducers. 


Write for Bulletin 1-56 for complete details. 


L J Wi 66 Vreeland Mills Rd., Linden, N.J. 
aor @ ing Mf. Co. Factories: Linden, N.J. and Montreal, Canada 


7 WING 
WING FRESH AIR WING MOTORIZED TURBINE 


SUPPLY HEATERS TURBINES BLOWERS BLOWERS | 


DRAFT 
INDUCERS 


L. J. Wing Mfg. Co. FO-10 
| 6 Vreeland Mills Rd., Linden, N. J. 
i | Please send copy of Draft Inducer Bulletin I-56. 


Wing 


: Name 
| Firm 


| Address 


| City Zone State 





Ethics in Engineering: 
Requisites and Obligations 


The following is a condensation of 
an address by Kenneth M. Wilson, 
chief of the Electrical and Mechanical 
Engineering Division and member of 
the firm of E. F. Klinger & Associates, 
Inc., Eau Claire, Mich. The talk was 
made at the second annual, Oil-Heat 
Institute Commercial-Industrial Oil- 
burning and equipment Workshop at 
Michigan State University. 


Condensations of two other papers 
presented at the Workshop were pub- 
lished in earlier issues: “Profitable serv- 
ice Program” by Milton Way, Ray 
Oil Burner Sales Co., New York City 
in the August issue: “Chemical 
Additives for residual Fuel” by Har- 
ris Thompson, National Aluminate 
Corp., Chicago, in the September 


issue, 


ROM THE DAWN of our earliest 
human civilization, man has 
sought for some means of identifying 
himself as an individual. As civiliza- 


tion expanded physical skill no longer 
sufficed to attain this individuality and 
human intellect became another means 
of identification. Out of this continu- 
ing effort to create individual identifi- 
cation grew our “Professions.” 

As professions slowly established 
their identities, various standards 
evolved, which, through the years were 
established into what we call “Ethics.” 

From all available definitions it is 
obvious that the ethics of any profes- 
sion constitutes the moral, rather than 
the legal obligation of its members to 
society. A specific tenet of practically 
all expressions of ethics is one which 
obligates its members to “uphold the 
honor and dignity of his profession 
by individual exemplary conduct.” 


As professions grew their respec- 
tive expressions of ethics became 
more general. There is a tendency to- 
day to regard ethical codes as little 
more than a listing of platitudes which 
all must accept, without involving 
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oilburning 
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Min. 


problems, risks or obligations, 

Ethics is so filled with intangibj 
values that I doubt if any man jg a 
authority on the subject. I will attempt 
to evaluate and apply what I beliey 
constitutes “Ethics in Engineering” 

We must first examine the position 
in which the pursuit of science has 
placed engineers as individuals, I quote 
Boyd Campbell, president of th 
United States Chamber of Commer, 
writing for the American Engineer 
magazine: 

“The engineer has been set apart 
from his fellow-men—and by his fel 
low man—in sort of a charmed circle 
to which there is no admission except 
for those possessed of highly special 
ized skills and unusual talent. Th 
community insists that you are some 
thing different, something special, 

“If you are inclined to doubt tha 
you have been placed in a charmed 








The new way to bring heating costs dow 
INSTALL 


JOHNSON Zacl-Fuct BURNERS 
THAT OPERATE AUTOMATICALLY 


ON EITHER 0 Ul on Gas! 


In regions where low-cost gas is available part of the time but not available 
constantly, Johnson Dual-Fuel Burners are an ideal installation. They 
enable the user to change from one fuel to the other whenever it is advar 
tageous. If gas is available and cheaper ... he can burn gas. When gas» 
not available, or when oil is cheaper ... he can burn oil. And all in the 
same burner. Just a flip of the switch makes the changeover. (For 4 litle 
extra cost, he may have an Automatic Changeover Switch which is com 
trolled by outdoor temperature or by gas pressure.) 





These burners are available in Domestic, Commercial and Industrial si 
and types. All are completely automatic and equipped with the finest elec: 
tronic controls. They are engineered, tested and precision-built to 9” 
lasting service and satisfaction. See them at your nearest Johnson 

or write direct. 


S. T. JOHNSON CO. . 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 


October 
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MODEL 53 METERING PUMP DUAL-FUEL BURNER 
25 to 500 H.P. 
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Kenneth M. Wilson 


circle you are blind to facts and un- 
aware of the deep obligation which 
such « distinction implies. We laymen 
will continue to insist that you are 
different until you fail to measure up 
tothe mark we have set for you. 

“You are in a position of unusual 
responsibility. 

“It is common knowledge today 
that we do not have enough engi- 
neers, Your profession is highly spe- 
cialized. Some of the simpliest terms 
you employ are like so much Sanskrit 
to we laymen. 

“It becomes evident that the aspira- 
tions of the civilized world will be 
realized only if our engineers are 
possessed of a strong social conscience 
along with their technical training. 

“You have a special obligation of 
leadership. A highly skilled engineer 
without a sense of social responsibility 
could be the most dangerous man on 
earth, 

“We laymen not only depend upon 
you, we must of necessity trust you.” 

I have examined a dozen or more 
codes of ethics. If we were to sub- 
xribe to a composite of them all, we 
would pledge integrity and fair deal- 
ing, with tolerance and respect to the 
opinions of others; complete devotion 
to professional standards; enhancing 
the dignity of our profession. All this 
with the consciousness that our posi- 
tion incurs an obligation to serve hu- 
manity in complete sincerity and hu- 
mility, This is a large order. 


The first requisite for any success’ 
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Here’s Positive Protection 






Against Flame Failure— 






Specify Flame-otrol for 













Any Type Burner! 














































Wheelco Flame-otrol pro- 
vides the finest flame 
supervision possible for all 
burners. 


apne S 

Wheelco Flame-otrol combustion safeguard systems offer unfailing, 
positive protection for any burner—gas, oil, or combination gas-oil. 
One basic type, the Series 1470 Conductivity-Rectification system, 
uses the ability of a flame to conduct current to protect 
manually or semi-automatically ignited gas, oil, or combination 
fuel burners. : 

Series 1570 Infrared System, the other basic type, depends on 
the fluctuating current of a flame frequency for relay response. 
All Wheelco Flame-otrols offer the advantages of compact 
plug-in design, standard electronic tubes, heavy-duty construction, 
and other advanced features. 

Your Wheelco field engineer can help you select the right flame 
supervision system, choosing from a full line of instruments 

and accessories. Call him today. 


WHEELCO INSTRUMENTS DIVISION 


Barber-Colman Company 


DEPT. J, 1563 ROCK STREET, ROCKFORD, ILLINOIS 
BARBER-COLMAN OF CANADA, LTD., Dept. E, Toronto and Montreal, Canada 
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ful venture is a modest amount of 
salesmanship. The engineering profes- 
sion should be dedicated to human 
need. We have no product to sell ex- 
cept our ability. If we and our pro- 
fession are to survive we dare not 
hide our light under a bushel. We 
must be pursuasive enough to convince 
society of our special skills. We must 
demonstrate that we are able and will- 


. . « Ethics in Engineering 


ing to contribute more than our just 
share to cultural and economic ad- 
vancement. 

The second requisite is foresight and 
vision. We must think in terms of 10, 
20 or even 50 years into the future. 
Our works will outlive most of us. If 
our work is to be successful it must 
be reconciled both to the needs of the 
moment and as far into the future as 
we can reasonably foresee. 

Third, we must be imbued with self- 
confidence. Everyone in the engineer- 
ing field is endowed with certain skills 





The better to 


competent 
office 
personnel 


What a Jobl—keeping tabs on thousands of firebrick and refractory specialties. 
To best serve you—the customer—the clerical help in a GREFCO Warehouse 
must know the prices, sizes, availability of hundreds of products. They must 
learn to cope with emergencies, be courteous and helpful at all times, and have 


a mind for detail. 


GREFCO takes painsto train its warehouse clerical personnel well. This pays 
off in dividends to you. Most of them are veteran employees who, after han- 
dling your order once or twice, can almost predict your future needs and make 
allowances for any particular shipping, packing, unloading requirements which 


might be peculiar to your operations, 
Next time, why not give them a calll 


GENERAL REFRACTORIES CO. 


In New York City In Elizabeth, N. J. 
34-40 Laurel Hill Bivd. 1180 East Broad St. 
(Maspeth) RA-9-5353-4-5 EL-2-5324 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located 


in the U. S. and Canada. 


In Philadelphia 
2950 East Tioga St. 
GA-6-6432 





Fill out this coupon for your free ready-reference wall chart 
(14''x22’’) containing all the tables, charts, drawings and data you 
need to estimate and order refractories. No obligation, of course. 


GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) 
1520 LOCUST ST., PHILA. 2, PA. 


FIRM NAME 
ADDRESS 








MY NAME AND TITLE 
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and with highly technical training, 
either academic, practical or both 
Every man must determine the limita. 
tions and scope of his own ability, 

First of all, he will confine his own 
personal activities to fields in which he 
is well versed, for a little knowledge 
is a dangerous thing. He will depend 
on others for consultation and aggig. 
ance, This practice will assure his 
client of the best service that the whole 
profession has to offer. Association 
with other engineers will broaden the 
scope of knowledge and understand. 
ing, which is the whole foundation on 
which honest self-confidence is built, 
To inspire the confidence of others 
one must have confidence in himself 
and express it by his actions. 


Simple, everyday Terms 


Fourth, I believe we must be artic’ 
ulate and precise in our speech and 
in our writings. In a field where highly 
complex phenomena, processes and 
formulae are commonplace we often 
fail to reduce our expression to lan 
guage that the layman can under 
stand. Many of our engineering speci 
fications are so technically worded that 
even qualified engineers find it nearly 
impossible to interpret these docw 
ments as the writer intended. 

If the most proficient engineer can 
reduce his writings and calculations 
to simple everyday terms his own ur 
derstanding of the problems involved 
will be increased a hundred fold. The 
reduction of complex problems to their 
simplest components is engineering in 
its purest form. 

Fifth, is the matter of compensy 
tion. We must be paid for our serv 
ices. It is incumbent upon every el’ 
gineer to demand that he be paid 
enough so that he can afford to thor 
oughly analyze every technical prob 
lem that comes before him. He mus 
be able to maintain a decent standaté 
of living. He must be able to associate 
with professional organizations, an 
save a bit for old age, the same as any’ 
one else. 

Sixth, we must develop moral cour 
age. Too often the engineer permits 
the use of materials, equipment 
workmanship that is not of the quality, 
design or function, which he honesty 
feels is best for his client, because lt 








ure his 
e whole 
ciation 
den the 
>rstand: 
tion on 
is built. 
others, 
himself 


ns 


e artic 
ch and 
e highly 
es and 
e often 
to lan 
under’ 
i spect 
Jed that 
t nearly 
> docu 


eer can 
ulations 
wn un’ 
nvolved 
id. The 
to their 
ering in 


mpensa 
ur serv 
yery ey 
be paid 
to thor 
al pro 
Je mus 
tandart 
associate 
ms, anc 
> as any’ 


ral cour’ 
permits 
ent 
quality, 
honestly 
cause he 





aN aha ist 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 


a 
Industrial 
Ovens 
gS 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 


against 


Canadian Distributor: Ontor Laboratory, Ltd. 
12 Leswyn Road, Toronto 10, Ont. 
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Here's An Expert— 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 


Computing boiler load 


Selecting burner size 


Combustion volume 
* 


Boiler types 


Firebox construction 
_ 
Water tube boilers 
. 
Selection of burner 
o 


ONLY $2.00 A COPY! And other valuable information 








Contains a series of articles of particular value to 
you, including 12 features by Kalman Steiner on 
the “Design of the Industrial Installation.” 


ORDER YOUR COPIES TODAY! 


2 West 45th Street 
New York 36, N. Y. 


Fueloil & Oil Heat 
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shut down caused by lack of 
available service for your 
installation costs you plenty! 

Yes, the loss of time and money in 
any burner shutdown can hurt you badly. 

That’s why there are two factors 
of prime importance in any commercial 
burner installation—a quality burner 
and readily accessible service. Only Ray— 
and the worldwide Ray dealer 
organization—gives you both. 

No matter where you are, a Ray 
dealer is as close as your phone; 
there’s no need to worry about 
prolonged shutdowns and consequent 
losses of time and money. 

Ray dealers are highly skilled experts 
in all types of installations. For added 
insurance, the services of our own 
trained Ray engineers are also available 
to help you solve your particular problem. 

When you buy a Ray you have the 
finest burner and the most comprehensive 
service—to provide you with a more 
efficient, trouble free, operation. 
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lacks the intestinal fortitude it takes 
to risk criticism and possible charges 
of favoritism. 

There is no profession more highly 
respected than the profession of medi- 
cine. You never hear of a pharmacist 
changing a physician's prescription. If 
your own family doctor would permit 
the substitution of ingredients in a 
prescription, how long would he en- 
joy your confidence? The medical pro- 
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Finally, we must contribute some. 
thing to the future of our profession 
All of us have reached our degree 
of skill and our level of intellect be. 
cause our ancestors developed a skil] 
a technique or a formula. They rite 
it down for us to follow instead of 
groping in darkness through trial, er 
ror and experiment. Our day is one of 
new materials, new methods and new 
ideas. It is incumbent on every engi 


fession consistently displays the cour- 
age to insist on rigid compliance with 
their orders. 









Diagnosis and Prescription 

An engineer’s specification is only 
the prescription he has written after 
his diagnosis of his client’s needs. The 
practice of “breaking specifications” is 
commonplace. Almost equally com- 
monplace are engineers who do not 
blink an eye at this reprehensible prac- 
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tice. We tear down the professional "* to teach what he has learned to / 
dignity which should surround those the youth of our generation—to record 
of our calling. what he discovers of new ideas, ma s 
terials and knowledge. Thus we pay and 
our debt to our forefathers. sho 
" Tie) AFT u CUT-OFF Herbert Hoover, speaking at the F° 
eh lal lll dedication of Columbia University (1) 
COMPLETE PROTECTION Engineering Center, had this to Say of t 
, of the engineer: bell 
when dratt fails without 
nuisance shut-downs “The engineer's work is out in th § ! 
open where all men can see it. If he § 5” 
makes a mistake, he cannot bury it in 
a grave; obscure it with trees and ivy; § %" 
blame it on judge or jury; claim his § 5% 
constituents demanded it; blame it on § ™ 
the devil; nor can he, like the poli BP!" 
tician—change the name of it and hope 
the voters will forget.” r 
“. . . The engineer himself looks § 125 
back at the unending stream of good — ente 
ness that flows from his labors with a § suct 
satisfaction that few other professions The 
can know.” tion 
high 
Professional Honor Pe 
E DRA FT If we are to be deserving of the “a 
honor of living in a charmed circle, § 
© For all then we will do well to re-examme 
bs methods of firing ourselves against these moral stand B Q 
Or natural or induced q ards. Salesmanship—foresight and you 
© Fully modulating me vision—confidence in ourselves—artic burr 
* All electric Operation ulate expressions—adequate compen § 4rra 
sation—moral courage—and willing § latio 
F EATu RING ness to return to our profession som § 7, 
© Lo-Draft Safety Switch thing of ourselves in return for what BP ansu 
© Time Delay for Nuisanc it has given us. ~ 
‘ Starting Draft Select “a Putts These are the ingredients of profes Fe 
sional honor. These are the things that pe 
for are found only between the lines, # 
PDE atc the canons of ethics. These are 5 pe 
Contaatieg cific applications of the golden rule P, 
that we do unto others as we woul prop 
- have others do unto us. job? 
ek Nevice UL) These things I believe, are in truth FW 
o Serve You the real “Ethics in Engineering.” adva 
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Readers’ Problems. 


Q. Suction line of this job is 2/2” 
and is 165 ft. long. What temperature 
should be maintained, planning to use 
the heaviest No. 6 fueloil likely to be 
delivered? Have not yet decided on 
(1) electric suction-line heating in one 
of two forms, or (2) heating suction 


bell in fueloil storage tank using steam | 


or hot-water coils and tracing under- 
ground suction line with steam or hot- 
water lines. Either way, am asking you 
denote temperature at which the No. 
6 oil should enter boiler room through 
suction line and flow to belt-drive 
pump-set. 

U. D. W., Ardmore, Pa. 


A. You can’t go wrong aiming at 
125°F. temperature for the No. 6 oil 
entering the boiler room through the 
suction line, on the basis you outline. 


The job will work out well if the suc- | 


tionline pump develops vacuum no 
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Sm itelaltrel 
¢ Semi-Automatic 
¢ Full-Automatic 


There’s an ENTERPRISE Burner 









IMPORTANT NOTICE 


for Distributors, Dealers! 


| Additional appointments are cur- 
rently being made by Enterprise in 
many key Oil Burner areas of the 
United States. 


including the new, recently announced 
Type AY Combination Gas-Oil Burner 
line in 12 sizes—({now listed as stand- 
ard by Underwriters’ Laboratories, 
Inc.) Scores of original burner develop- 
ments are counted among Enterprise 
“firsts’’. Testimony of product quality 
and dependability is offered through 
the thousands of installations made 
during the past 30 years! 


_ An expanded home office sales and 
service organization is implementing 
this program to strengthen its long- 
established position of leadership in 
the highly profitable Commercial and 
Industrial Oil Burner Market. 

If you are qualified, apply now for 

the territory in which you are interest- 

ed. Full information will be provided 
promptly. Send coupon today. It will 
be helpful if you attach information on 
your present facilities and operations. 


| This is your opportunity to become 


a part of one of the oldest established 
burner manufacturing companies in 
| the industry. Enterprise produces the 
complete line of heavy-duty burners, 


higher than 15” while drawing in fuel- | 


ol at a suction-line temperature of 
about 110°F. Bear that in mind as you 
balance suction-line gph rate against 
suction-line size. 


Q. Encouraged and educated by 
your articles on commercial-industrial 
bumers, within the past six months we 
arranged to sell and install big instal- 
lations, 

Your articles do not give us the 
answer to this problem, however, and 
therefore we need special attention 
from you. For the sake of smooth 
arts, we plan on using the low-fire 
farting feature on this installation 
having burners to fire normally at 70 
aph, 

Problem: How to arrive at the 
Proper size of the starting fires on this 
job? 

What are the advantages and dis- 
advantages of (a) an exceedingly 


Enterprise Engine & Machinery Co. 
18th and Florida Streets 
San Francisco 10, Calif. 


Gentlemen: 
[] Tell me more about ENTERPRISE—I'm interested in a Franchise 


The attached letter will give you preliminary information on 
our organization. 











Name Title 
Firm Name 

Street Address 

City Zone State 








Tre decice op halon pile 
ENTERPRISE 
dopendahke 


ENTERPRISE ENGINE & MACHINERY CO.  sobsidiory of Gonerot Metots Corporotion 








dloil 


18th and Florida Streets, San Francisco 10, California 
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SINCE 1926—in the application, design and 
manufacture of pumps—separators—hydraulic 
accessories. 


f= PUMPS ax 
— SEPARATORS 


for industrial 
oil burner service 


Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil, The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduc- 
tion drive—connected to 
pump by means of loose 
coupling, which _ elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from '/2" 
to 2". Capacities, 75 te 
2100 GPH; pressures te 
100 psi. 

Write for Bulletin A-1193 





SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V/,"" to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 


original efficiency. 
Ask for Bulletin A-1430 


CR KRAISSL® § 


295 Williams Ave., 
Hackensack, N. J. 
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small fire, say 10 gph size, for the 
start-ups, and (b) a relatively large 
fire, say 50 gph, for the start-ups? 

I. S. B., La Grange, Ill. 


A. You really have no problem, for 
your questions will find their own an- 
swers as soon as you try to adjust the 
start-up and normal-size fires of these 
burners. 

Ready to fire up one of the new 
burners, of course you first use a rela- 
tively low firing rate to dry the com- 
bustion chamber and bring it to red- 
heat slowly for the first time. Play safe 
by stopping the burner each time it has 
run for 15 or 20 minutes; keep it idle 
long enough for the combustion cham- 
ber to cool off a bit, then start it again. 
When the combustion chamber is red 
hot, start your efforts to arrive at 
proper flame adjustments. 

First, aim for a normal-size flame 
of about the 70 gph size you know is 
needed to carry the load. That flame 
should fill the combustion chamber, 
which you designed for 70 gph. 

Second, put the gph-control pro- 
gram motor in position for low-fire 
starting, and aim to adjust for a start- 
up flame so small that the start-ups are 
pleasingly smooth and uneventful— 
yet so large that the flames ignite 
promptly and have “body” and “char- 
acter.” 

If you adjust for start-up flames 
which are too large (50 gph or larger 
on this 70 gph job) you simply will not 
gain fully the smooth start-ups which 
were the aim of providing the low- 
fire start-up feature. 

If you attempt to adjust for an ex- 
ceedingly small start-up flame (in the 
realm of the 10 gph you mention), you 
will find out that the rate of oil you 
are providing for start-ups is insufhi- 
cient to establish prompt ignition and 
a healthy, stable flame with the “body” 
and “character” mentioned earlier. 
The minimum gph rate for the small, 
start-up flame has to be sufficient to 
establish a healthy flame—large enough 
to continue burning stably and nicely, 


for example, with the burner’s ign; 
tion system turned off. 

As the smallest start-up flame good 
for a hot combustion chamber offer 
is too small for cold start-ups with th 
combustion chamber cold, don’t fajl t) 
check over the installation later op , 
cold-start basis, Find out how the 
burners start after being idle for , 
prolonged period, say four to ten hours 

Allin-all, your low-fire start oj 
burner adjustments simply will pro 
vide smooth, clean, uneventful start 
ups whether the boilers are as cool a; 
they ever become, or the combustioy 
chambers and boilers are extremely hot 
at the time of the start-ups. 


Q. A job uses No. 5 residual fueloi 
and the burner has an automatic elec 
tric oil heater that’s always been turned 
off. Turning on the heater gives bu 
slight oil preheating, but I can’t decid 
by studying the flame whether it is bet 
ter with the oil warm or cold. Flam 
appearance is much the same both 
ways. You would help me instruct the 
owner, about whether or not to use the 
oil preheater, if you give me your opin 
ion. 

L. G, O., Indianapolis 

A. Make two sets of complete com 
bustion tests, one using cold oil and 
the other with the electric heater work 
ing. CO2 and smoke readings will be 
most important. The fueloil should be 
heated if when warm it provides higher 
CO, readings together with the same 
smoke readings, or if heating it gives 
you lower smoke readings together 
with the same COz: readings. Burn the 
oil without heating it, if heating it does 
not improve either the CO, reading: 
or smoke readings. 


Q.° Why don’t manufacturers of 
several makes of rotary cup burners, 
for residual oils, provide them with 
higher capacity pumps to draw in fuel 
oil from outside tanks? I service severd 
jobs on which suction-line vacuum 
above 21” or 23” must be developed to 
get the oil from outside tanks to the 
burners’ integral oil pumps. Under 
these conditions no hot oil goes back 
to the tanks, and hot return-line ol 
fails to heat the suction-line oil ast 
should using tank bells. No oil returms 
to the storage tanks because the gph 
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PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


e Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


¢ Basy to installi—on tanks above or below the 
ground and up to 4 of a mile away. 
e For tanks 20” to 50 ft. deep. 
SEND TODAY FOR BULLETIN PF. 


PETROMETER CORPORATION 
43-22 Tenth St. Long Island City 1, N. Y. 
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NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 
No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 


INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil, Self-contained, 
all electric, Self-lubricating. Many new ex- 
clusive features. From a bungalow to a 
skyscraper . . . there’s a dependable Ray- 
field-Staffco Oil Burner to handle your heat- 
ing job. Write for full details. 


RAYFIELD-STAFFCO BURNER CO. 


2066 CANALPORT AVENUE fod si tey \clome-mma 1 SS) fel} 


Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 


TYPE A—114,” to 3”. Maximum capacity to 1000 
GP.H., with #5 and #6 oil. 


TYPE B~34” and 1”. Maximum capacity to 100 
G.P.H., for #1 to #5 oil. 


TYPE C—%” and Y%”. Maximum capacity to 30 
G.P.H. of #1 to #3 oil. 


Write for Bulletin 1619 


PREFERRED UTILITIES MFG. CORP. 


Dept. OH NEW YORK 23,N. Y 
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You Can Improve Your Selling Technique . 


“THE SELLING MAN” 


BY W. A. MATHESON 


The one who reads this book, whether he is just starting 
ot whether he has been selling for many years, can gain 
knowedge of sales techniques. Each hard fact is based upon 
tested sales principles. Only $4.00 per copy. Send remit- 
tance to: 


2W. 45th st. fueloil & oil heat Nz. Y. 36, N.Y. 
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CORROSION. 
RESISTANT 
FLOAT 

is made of 304 
Stainless Steel for 
long, trouble-free 
service. Can also 
be made of spe- 
cial materials for 
extreme local con- 
ditions. 


Amagnetic sleeve, 
raised and lowered 
within a nonmag- 
netic tube, attracts 
orrepels an Alnico 
permanent mag- aa 
net attached to a 
mercury switch. 
Basically, this is 
Magnetrol. 





poses 


MERCURY-TO-MERCURY 
SWITCH 


requires no service—con- 
tacts never pit, burn or 
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PERMANENT 
ALNICO MAGNET 
links water level with 
electrical controls; pre- 
vents failure of mechan- 

ical linkages. 


Here’s “Low Maintenance 


BOILER 
SAFETY 


—— ey a 
MAENETROL 


BOILER WATER 
LEVEL CONTROLS 


“Blow-down” the float chamber 
once-a-shift,; inspect the switches 
once a month—that’s all you have 
|; to do to keep a Magnetrol in tip- 
? top safe shape. It’s made that way. 
The secret is all in the simple 
magnetic operating principle as 
pioneered and perfected by Magnetrol. 





NO-SCALE 

FLOAT CHAMBER LINER 
“flexes” off scale; prevents 
float “sticking”. 


Standard Magnetrol Units are 
available for pressures to 600 psi 
and temperatures to 750°F., for 
single or multi-stage control with 
as many as three separate switching 
actions. Also special units for more 
AS extreme requirements. For full de- 
tails, mail coupon. 








MAGNETROL, Inc. 
MAGNETROL, Inc. ean hs 


cereale diemmeertlieeenaatiiceenatnitimenet ene cere timer tI ce I a a 


MAGNETROL, Inc., 2104 $. Marshall Bivd., Chicago 23, Ill. 


1 
Gentlemen: Please send me Catalog Section III and full in- ; 
formation on Megnetrol Boiler Water Level Controls. 


NE bec i cbccwocdcterdeveverewecertdetensdnopesékoearede i 

COMPEMY 2. cccccccncvdedeccectvesetscencctecerecscecessous | 

NG 8. ico cd pcce cating on ERE Cod ca dale Cesebnee pees ¢ba0teee | 

GY cccwccsccccsvctenssenndsents Zone ....- Slade .ccccsccces | 

meen er ee ieee 
101 



















DISTRIBUTORS 
AND DEALERS 


WANTED 


FOR THIS 


OIL BURNER 


SUPPLEMENTS THE 
STANDARD LINES 


This is mot another standard resi- 
dence-size burner, though it may /ook 
like one. It is designed especially for 
commercial and industrial installa- 
tions, and incorporates features: nec- 
essary for heavy-duty performance — 
two-stage fire, built-in controls for 
Pre-purge, st-purge, and high-low- 
off fire with automatic air/fuel ratio 
settings, terminal strips for accessory 
wiring, and wide ranges of capacities. 


FOR 20 TO 150 H.P. BOILERS 
HIGH STACK NOT REQUIRED 


SYNCRO/FLAME Burners have extra 
power to fire even into a strong back 
pressure. NO ordinary burner can do 
this! SYNCRO/FLAME can add a 
specialty to your regular lines. Valu- 
able territories are still open. 


soonest 


LITERATURE ON REQUEST 


Write today for a selection of our 
Data Sheets. Learn. more about 
SYNCRO/FLAME! 


MANUFACTURERS OF OIL AND GAS AND OIL/GAS BURNERS 


SYNCHRONOUS FLAME, INC. 
WALWORTH ¢® WISCONSIN 
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aT: 


firing rate equals the rate at which oil 
is drawn in through the suction line. 
Suction lines are 2” some jobs, 2'/2” 
on others—are not undersize. 
D. F., Indianapolis 
A. You give a perfect example of a 
vicious circle: (1) Your suction-line 
vacuums are high because no hot oil 


returns to your tank bells and finds its 
_ way into suction lines to heat them; 
| and (2) No hot oil is returning to the 
| tank bells and finding its way into the 
| suction lines because the suction-line 
| vacuums are high. 


You can start out facing the prob- 


| lem with this basic principle in mind. 
| Suction line vacuums above 21” or 23”, 
| which you describe, are entirely too 
| high, Vacuums that high are respon- 


sible for properly designed burners 


| failing to return oil to their storage 
| tanks. No matter how excellent the 
| burner design, or how large the pump 
| in the burner, you should not expect 
| a generous flow of oil in the return 
| line while the burner’s pump is devel- 
| oping a vacuum above 23” in its efforts 
| to draw in oil from an outside tank. 


Under these conditions, you should 
expect no flow of oil through the re- 
turn line—and that’s precisely what 
you are facing. 

The suction lines of the jobs you 
describe receive no heat, if a flow of 
hot oil through the return lines does 
not give them heat. Under the condi- 
tions described above (no flow of hot 
oil through the return lines to the 
tanks) the suction lines of these instal- 
lations become too cold. The tempera- 
ture of the incoming, suction-line oil 
should not be below 100°F. for some 


| No. 6 oils, and 120°F. for others, But 
| we'll bet that on your jobs this suc- 


tion-line temperature is below 85°F.— 
the vacuums you cite of over 23” 


| testifies to that. 


The burners you describe do not 
need larger oil pumps to draw in more 
oil from their suction lines. These 
burners need temperatures of up to 
about 110°F. or 125°F. for all the fuel- 


| oil in their suction lines. Simply do 


the engineering job that heats the gue. 
tion-line oil sufficiently to drop the 
suction-line vacuum of these burners 
below 15”, and you'll hit the nail on 
the head and end the trouble these 
burners are giving. The suction-line 
vacuum gages of these burners should 
not read higher than 15”. Higher 


readings are the cause of your trouble 


Q. Of the following two systems for 
heating No. 6 oil which do you recom 
mend? 

1. Using a circulator to circulate 
boiler water through a below water 
line heater. 

2. Using a circulator to circulate 
boiler water to a tank heater. 

What is wrong when carbon form; 
completely around the burner plate 
fire cone? 

W.R. M., Jamaica, N.Y. 

A. Usual practice for rotary-cup 
burners using No. 6 oil is to provide 
every job with an under-the-waterline 
heater of sufficient capacity to heat the 
oil to the temperature at which it can 
be well atomized. Depending on the 
characteristics of the No. 6 oil and 
the particular burner model, the ur 
der-the-waterline heater may heat the 
oil to perhaps 145°F. or 165°F. This 
refers, of course, to low-pressure steam 
boilers. Steam-type heaters are used 
for steam boilers not of the low-prey 
sure type. 

Tank heating coils are used either 
to keep moderately warm all the stored 
fueloil in the tank, or to arrive at tem 
peratures of about 90°F. to 110°F, for 
the oil entering the boiler room 
through the suction line. 

Read the excellent article by G. W. 
Bohn which starts on p. 86 of the 
March, 1956 issue of FuELom @ Ot 
Hear. Entitled “Handling and bum 
ing Today’s No. 6 Oils.” 

Important: You do not circulate 
boiler water through tank-heatiig 
coils. You can circulate the water ol 
separate, closed or open hot-water §* 
tem. Through use of an indirect walet 
heater or heat exchange, you can & 
boiler water to heat the water im 
separate hot-water system. Or you? 
power the system by a small oilfied 
boiler. A separate boiler is best for 
most jobs, for it helps start the burt 
using No. 6 oil when the big 
fired by this burner, is cold. 
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“1 Reads in gallons for 
i customer convenience 


forms 


plate 


NT. 
ry-cup 


iterline 
eat the 
it can @ Has easy-to-read numbers. 
_ @ Requires only 4” clearance for installation. 
@ Fits conveniently, safely in serviceman’s kit. 


_@ Costs less to ship than other gauges. 


GIVES QUALITY APPEARANCE TO ANY JOB! 


i 





Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 


activities to the editor by the Sth. 


Annual Business Conference 
features the NHAW Convention 


THE SECOND ANNUAL business con- 
ference for manufacturers and whole- 
salers will be a feature of the fall con- 
vention of the National Heating and 
Airconditioning Wholesalers, Inc., in 
Columbus, Ohio, December 3, 4 and 5. 

Conference booths will be arranged 
for manufacturers at the session to be 
held the second day of the convention. 
Opening ceremonies will be held, door 
prizes will be awarded to those in the 





Here’s Why Sinclair Fuel Oil Distributors 


Sinclair Fuel Oil is easy to sell. It burns 

clean — keeps service calls to a minimum. 

Sinclair distributors get extra sales support. Strong ads are 
designed for local use. A special sales training program 
offers new profit-making ideas. Vast production and stor- 
age facilities assure Sinclair distributors of a steady and 


ample supply of products. 


Build a better business. Increase your profits. Write for 
details today. Sinclair Refining Company, 600 Fifth Ave., 


New York 20, N. Y. 


SINCLAIR FUEL OIL with rp-119° 





conference area at various interval; 
during the program and a buffy 
luncheon will be served in the section 

At other sessions of the convention, 
various aspects of the wholesaler-map, 
ufacturer relationship will be dis 
cussed, Among topics to be explored 
is how to make a better merchandiser 
of the wholesaler so that he can com, 
pete for big dealer business more ably 
against direct-selling manufacturers 

Another subject of discussion yj 
be wholesaler vs. manufacturer fe 
sponsibility as regards good trade prac 
tices. Special attention will be given 
also to the NHAW heating and cooling 
dealer education program organized 
and guided by Dr. William B. Logan 
of Ohio State University. 


Amca holds general Meeting, 
its First since Formation 


THE FIRST general meeting of the Air 
Moving and Conditioning Associa 
tion, Inc., since its formation early 
this year by merger of several asw 
ciations was held October 2, 3 and4 
at the Greenbrier, White Sulphur 
Springs, W. Va. 

Representatives of 51 member com 
panies attended to discuss common in 
dustry problems, new developments 
and plans for the coming year. 

The group was formed in January, 
1956, with the purposes of: encour 
aging development of the engineering 
sciences as related to air moving and 
conditioning devices; standardizing 
testing methods for determining per 
formance ratings, and collecting and 
disseminating information to members 
industry and the general public. 

Association headquarters are # 
2159 Guardian Bldg., Detroit %, 
Mich. L. O. Monroe is executive vice 
president; Robert E. O'Rourke is hi 
assistant. : 


New England oui and Engines# 
Group hold Forum on Cooling 


AN EDUCATIONAL FORUM on. sum 
airconditioning was held in Bose § 
September 21, 22 and 23 under te ' 
co-sponsorship of the Oil-Heat [nt § 
tute of New England and the later & 
national Refrigeration Service Eng 
neers Society. 
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Rules and regulations of 
the FCC require every 

ting, station in the Amateur, 
Standard Broadcasting, 

. Public Safety, Special 

the Air industrial sam Land 

Asse Transportation Radio 

neatly Services to observe all 
Conelrad radio alerts. 

ral ase 

3 and 4 

Sulphur 

ber com 

amon in In buying equipment for Civil Defense moni- Conelrad “‘cluster’’ stations until signal 

lopments toring purposes, you will want to have the from one or other is received. 

most foolproof equipment. RCA’s Type . : : 

“ CR-17A Conelrad Receiver offers the fol- 4. Designed for ComtInAONS onerapon. 

January, lowing noteworthy features: 5. Two tuning sections—Section 1 is tun- 

encour’ : Ae able to any frequency in broadeast band; 

sineering 1, Silent, annoyance-free monitoring plus Section 2 is preset to Conelrad frequency 

ial tad provision for audible monitoring and ex- 640 or 1240 kc. 

vane? ternal alarm. sige 

Jardizing 6. Supersensitive, permanent-magnet 

sing per 2, Automatic switching to preset Conelrad electro-dynamic speaker assuring fine 
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members, 3. In absence of radio signal, automatic 7. Fulfills requirements of Federal Com- 
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*Price in U.S.A., subject to change without notice. Use coupon for ordering or information 











Radio Corporation of America 
RCA A Communications Products, Dept. K-252 
Building 15-1, Camden, N. J. 
iginees way > (_] Please send me______RCA Type CR-17A 550-1600 MC 
a | Conelrad Receivers @ *$115 ea. 
Cooling (-] Check enclosed [] Bill Company 
We absorb shipping charges within Continental U.S.A. on all 
, summer COMMUNICATIONS PRODUCTS prepaid Conelrad Receiver orders. 
1 Boston CAMDEN, NEW JERSEY | (-] Send me complete information. 


NAME. 





COMPANY 
he Inter & In Canada: RCA VICTOR Company Limited, ADDRESS 


Montreal 








CITY. 






























. . .« Industry Groups 


Northwest OHI advisory group 
increases advertising Budget 


AN INCREASE of 20% for Pacific 
Northwest oilheat advertising budgets 
was approved by the Oil-Heat Insti- 
tute Regional Advisory Committee at 
a recent meeting when suppliers agreed 
to raise their contributions from 40% 
to 50% of total campaign expendi 
tures for the 1956-57 year. 

The advisory group approved, in 
principle, dealer-supplier budgets total- 
ing better than $450,000 to be spent 
in Northwest markets. 

Supplier representatives attending 
the meeting in Portland were Charles 
L. Ainslie, Time Oil, Seattle; L. M. 
Butterworth, General Petroleum, Los 
Angeles; R. M. Douglas, Standard 
Oil, San Francisco; James T. Foster, 
Richfield, Los Angeles; Len L. Lewis, 
Tidewater, Seattle; W. C. Myers, Sig- 
nal, Los Angeles; John McDonald, 
Husky, Spokane; and Charles B. Mc- 
Glashan, Shell, San Francisco. 

Representing the Washington OHI 
were M. N. Vining, W. G. Warring- 
ton, Fred B. Griffin and Robert G. 


Elmslie. Representing the Spokane 
Fuel Oil Dealers Association were 
Leon Boyle, Flavian Croiteau and 
Robert McCann. George Basta, Reno, 
represented Northern Nevada OHI. 

Oregon members attending included 
Fred Macdonald, Cliff Arnston, Leon- 
ard Gehrke, Paul Harbaugh, Henry 
C. Auld, Jr., Dale Josephson and Dick 
Kluzek. Josephson also represented 
Southern Idaho OHI. 


Illinois-lowa Chapter, 64th 
unit of ASHAE, is chartered 


THE CHARTER MEETING of the IIlinois- 
Iowa Chapter, American Society of 
Heating and Air-Conditioning Engi- 
neers, was held September 19 in Mo- 
line, Ill. The new chapter is the 64th 
group to be added to the Society’s 
membership. 

Officers of the new chapter, who 
were installed by Society president 
John W. James, Chicago, Ill., include 
Robert L. Graham, Rock Island, IIl., 
president; Everett O. Hull, Peoria, 
Ill., treasurer; Donald H. Ninow, Mo- 
line, IIl., secretary. 


Many topics on convention 


Agenda of N. C. Jobbers 


A NUMBER of topics have been listed 
for discussion at the convention of 
the North Carolina Oil Jobbers Aggy 
ciation being held in the Carolin, 
Hotel, Pinehurst, October 14-17, 

Among them are oilburner servic 
school, natural gas competition, 9j 
heat promotion, Jobber Managemen 
Institute and sliding scale margins 

Members of the Association pap 
ticipated in an all-day OHI roundtabk 
dealer management conference x 
Grove Park, Asheville, on September 
19, held during the meeting there of 
the Oil-Heat Institute of America 
board of directors. 


Air Pollution Control Assn, 
lists semi-annual Meeting 


SYMPOSIUMS on the odor, sulfur and 
dust problems will highlight the semi 
annual meeting of the Air Pollution 
Control Association to be held in the 
Rice Hotel, Houston, Texas, Decem 
ber 3, 4 and J. 
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7 MICRO FUEL OIL FILTERS 


e Attractive New Packaging e Lower Prices 
@ Hi-Chrome and Brushed Zinc Plated 





anew > $s tunel 


new 





PK-150 U/L * “3 





jihad 


Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 
line clogging. 


SEND FOR 1955-56 Catalog and new low prices 


® 

CHEMISTONE Micro ELEMENT (not 
a ceramic). The replaceable Chemistone 
Element offers true depth filtration .. . 
practically no flow resistance. Chemistone 
is NOT interchangeable with any other 
type cartridge. The seasonal element re- 
placement business is YOURS and 
remains YOURS. 





PRODU 


Division of 
KLEMM AUTOMOTIVE PRODUCTS CO 
1722 North Damen Avenue » Chicago 47, 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 
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ESTIMATING HEAT RADIATION 




















nie IS SIMPLE AND QUICK 
“17, 
r Service with 
tion, oi 
4 Beacon Rapiation Book 
ind 
ence at Price E S 
oa ait t |e] 19 x 29 
id 
meric Thousands of Sh eee 
e 0 U 

Heating Men oe - CEILING HEIGHT - 
ssn. use this book Ss P. 7" 8' 9g* 10° 41" 492° 
g each day and a ae 
lh soy, Wha a ER : 
olution Big Time Saver.” 
id in the 

Order yours today! 4 lias pocket-size book shows the required radia- 


tion for all rooms of ordinary size with from 
one to three windows, one to three exposures, and 
every combination of walls exposed. Figures are 
based on calculations of the space by the Bru method 





on a 0° to 70° design temperature. A table shows 


? | V7 |: \( | \ Hl) corrections for other design temperatures. 
| & P 
" I | \| ( \ iH) Steam and hot water radiation required for every 
Oo} | room from 5 x 5 to 20 x 30 ft. A single volume of 
l ) Ih 175 tables. 
4) and HEAT 1055 GUIDE HT 
oO i ii Other sections of the book show the square feet 


of radiation in each section of radiators of various 
styles and designs. A wealth of information on 
required radiation that can be carried easily in a 


pocket or brief case, or used as a desk reference. 





PLEASE MAIL REMITTANCE WITH ORDER! 


FUELOIL & OIL HEAT : New York 36, N.Y. 
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AMCA studies Ratings Program 
for air moving Equipment 


A REPORT on a proposed program of 
certified performance ratings for air 
moving equipment will be made at the 
annual meeting of the Air Moving and 
Conditioning Association this month 
in White Sulphur Springs, W. Va., 
by the committee presently studying 
the project. 

Explaining the project, E. E. Trick- 
ler, New York Blower Co., Chicago, 
and national committee chairman of 


the Certified Rating Committee, said: 
“AMCA is considering issuing a cer- 
tified rating seal to both member and 
nonmember companies whose products 
can qualify. The appearance of the 
seal on equipment would indicate that 
it will operate according to published 
performance rating.” 

To qualify for the seal, the equip- 
ment manufacturer would have to 
prove that he has complied with all 
test requirements and that he is fol- 
lowing prescribed procedures to as- 





161) | 


the amazing new product that 


REMOVES the CAUSE of | 
FUEL OIL TROUBLES aT 


.-a@ geod PRODUCT for your customers 


FUEL-TRON really works ... 
cause it removes the cause of trouble 


in oil burners, tanks and lines. 


e Removes water and sludge 
e Prevents rust, corrosion 


e Keeps burners and tanks clean 


e Saves fuel and servicing 


NEW. . IMPROVED 


a 


; y 


be- 





- . —-s- YOUR COST AND YOUR PROFIT 


GOOD PROFIT Sie 


for the dealer! 


To Case LIST 


PROFIT 
11.42, 
15.60 


Price COST . 
6 6.50 ea. 23.40 


FREE LOCAL ADVERTISING 


of dealer's own choice! 


{ & ee THIS CERTIFICATE, WORTH $1.50 
in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 














items in his regular local advertising. 


© 


Manufactured by 
RADIATOR SPECIALTY CO. 
1700 Dowd Road « Charlotte, N.C. 


In Canoda: Radiator Specialty Co. itd., Toronts 





sure maintenance of the performang 
rating. The committee proposes ty 
make annual inspections of labor, 
tories at which tests are made to chee, 
the reliability of its equipment an 
methods as well as to qualify the lay. 
ratory initially. 

ee 
Pa. Group has annual Meeting, 
plans a management Institute 


MEMBERS of the Pennsylvania Petro 
leum Association, attending the a 
nual Fall convention at the Pocong 
Manor, Pocono, Pa., September 2}. 
25, heard addresses by William Har 
gadine, Jr., U. S. Department of Lz 
bor; John A. Miller, general manager 
of marketing, Esso Standard Oil Co, 
and Hon. Joseph J. Lawler, Pennsyl 
vania secretary of highways. 

In addition to general busines 
meetings and jobbers’ conferences 
events included the annual fall golf 
contest, a reception and an evening 
of entertainment. 

The group announces sponsorship 
of a management institute at the 
Pennsylvania State University, Octo 
ber 21, 22 and 23. L. T. White, Cities 
Service, will conduct a session on mar’ 
keting; Dr. McKinley of the Univer 
sity staff will cover the topic of 
money; John B. Shields, John Woo 
Co., is to discuss merchandising; 
Charles J. Martin, assisted by Hd 
Schramko, Esso, credit management. 


%, 
oe 

Suggests Term to cover water 
Systems for Heating, Cooling 


A COMMITTEE of the Institute of Boiler 
and Radiator Manufacturers, charged 
with the job of finding a term to covet 
the whole operation involved in the 
use of chilled water cooling equif 
ment with hot water heating, has sf 
gested “liquid heating and air cond 
tioning system.” 

The committee pointed out that te 
name is sufficiently broad to cove 
various functions such as heating 
cooling, indirect heating of domes 
water with the house heating bollét” 
and snow melting by use of the heal 
ing system. It was also suggested 
the name might be shortened eventt#t 
ly to “liquid airconditioning system 
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Field draft controls 
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of H. D. Conkey & Company, Mendota, Ill. 
AFFILIATES: 

Conco Building Products, Inc. « Brick, Tile, Stone 

Conco Materials Handling Div. « Cranes, Hoists 
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Represented in Canada by Ontor Limited, 
12 Leswyn Road Toronto 10, Ont., Canada 





SIZES 
6” THRU 9” 

Field “RC” Con- 

trols for domestic oil and 
coal fired heating plants, for 
flue sizes 5” through 10” 



























SIZES 

8” THRU 32’ 
Field “MG” Double- 
Acting Controls for gas 
fired commercial and 
industrial heating plants 


- $IZES 
/ 6" THRU 32’ 
Field “M" Controls 
for oil and coal fired 
domestic, commercial 
and industrial heating plants 
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have been organized, dealer members 
will assist in expanding the oragniza- fusion that resulted from the FCC’s gp 
tion into smaller neighboring commu- linquishing its right to assign frequen 
nities, Ralph Rudolph, Boise, associa- cies. 

tion president, said. Dale Josephson, By maintaining a complete file op 
OHI of Oregon manager, is serving as all radio frequencies in use in the spe- 
cial industrial band, the OHILI can ad 
vise members planning to install two 
way radio what frequencies are likely 
to prove troublesome. 

A general meeting held the evening 
of September 18 climaxed a day-long 
credit conference sponsored by the 
OHILI. During the conference, legal 


Southern Idaho ont chapter of Long Island to eliminate the cop 


continues organization Drive 


ORGANIZATIONAL MEETINGS were held 
in Idaho Falls and Pocatello by the 
Southern Idaho Chapter, Oil Heat In- 
stitute, as the membership campaign 
in the chapter area continued. 


executive secretary of the chapter. 


Some 70 members already have On establishes advisory 


been signeZ in La Grande, Baker, the ‘ i 
Service on two-way Radios 


Snake River Valley area, Caldwell, 
Nampa, Meridian, Boise, Mountain 
Home and Twin Falls. 


After the larger marketing areas 


AN ADVISORY service for co-ordination 
of two-way radio frequencies has been 
established by the Oil Heat Institute 


Sheared to Size—Less Scrap 
Save Time—Cut Costs 


The right steel makes all the dif- 
ference in your oil heat combus- 
tion chambers. That’s why it pays 
to use Ingersoll heat-resisting 
stainless steel! 


It’s easy to fabricate—because it 
has exceptional forming qualities. 


It withstands high temperatures 
—because its analysis is correct. 


It’s uniform in quality—because 
Ingersoll specializes in producing 
this type of steel. 


It comes to you sheared to your 
specified blank sizes, or multiples 
thereof, depending on size—so it 
saves you time, money and scrap. 


Specify Ingersoll—and profit by 
the difference! 


Write, wire or phone for details 


Indersoll 
STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Ill. 


\ * Plant: New Castle, Indiana 


110 


for your 


COMBUSTION 
CHAMBERS 





aspects of credit and collection work 
were outlined, a panel discussion on 
practical day-to-day problems was held 
and two olic films were shown. 
Six-week refresher courses on low 
pressure oilburners sponsored by the 
OHILI got underway September 11 a 
the Long Island Institute of Agricul 
ture and Technology, Farmingdale, 
N. Y., and September 12 at Port Jef: 
ferson (N. Y.) High School. 


Northwest Oil Jobbers list 


January Convention date 


THE ANNUAL convention of | the 
Northwest Petroleum Association will 
be held January 23-24 at the Nicollet 
Hotel, Minneapolis, Minn. Reserv 
tion manager for the event is William 


Dordell. 


Oil Co. Presidents address 


Desk and Derrick Convention 


PRESIDENTS Bruce K. Brown and H 
S. M. Burns of Pan-Am Southem 
Corp. and Shell Oil Co., respectively, 
were featured speakers at the 5th an 
nual convention of the Association of 
Desk and Derrick Clubs of North 
America September 7-8 in New Or 
leans, La. 

In addition to business sessions, 
members participated in a Mardi Gms 
carnival ball, saw a fashion show, took 
field trips to land and offshore pi 
ducing operations and made sights 
ing tours. 


3-day Sales Training School 
is sponsored by Oregon OH! 


A THREE’DAY sales training school w# 
held September 5, 6 and 7 under the 
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ABC 
uses Delavan Nozzles as 
Original Equipment 





The Automatic Burner Corporation uses Delavan 
Nozzles as original equipment on many models of 
their famous ABC Oil Burners. ABC engineers em- 
phasize that the selection of the nozzle is an im- 
portant factor in obtaining the clean, highly efficient 
and quiet flame for which ABC burners are noted. 





Delavan Nozzles deliver the same 
uniform dependability ... the 
same soft, quiet fires time after 
time... whether they are used as 
original equipment in new burners 
or as replacements on service calls. 
See for yourself. Test Delavan 
Nozzles and you'll see why thou- 
sands of servicemen across the 
country insist on Delavan. 








Write for Catalog’ No. 148C 
WEST DES MOINES IOWA 


veloil 
Ihe 
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sponsorship of the Oil-Heat Institute 
of Oregon, Portland, and with Ray 
Horan as instructor. 

Horan is a former director of sales 
education for General Electric, na- 
tional organizer of the Oil-Heat Insti- 
tute’s distribution division and, pres- 
ently, merchandising manager of Per- 
fex Division, General Controls Co. 











Hiff's Sniffs 

We may not read all of the bulle- 
tins of oil associations that come 
in, but we do catch some of the 
high spots like this one from the 
Northwest Petroleum Assn., and 
its secretary, that Midwestern 
Longfellow, Hiff Horning— 
“SMELLS. Driving through the 
beautiful north woods country the 
other day, I was smitten with an 
uncontrollable urge to get out and 
slog through the woods. It must 
have been a neanderthal instinct, 
or a sluggish awakening of the 
blood in my bourbon stream, but 
I yielded to the impulse, and I’m 
glad I did. 





“The old logging road ended 
about a half-mile into the forest, 
and I took off my coat and tie, 
rolled up my cuffs, took a cub scout 
reading on directions, and walked 
off into the woods. It was morn- 
ing, and somehow or other my per- 
ceptions were abnormally keen. I 
reveled more than I knew I was 
capable of. There was sheer pleas- 
ure in the sights, sounds, feel, and 
smells of everything around me as 
I meandered my way along a small 
deer path leading down to a pool. 
And suddenly I was aware that my 
fifth sense—taste, was also in use. 
I could ‘taste’ the smells in the air. 


“The sloughing of the wind high 
up in the branches, melded with 
the songs and chirps of a thousand 
birds. The gurgling of a small brook 
fighting its way over the rocks, was 
an elegy of music. And all around 
was a fugue of sound concocted in 
silence. 


“But most of all, I was aware of 
the long-forgotten smells in the 


woods. Sticky resins were oozing 
from the evergreens, enriching the 
air for miles around. Taking a 
handful of buds and needles, | 
rubbed them and buried my nose 
in their spicy fragrance. Balsam, | 
think, is my favorite smell, and | 
sat down in a grove of them, lean- 
ing against the trunk of a big one. 
And then I just closed my eyes, and 
I smelled. It was pure spice 


“Finally, I came to a clearing in 
the woods, and there I got re 
acquainted with still another smell 
—muskeg. There’s a something in 
the air around a bog which is found 
nowhere else. It’s an essence com- 
pounded of moss, long grasses, dank 
water, and heather, and the dark 
acid of the peat. I stood there 
awhile, and memories of sling shot, 
and frying frog legs over an open 
fire came back to me. 


“It was a heady interlude—a real 
whiff of the woods—and I’m going 
back there some day soon—all 
alone.” 








“BIG 3” IN SHOPS LIKE YOURS! 
—§_Geneca€ 








AVERAGE FURNACES 
2A-700A 


(For Large or Extra 


Dirty Furnaces, Deluxe 





~ “Medel 2A-300) 


FIRST in Features . . 7/KS7 in Profits 
are famous for these deluxe fea- 


tures which protect burner nozzles and pump parts and save 
customers’ fuel dollars: 1—Wool Felt “Step Back” Cartridge | ~ oath 


SPACE AND WATER 
HEATERS, SMALL 
OIL FURNACES 
1A-25A 


— exposes one-third more filtering surface, traps both particles 
and moisture; 2—Patented Treatment of Cartridge Center Core 
— eliminates lint, prevents bypassing, improves filtration by making 
felt more dense; 3—Leakproof, Lifetime Cap-Bowl Design; 4— 
Twin Air Vents; 5—Four-Minute Cartridge Replacement; 6— 
Cartridge Interchangeable with All Leading Filter Makes. 


Adelle MAbs anna ~=Model 200 is the only warm air humidi- 


fier using no service-stopping floats, needle valves or overflow lines! 
A simple, foolproof Nylon valve, located in the WATER-FLOW 
REGULATOR, obsoletes mechanical parts and controls evaporation 
by simple water flow! Customers can see rate of evaporation . 

can control humidity by number of evaporator plates used—5 to 15. 


Be a General Jobber or Dealer — WRITE 
—— GENERAL FILTERS, INC. 


43800 Grand River Ave., Novi, Mich. 


IN CANADA: CANADIAN GENERAL FILTERS, LTD. 
39 Crockford Blvd. Scarborough (Toronto 16), Ont. 


featuring 
WATER-FLOW 





Underwriters’ Laboratories Approved 
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LANTS AND TRUCK SERVICE 


duit, long-life, high-efficiency rotary pumps for 
very industrial application . . . all thoroughly pre- 
sted for handling asphalt, gasoline, greases, oils, 
opane, butane, fuel oils, petro-chemicals and other 
etroleum products of varying weights and viscos- 
ies. These five pumps will efficiently handle all: 





SERIES A—Standard Duty High and Low Speeds—for 
operating pressures under 125 psi. 


SERIES B—Standard UL Approved—for pumping hazard- 
ous liquids. 


SERIES C—Rugged Duty Packed—for medium or high 
viscosities at operating pressures up to 200 psi. 


SERIES D—Rugged Duty Sealed—for liquefied gases and 
other fluids of very light viscosity. 


SERIES E—Rugged Duty Steam Jacketed—with steam 
Jacket, for high viscosities. 


R ese new Wayne Pumps give positive action and 
ew volumetric efficiency. Have only two moving 
~4—the driver rotor precisely balanced in the 
“sing, and the idler—with Wayne’s exclusive roll- 
 8eat circular tooth design. With a Wayne you 

rid weit” same GPM with smaller, lighter- 









"HE WAYNE PUMP COMPANY 


Salisbury, Maryland 








POSITIVE DISPLACEMENT 
DESIGN 





1. Liquid is drawn into pump by suction created 
when pumping elements are disengaged. 


2. Crescent acts as valve, preventing backflow. 


3. Fluid is forced out discharge port as pumping 
elements re-engage. 
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Send this coupon for FREE new and 
novel PUMP Selector Guide 











Yee ese sees 





See Se cee se er 


PUMP SELECTOR GUIDE 


r\ 

i THE WAYNE PUMP COMPANY! 
4 Salisbury, Maryland 
Please send my free copy of new “Pump Selector Guide.” j 
NAME TITLE 
{ COMPANY 
5 
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A SMALL 


BOILER 
THAT DOES 


A BIG 


WATER HEAT 


a complete packaged unit 
all wired and assembled 
ready for fast installation 


Equipped with combustion chamber entirely 
surrounded by water plus a single panel for 
all safety controls, safe, efficient KOVEN 75 
provides the absolute tops in high-grade, low- 
cost performance. Sized perfectly for modern- 
day space restrictions . . . features minimum 
installation costs, maximum heat, rust-free hot 
water for satisfied customers—plentiful sales. 


FULLY WIRED AND ASSEMBLED (as illustrated) 


FITS THROUGH A 30-INCH DOOR in easy 
one-man handling crate 


HELLO AND 
GOODBYE 


NATIONALLY 
ADVERTISED 


| <::) WATERFILM BOILERS, INC. 


~a division of L, O. KOVEN & BRO., INC. 
154 Ogden Ave., Jersey City 7, N. J. 
PLANTS: Jersey City, N. J. + Dover, N. J. * Trenton, N. J. 





New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 130 to FUELOL & On 
HEAT, 2 West 45 St., New York 36, N. Y., and iden 
tify the product by circling its number on the coupon, 


Enterprise gas-oil Burner features 
spudless gas Ring inside Protector 


A NEW TYPE AY combination gas-oil ring-type burner by 
Enterprise features a spudless gas ring recessed inside a 
cast-iron nozzle pro- 

tector permitting in- 

stallation from out- 

side the furnace. 

With the converging 

nozzle protector act- 

ing as a form for 

refractory materials, 

the burner also may 

be removed from | 

outside the furnace 4 

without disturbing the firebox lining. The entire assembly 
and all piping are outside the firebox. 

The burner, UL approved, is listed for all grades of fuel 
oil and city or LP gas. It is available in 12 sizes ranging 
from 4 to 200 gph and 600 to 30,000 cu. ft. of gas pet 
hour. 

Made by: Enterprise Engine € Machinery Co., 18th 
and Florida Sts., San Francisco 10, Calif. 


Circle El on coupon, page 130 


Portable ''Fenway Nibbler'’ cuts 
without Distortion, saves Costs 


A PORTABLE CUTTING TOOL, the “Fenway Nibbler,” is said 
to cut without distortion on either side. 

A feature of the tool is its maneuverability—it follows 
a pattern or template and cuts from any angle. It is u% 
ful in cutting holes in tubes and ducts where it is nece’ 
sary to retain original contour. 

The motor is 1 hp, universal type for either Dc or 
115 volts up to 60 cycle. The frame is lightweight <* 
aluminum. It is available in three models: the heavy duty 
Nibbler with a length of 1314” and minimum cutting 
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A LOW COST TEMPERING VALVE 


you can now afford to 
install on every tankless 
heater installation 


The Taco 503 Tempering Valve is a quality 
product in every respect. It’s adjustable. Has Taco’s 
field-proven hermetically sealed thermostatic 
element... the element used since 1938 with less 
than 1/10 of 1% returned for mechanical failure 
...arecord unequalled in the industry! 

Put an end to the trouble of excessively-hot domestic 
hot water and costly call-backs. Buy and 

install the low-cost Taco #503 Tempering Valves. 


TACO HEATERS INCORPORATED 
1160 CRANSTON STREET +* CRANSTON 9, RHODE ISLAND 
342 Madison Ave.,N.Y.17,N.Y. © 4 Gilead Place, Toronto 2, Can. 


Write for Technical Data Sheet TDS6 
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Address. 
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FOR THE HEAT 
OF YOUR LIFE 


(jibraltar 


Wh 
FIRED 


PACKAGED 
UNITS 


Completely assembled. 


Minneapolis-Honeywell controls. 


Residential heating at its peak— 
efficiency, economy, simplicity 
of installation—largest volume 
boiler water capacity for 
efficient domestic hot water 
and heat. 


All boilers are A.S.M.E. 
constructed. 


Gibraltar 
CORPORATION OF AMERICA 


223 N. NINTH ST. + BROOKLYN II, N. Y. 
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radius of 6” which will cut 10 gauge stainless steel (3 
gauge mild); and two smaller models, 10” long with mini 
mum cutting radii of 74” which cut 14 gauge and 15 
gauge steel. 


Made by: Fenway Machine Co., Inc., Edgemont & 
Clementine Sts., Philadelphia, Pa. 


Circle E2 on coupon, page 130 


Mel-Gauge Whistle-Alarm combines 
sausage-type tank Gauge with Alarm 


THE WHISTLE-ALARM fueloil tank gauge of the Mel-Gauge 
Co. is a combination sausage-type tank gauge with , 
whistle alarm in one compact unit 
ready to install. 

The gauge has five reading posi- 
tions, easy to read in any direction. 
The whistle stops blowing when the i} 
tank is filled within 15 gallons. i 

Installation involves screwing the A 
gauge into the threaded tank opening 
and inserting pipe into vent opening in ' 
gauge. It is operated by a series of sien 
flexible metal floats, supported by liquid in the tank. 

It is available with 114” x 114%” vent line or 2” x 14 
vent line for 275-gallon tanks with depths of 24”, 26’, 
42” and 44”, 


Made by: Mel-Gauge Co., Fozon Rd., East Haven, 
Conn. 


Circle E3 on coupon, page 130 


'"York-Power" Pump and Preheater 
Assemblies either Single, Duplex 


PACKAGED COMBINATIONS for preheating, straining and 
pumping heavy No. 5, No. 6 and Bunker C fueloils are 
available from York-Shipley 
in duplex (illustrated) or 
single assemblies. 

The “York-Power” pump 
and preheater assemblies come 
in four standard sizes for use 
with all burners designed to 
burn heavy oil: Model 100, 
pump size 2c, 100 gph; motor 
Y, hp.; Model 225, pump 
size 3c, 225 gph; motor 34 hp; Model 400, pump size * 
400 gph; motor 1 hp; Model 700, pump size 5c, 700 gph 
motor 11/2 hp. 

Equipment for single assemblies includes oil preheate! 
duplex oil strainer, fuel pump, motor pushbutton magnet 
starter, pressure gauge reading from 0 to 160 psi, 34’ © 
lief valve, sheaves and belts, fan-type temperature gave 
check valve and gate valves. These components are * 
sembled and mounted on a steel base plate and framé 


Made by: York-Shipley, Inc., York, Pa. 
Circle E4 on coupon, page 130 
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Crise Zonetrol units may be purchased individually 
or in packages including the thermostat and linkage. 


Zone control is now within the budgets of 

hundreds of your customers who have always 
wanted this comfort and convenience. 

Simplicity is the big feature of the Zonetrol. 

: Each is a complete, easy-to-install self-contained 

unit. No expensive master controls, power boxes or 

Sransformers are required, Just install a Zonetrol 


on the duct leading to the zoned area. Then, in 
response to thermostatic control, it will open 
or close the duct damper and, at the same time, 
start or stop the heating equipment . . . auto- 
matically. 

For additional information and prices see 
your wholesaler or write us. 


CONTROLS DIVISION 
COLUMBUS 16, OHIO 
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gtition 








The NATIONAL- U.S. PACKET 
all-in-one ... automatic 


HOME HEATING UNIT affords 
outstanding features you can 
turn into profits 


1. ADAPTABLE TO ALL LOCATIONS ... with any 
form of forced hot water heating ... radiant panels... 
radiant convectors ... baseboard heating ... and 
radiator heating. 

LOW INSTALLATION COSTS .. . Packets are 
factory-assembled and shipped as one unit comprised 
of burner, boiler, domestic water heater, controls, and 
all accessories. Only simple connections are required. 
ELIMINATION OF SEPARATE HEATERS... 
built-in water heater eliminates the need for a separate 
. water tank and heater with their attendant installation 
costs. 
EFFICIENT USE OF SPACE .. . compact size 
conforms with modern arrangements of using space 
efficiently. 
ECONOMICALLY PRICED .. . low first cost makes 
the Packet suitable for homes priced within the 
budget range of a huge segment of buyers. 
WINS CUSTOMERS AND PROSPECTS ... 
Packets provide the heating comfort, heating economy, 
and plentiful domestic hot water that home-owners 
need and enjoy. They’re smart in appearance and 
their white enameled jackets harmonize with all deco- 
rative schemes. 























National-U. S. Radiator 


CORPORATION 





HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pa, 





. . . « New Products 


Redesigned Armstrong R3 Evaporator 
has built-in Plenum, less Height 


THE CABINET of the Armstrong R3 upflow 2 and 3 top 
evaporator, which is used with the air-cooled condenser 
and usually installed on a basement 
model or hiboy furnace, now has a 
plenum built-in at the top so the dealer 
does not have to build one on the job. 
The new design also takes 7” off the 
height. 

Three knockouts are provided at the 
top of the R3 for 6” duct runs from the 
plenum chamber. An 18” x 12” plenum 
slot is outlined (at the corners) on the 
R3 for the dealer’s convenience. Cabinet 
colors are French gray with Armstrong 
blue in baked enamel. 

Made by: Armstrong Furnace Co., 
Columbus, Ohio. 


Circle E5 on coupon, page |30 





More massive Housing for Thulman 
Chimneys complement bigger Homes 


A NEW, more massive top housing for the Majestic Thul 
man chimney is now available as a deluxe feature for 
single chimney installations 
where a larger roof area re- 
quires a bigger chimney in 
order to maintain architec- 
tural harmony. 
The Model 101 Thulman 
chimney, measuring 18” x 27” 
instead of the usual 18” square, and with a rain cap II"x 
14” instead of 11” square, is available in a plain gray 
finish, or in a simulated-brick finish with embossed mortar 
lines of gray and bricks in off-white or red colors. The 
rain cap in buff color simulates a projecting flue tile. 
Made by: Majestic Co., Inc., Huntington, Indiana. 


Circle E6 on coupon, page 130 


Bell & Gossett's new air Control 
designed for side outlet Boilers 


AN AIRTROL boiler fitting made by Bell & Gossett 
pecially for side outlet boilers is described in a new cir 
cular outlining the complete 
line of Airtrol equipment. 
The Airtrol boiler fitting 
traps air at the boiler as it is 
released through heating, and 
directs it to the compression 
tank. The companion Airtrol tank fitting enables the in 
staller to start up the system initially with the proper # 
level in the tank. In operation, the tank fitting prevents 
air from leaving the tank and returning to the syst 
Made by: Bell & Gossett Co., Morton Grove, Ill 


Circle E7 on coupon, page 130 
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", 1» New Products 


Toridheet cooling Units applicable 
to old and new warm air Systems 


QOOLING UNITS of 2, 3 and 5 ton capacity have been 
designed by Toridheet to convert existing warm air heat- 
ing systems to year ‘round airconditioning but may be 
installed in new heating systems with equal effectiveness. 





The waterless remote condensing unit can be used in 
attic, utility room, basement or out-of-doors. A centrifu- 
gal type blower is standard for all capacities. 

Two types of evaporator coils are available—a flat evapo- 
rator blower package for addition air delivery and an “A” 
type for installation in furnace duct work or plenum. 
Refrigerant lines have quick disconnects for fast easy field 
connections. For servicing, disconnects automatically re- 
sal as connection is loosened. All low voltage wiring and 
controls are located indoors. 

Made by: Toridheet Division, Cleveland Steel Products 
Corp., Cleveland 11, Ohio. 


Circle E8 on coupon, page |30 


Reif-Rexoil Line includes both 
warm air and boiler Packages 


REIF-REXOIL’S oilfired line includes pre-packaged furnace 
and boiler-burner units, each fired with a Rexoil gun 
burner. The furnace unit, designated Rexair, is completely 
wired—the blower unit, fan and limit control—before 
shipment and ready for installation; the refractory com- 
bustion chamber is installed and the burner mounted and 
adjusted ready for operation. Jacket and heat exchanger 
are assembled and ready for use, while the thermostat 
and relay are “in the package” ready for installation. Units 
are available in Lo-Boy, Hi-Boy and Counter-flo models. 
Rexpak is a boiler package, featuring a wet base boiler, 
refractory combustion chamber and 3 gpm tankless heater. 








(5 mEL-GauGE 


Model S-500 
Sausage-Type TANK GAUGE 


with WHISTLE-ALARM 
in | COMPACT UNIT 


Ready Mastall 


Whistle Stops Blow 
ing When Tank Is Full 
Within 15 Gallons 


Gauge is Easy to Read in any 
Direction. Has 5 Reading 
Positions. 


Here Is WHY: 


The MEL-GAUGE S-500 
Gauge Is More Practical 
and More Efficient! 








@ There are no mechanical, 
moving parts to get out of 
order. 


© It is easy to install where 
there is little or fio head 
room. 


@ Can be installed in full or 
empty tanks. 


© All metal floats are double- 
sealed to prevent leakage. 

@ Simply screw the MEL- 
GAUGE Alarm-Tank Gauge 
into the threaded tank open- 
ing, install pipe into vent 
opening in gauge and the 
job is completed. 


MEL-GAUGE Alarm-Tank Gauges 
are available in two size openings, 
1-1/2” x 1-1/4” vent line and 2” 
x 1-1/4” vent line. 

Available for 275-Gallon basement 
tanks with depths of 24”, 26”, 42”, 
44” and special sizes. 

Write Today for Prices. 
Dealer's Inquiries Invited. 


MEL-GAUG Ez, 
c 


FOXON 


Ma LAUY 


ROAD @e@ EASTHAVEN, CONNECTICUT 




















Capacities of 56 standard 
and heavy duty models (6 to 
30-inches diameter) . . . 
140 CFM to 16,766 CFM with 
or without stacks. Greater 
capacities on special order. 


For Low-Cost Heating Plant 
m Exhausting and Industrial Venting... 
Investigate Quickdraft 


% NO FAN OBSTRUCTION IN EXHAUST LINE 
%& BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 
ve mm %& CAN BE USED WITH OR WITHOUT STACK 


FOR HEATING :PLANTS AND INCINERATORS. 
Quickdraft provides constant draft required for effi- 
cient and economical combustion. It prevents noxious 
concentrations of deadly fumes and dangerous accum- 
ulations of explosive gasses from escaping into build- 
ings. It eliminates pulsating or chattering, puffing, 
smoking and sooting. 


FOR INDUSTRIAL VENTING. Quickdraft elimi- 
nates down-time for cleaning and replacing fan blades 

. cuts maintenance costs. It is ideal for venting 
paint booths .. . abrasives, corrosive gasses, noxious 
fumes, high temperatures and moisture. 


FOR MOVING AIR ... in or out of buildings through 
ducts ... Quickdraft is outstanding. 


Send for engineering data 


Quickdraft 


COM PAN Y 





. « « « New Products 


The unit is shipped complete with burner, B & G circulator 
room thermostat, primary and circulator control, hot w, 
ter and limit control, draft regulator, combination presgure 
gauge and thermometer, wiring harness. 

Model A-2 Jet Fire oilburner by Rexoil is offered in th 
capacity range from 0.5 to 2.5 gph, adaptable for collar 
flange or pedestal mounting. The burner incorporate, 
Rexoil-designed air accelerating stabilizer, Super Heat com 
bustion head and Monotrol air meter, cast-in junction boy 
and Airex air turbulators and cast-iron fan housing. 

Made by: Reif-Rexoil, Inc., 37 Carroll St., Buffalo 3 


N. Y. 
Circle E9 on coupon, page 130 


"'Flash-Glo" warns Pedestrians 
of fueloil Hoses across Walks 


A WARNING device to prevent pedestrians’ stiumbling over 
fueloil hoses across walks, ““Flash-Glo” is said to reduce 
accidents, casualties and insurance 
claims. 
The housing is of heavy gauge 
steel with baked-on red enamel and 
red and white luminous imprint on 
both sides. It straddles up to 4” 
hoses. A two-way red flashing lamp 
atop the housing uses standard 6-volt lantern type battery. 
The small, compact unit weighs 4 lbs. 
Made by: L. S. Lerman, Union, N. J. 


Circle E10 on coupon, page |30 


Sid Harvey hot water Heater fired 
with standard Type pressure Burner 


AN OILFIRED water heater for domestic service is available 
from Sid Harvey. The unit is fired with a standard pressure 
type oilburner, designed for a recovery rate of 120 gals 
per hour. Tank capacity is 30 gals. in either glass lining 
or copper models. 

The heater is finished in white enamel and is insulated 
with a 214” thick pad of fiberglas. Shipped complete with 
burner and all controls, units are available at all 43 Sid 
Harvey stores. An especial feature of the heater is described 
as its really fast recovery rate. 

Made by: Sid Harvey, Inc., Valley Stream, N. Y. 


Circle El | on coupon, page 130 


New Titus 3-cone economy Model 
ceiling Diffuser adjustable-on-job 


AN ADJUSTABLE-ON-THE-JOB, economy model ceiling dir 

fuser, the 3-cone Model 1-1, has been added to Titus’ line 
Designed for high diffusion efh- 

ciency, the new model features the 

same “Curved Contour Cone” con- 

struction of the Titus 4-cone ceiling 

diffuser. A spring lock arrangement 

permits removal or installation of the inner cone assembly 
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Bryant is the oil 

line that gives your 
customers complete year- 
round air conditioning 
with either water-cooled or 
air-cooled matching units. 





Below are a few of the many 

features of Bryant oil-heating 

tN : and cooling equipment that make 

id ihe: Reeds" it the oil line with quick customer 
acceptance. Designed and engineered to 


er 
ilable perform together, these “Command-Aire” 
le twin units give you: 
pr 
120 gals. 
ss lining Model 315 — Furnace 
| * Compact, spacesaving 
insulated * Shipped assembled, including wiring Model 315 (Left) 
ae a ¢ “Fuel-saver” heating element Available in six capacities from 
ete with fie 75,000 B.T.U. to 144,000 B.T.U. 
1435 oe * Long-life, ceramic combustion chamber 
lescribed Nig eee Model 590 (Right) 
} — SSO — Air Conamerer Available in 2-ton, 3-ton and 5- 
* Designed to match Model 315 tom ceil: 
i. Y, i hie. * 1-point thermostatic control, completely 
7 wi For complete information 
automatic with use of power dampers call. youn nnasish nen acelin 
Pull-through coil design for greater utor, or write Bryant, 48 Monu- 
fficien t Circle, Indianapolis 4, Ind. 
el capers / men polis 4, 
| Durable, close-grained, cast iron 
compressor 
ling di : ) Fully insulated for quiet operation 
tus’ line Water cooled 


There’s a quality Bryant oil-fired 
unit to meet your most exacting 
Mode! S60 customers’ needs — for heating 
alone, or for complete year-round 


Air-cooled unit. Unusually compact. ° ancl 
complete air conditioning 41 conditioning. 
with any Bryant furnace. 


























Both mouse and Nu-Way Burner are 
quietly going about their business . . . 
with the least amount of disturbance. 
And that’s just typical of Nu-Way 
performance. There just aren’t any 
unnecessary noise-causing vibrations. 
Why? Because housing is machined for 
motor pump alignment to only 0.0015! 
Special coupling silently absorbs this 
minute alignment variation, And the 
sand-cast aluminum alloy housing is 
stronger, thicker . . . won’t warp or twist 
... holds motor and pump in permanent 
alignment. Ask for Bulletin N-1132. 


Write Nu-Way Corporation, 
Dept. FO-106, Rock Island, Illinois. 








. ...» New Products 


It is adjustable on the job to two different air patterns by 
simply changing screws on the inner cone assembly, D,. 
signed for exposed duct or flush mounting. 

Made by: Titus Manufacturing Corp., Waterloo, Tow, 


Circle E12 on coupon, page 130 


Automatic clock Thermostat by M-H 
newly-styled in modernistic Motif 


A NEW MODEL electric clock thermostat, artistically restyled 
in modernistic motif, has been unveiled by Minneapolis 
Honeywell. It features a gold body 
and a clear plastic-covered white 
face with modernistic temperature ; 
indicating scale and clock face. It 
is of the same size and rectangular 
shape of previous models and the 
internal components are the same. 
However, the mercury thermom- 
eters for temperature indication have been replaced with 
a coiled bi-metal element. Installation procedures are the 
same for model T852 as on the predecessor model known 
as the ““Chronotherm.” 

Made by: Minneapolis-Honeywell Regulator Co., Min: 
neapolis 6, Minn. 


Circle E13 on coupon, page 1|30 


Webster Electric portable, 25-lb. 
Pump empties fuel Tanks with Speed 


FOR USE in emptying fuel tanks for cleaning or trany 
ferring fueloil from one tank to another is a multi-purpos, 
portable motor pump set by 
Webster Electric Co. which has 
a capacity of 250 gph yet weighs 
only 25 Ibs. 

The set consists of a Webster 
Electric 3LBM pump, a 14 hp 
Leland motor and a 25-ft. ex- 
tension cord on. self-winding 
reel. The external gear pump is available with an interna 
relief valve permitting regulation of pressures between 5 
and 200 psi. End face seal and helical gears for quiet 
operation are standard. Pumps handle No. 1, 2 or 4 fuel 
oil. Smaller capacities also are available. 


Made by: Webster Electric Co., Racine, Wis. 
Circle E14 on coupon, page |30 


Morysville sweeper-cleaner Body 
built for oil furnace Servicing 


ESPECIALLY designed by Morysville Body Works for oi! 
fired boiler and furnace servicing, a new oilburner sweepe! 
and cleaner truck body con- 

tains a 30” x 74” x 40” vac- 

uum cleaner compartment, 

vacuum hose and air filter 

compartments, oilburner unit 

tray, shelves and dividers for fittings. 


October 
1956 
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Bet your bucks that wherever you see a Gulf Solar Heat 
estyled Brand Dealer identification sign . . . the man behind it is 
eapolis getting a good slice of local heating oil business. 


Chances are he’s a leading marketer of heating oil in 
his community and is thoroughly familiar with the do’s and 
don’ts that make for successful selling. But most important 
is the fact that as a Solar Heat Dealer, he is backed by 
positively the finest product and marketing program in the 
industry today. And dealer identification signs . . . whether 





they be large or small . . . represent but one of the many 
en types of selling tools available to Gulf Solar Heat Dealers 
nich everywhere! 
Selling is easier when you team up with Gulf! 
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. New Products 


Available single or dual wheel in % and | ton, the 
body is undercoated and electric welded throughout, | 
has 5” u-channel cross sills, 12 ga. diamond plate floor 
16 ga. sides and 19 ga. framed panel doors. . 

Made by: Morysville Body Works, Inc., 813 S. Reading 
Ave., Boyertown, Pa. 

Circle E15 on coupon, page |30 





Skuttle 400 Humidifier has own heat 
Element for maximum Vaporization 
THE SKUTTLE Model 400 humidifier is entirely self-con 
tained—even providing its own source of heat to obtain 


QUICKLY. } ° EASILY. oom s eo : maximum evaporation of wa- 


ter in the float independently 


AND E CONOMI CALLY : ee of the furnace’s bonnet tem- 
CONVERT YOUR "PICK- UP” perature. The heating ele- 
TO A MODERN SERVICE TRUCK! ae ee ee 


115-v AC circuit and will pro- 
Mount Stahl Utility Side Boxes on any make or duce water vapor within 60 
model of pick-up truck. All-steel, welded, furnished : : 
complete with mounting brackets, bolts and in- ecconds, Automatic content 
structions. Keep your tools dry, safe, organized. eo 
Thousands of pairs in use. Write today a humidistat. 

for Literature and Name The humidifier is easily mounted on the furnace plenum 


of Nearest Distributor. or in the warm-air trunk line. Using simple wiring, the 
DER OC Stahl humidifier operates in combination with the furnace blower. 
METAL x Float chamber and evaporating pan are made of sted, 
3490 W.160mh ST EWELAND, 1 coated with acid and alkali resisting porcelain enamd. 
Made by: Skuttle Mfg. Co., Milford, Mich. 
Circle E16 on coupon, page |30 
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THE 1956 EDITION OF THE 


MODEts G. PH, 
NOZZLE GUIDE Wt Conan Sd 


SX-1 
CB-} 85-1.65 
8-2 75-1.65 





AN INVALUABLE REFERENCE GUIDE for % 
Oil Burner Installation and Maintenance Men. = G.P.H. SPRAY NOZZLE 


MODELS CAPACITY ANGLE° TYPE 
A. O. SMITH CORP. 


MORE COMPLETE LISTINGS & cio. 60100 6 4 


CB10-15 
810-23 .75-1.00 —— 

















MORE MANUFACTURERS ts ae Se ae ial 
MODELS CAPACITY ANGLE’ __ TYPE 
The Manufacturers’ specification of . . NOZZLE FIRING THE HESS COMPANY 

RATE - SPRAY ANGLE & PATTERN - CORRECT SIZE & 
TYPE TO USE, are given for each of the models of oil 
burners made by more than two hundred manufacturers. a i 








G.P.H. SPRAY NOZZLE 
MODELS CAPACITY ANGLE’ TYPE 


A Valuable Tool NATONACU, 5, RADIATOR cOnvonaon 


$2. 37-0$ & AW 7.2 
0 
“46” Series 
3-46-AS & AW 115 


tk The “NOZZLE GUIDE” is available from your jobber or send $1.00 to ... 4-46-AS & AW eo 
5-46-AS & AW 1.95 
6-46-AS & AW 2.45 


WM. STEINEN MFG. CO so oe 
a ‘a a 
e e 3 BRUEN ST, NEWARK 5, N. ) 5-47-AS & AW Ee 


6-47-AS & AW 9.35 


Peyton " 


October 
1956 




















blower. 
f steel, 
-namel, 














Designed by specialists in wet heat, Federal’s 
line of steel boilers gives your customers the 
luxury of hot water heat plus year round domes- 
tic hot water supply at economical costs...and 
brings you faster profits on every installation. 


For years, Federal Boiler Co. has produced and 
sold more steel boilers than any other manu- 


FRC BASEBOARD RADIATION 


facturer . 


. proof of Federal’s outstanding 
quality and acceptance throughout the indus- 
try. Plan now to make this your most profitable 
heating year! There’s a Federal Boiler for any 
residential, commercial or industrial applica- 
tion . . . and deliveries are fast! 




















BOILER CoO., Inc. 


DESIGNED FOR YOUR CUSTOMERS’ COMFORT — 
PRICED FOR FAST PROFITS TO YOU! 


In key with modern home-building fashions, FBC Baseboard Radiation 
provides you with a sales-building product that will increase your heat- 
ing business. Compact, highly efficient FBC Baseboard installs fast . . . 
gives you top profits on every installation. 


SOLD THROUGH PLUMBING & HEATING WHOLESALERS ONLY 
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GRANITE & WEST STREETS, 
MIDLAND PARK, N. J. 
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direct oil fired ;)) 
WATER HEATERS... 4 


GLASS-LINED... 
model GL-SO 


FOR HOTTER WATER— 
CLEANER, FASTER! 


4 Glass-lined boiler-plate steel 
tank will withstand 
Hydrostatic pressure of 
300 Ibs. psi 

q Heavy-duty Fiberglas 
insulation prevents heat | 

4 Magnesium anode assures 
rust-free water 


19 @lole(—) en Os rr 1) 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 


4 Features solid copper tank 
encased in heavy-gauge high 
strength steel to withstand 
Hydrostatic test pressure of 
525 Ibs. psi. 

4 Cleaner water assured 
always flows through 
Never-Rust copper. 


4 No heat loss heavy 
Fiberglas insulation 
completely covers the tank 


STYLED FOR STREAMLINED GOOD LOOKS! 

You'll like the attractive baked enamel finish and shart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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Boston's petroleum handling Hoses 
combine light Weight, long Wear 


FOUR NEW TYPES of dock hose have been developed by 
Boston Woven Hose & Rubber Co. to meet the need fy 
petroleum handling hose that 
is lightweight and long wear- 
ing: 

Boston Aluminum, a suc- 
tion and discharge hose combining long service life and 
toughness with ease of handling; operates under pressures 
of up to 200 Ibs. but weighs only 8 lbs. per ft. 

Boston Bull: Dog 200, a rough bore hose for heavy-duty 
dock loading or unloading operations. 

Boston 100 Lightweight, for use where low weight js 
of prime importance; it weighs only 3.7 lbs. per ft. 

Boston 200 Lightweight, for moderate duty dock sery 
ice where application is for discharge service only. 

Made by: Boston Woven Hose & Rubber Co., P. 0, 
Box 1071, Boston 3, Mass. 


Circle E18 on coupon, page 130 





Sand-Banum Briquettes disintegrate 
and adsorb Scale in Airconditioners 


SOLUTION to scale and corrosion problems confronting 
users of airconditioning units is offered by Sand-Banum 
Briquettes, which disperse into millions of minute particles, 
suspended in the water, and attracting to themselves and 
holding all foreign matter. 

A fine, invisible film of Sand-Banum is also attracted to 
the metal surfaces protecting them from corrosion. The 
Briquettes are a combination of tropical resins, organic 
vegetable substances, corrosion inhibitors and emulsifying 
agents. Applications are made but once a month. 

Made by: American Sand-Banum Co., Inc., Meadou 
Brook National Bank Building, Freeport, N. Y. 

Circle E19 on coupon, page 130 





Auto-flo ''150" Humidifier fits any 
Furnace, adapts to every Bonnet 


DESIGNED to fit any furnace and adapt to every bonnet 
type, the Auto-flo “150” automatic humidifier features un’ 
breakable glass fiber evapora- 
tor plates. 

Other features: inspection 
plate that slips on and off 
without use of tools; cut-out 
template with re-designed as- 
sembly to speed installation; 
patented drain clips to pre- 
vent drip. 

Flow of water from large size orifice is automatically 
controlled by counterbalancing shut-off provided by weight 
of water in pan. Entire assembly is rustproofed and fur 
nished with five evaporator plates. 

Made by: Auto-Flo Corp., 12085 Dixie, Detroit 3, 
Mich. 








Circle E20 on coupon, page 130 


October 
1956 


LEADERS RELY ON LAU 


25 Years Building Better Blowers 


“It's the little things that count."’ That's why 
we constantly improve the components that 
go into our blowers ... and set rigid specifi- 
cations for motors. And that’s why we've de- 
signed the special motor mounting assembly 
shown here. It’s another example of Lau 
leadership. 


MUSCULAR MOTOR MOUNTING 


This Exclusive Lau-developed Motor Mounting Bracket and 

assembly is a heavyweight champion. The metal is of double- 

thickness for brute strength (it is, in fact, stronger than the 

bolts that hold it in position). And it is the most flexible 

mounting ever built . . . with a patented feature of complete 

adjustability for mounting motor clockwise or counter-clock- 

wise without removing the mounting. Two holes are provided 

in the ends for additional center-distance adjustments be- 

tween blower and motor shaft, and motor.with mounting bolts 

THE LAU BLOWER COMPANY _ can be adjusted laterally in an infinite number of positions 
pe for any motor. The tailpiece assembly, designed by Lau, has 

— ftananscontintcls ie. been accepted by the industry as the method to use for maxi- 
Pace ‘ : mum belt-tension adjustment and is provided with a rubber 

insulator. You can depend on LAU for quality. Write Dept. M 


LB-7, 56 today. 




































































































































































NEW! 


Draft Inducer-Regulator 
Corrects' Troubles Caused by Insufficient Draft! 





Completely Engineered Combination 
Unit Sells for Much Less Than What 
You’d Expect To Pay! 


Here’s a new product that will correct any difficulty 
caused by insufficient draft...and correct it at a 
cost so low it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator 
combination both inspirates and regulates. After 
draft has been established by inducer fan, the sensi- 
tive automatic Walker regulator holds draft at maxi- 
mum combustion efficiency. SHUR-FLO keeps chim- 
ney dry, stops pulsation and smoking, eliminates soot 
and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and in- 
stallers can eliminate draft troubles in both old and 
new housing with a single installation. The product 
is particularly effective in modern homes where the 
trend is toward lower chimney heights. Installation 
is simple, fast and requires only elementary wiring 
provisions in most cases. 


Tests Prove High Efficiency 
The Walker SHUR-FLO has been exhaustively tested 
by the largest and most prominent industrial research 
organization* in the world. Their findings show that 
this new combination unit operates at highest effi- 
ciencv under even the most adverse conditions. The 
SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional 
HP that consumes little current. Motor is specially 
built for draft inducer service and is mounted so that 
it is shielded from chimney heat. Motor requires lit- 
tle maintenance. Regulator and inducer fan are both 
constructed of corrosion-resistant material. 
For the full facts on this revolutionary unit, see your 
supplier or write Walker Manufacturing & Sales 
Corporation, St. Joseph, Mo. 


*Name upon request. 


WALKER MANUFACTURING & SALES CORP. 
1750 Penn St. St. Joseph, Mo. 
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. « » « New Products 


RCA announces three high-powered 
low band, two-way radio Systems 
THREE HIGH-POWER, low-band mobile FM radio system, 
have been announced by Radio Corp. of America for yy 
in car-to-car and car-to-base 
station communications, 

The new systems, designed 
to provide extended and im- 
proved coverage in low-band 
radio communication from 
25-to-54 megacycles, feature 
exceptionally low transmit 
and standby battery drain. 

A feature of the RCA 
“Carfone-50” systems is sectionalized chassis design by 
which radio transmitter, receiver and power supply are 
designed as separate independent units assembled in a 
single case. Standardized case size, cable and accessories 
permit direct interchangeability of the three systems, 

The Carfone-50 line include the CMF-100B series for 
100-watt power output; the CMF-55 series for 55-watt out 
put, and the cMF-40 series for 40-watt output. 

The 100-watt and 55-watt systems incorporate dul 
voltage dynamotors which operate from either 6 or 1? 
volt vehicles. The 40-watt system is vibrator powered and 
also operated from either supply voltage. 

Made by: Radio Corporation of America, RCA Bldg, 
New York, N. Y. 


Circle E21! on coupon below 




















































READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 


REPLY CARD OCTOBER ISSUE 
Mail Now—Coupon Expires December 31, 1956 














Circle numbers of new product items on which you 
want more information: 
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information. 
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PUROLATOR MICRONIC® FILTERS used by New Jersey Oil Distributor 
Joseph D. Forte are pedestal type with flow rate of 300 gpm. 


“| know my fuel’s clean 


“Despite rust which may develop in storage 
tanks or pipes, my fuel is always clean when 
it should be —on delivery,” reports Joseph D. 
Forte, Atco, N. J. Oil Distributor. ““That’s 
because I filter it through Purolator Micronic® 
filters instead of just passing it through a screen. 
My Micronic filters intercept and remove the 
contaminating particles — even those that are 
too small to be seen by the naked eye. I know 
it’s clean — and so do my customers.” 

Home fuel... diesel fuel...any fuel can be 
contaminated in storage. And the best methods 
of freeing it of abrasive contaminants are offered 
by Purolator’s complete line of bulk filtration 
equipment, with flow rates ranging from 15 to 
1500 gpm. 

A recent addition to this line is Purolator’s 


on delivery’ 


curb pump filter. It has a high flow rate of 25 
gpm for diesel fuel and almost no pressure drop. 
Its development helps make certain that what- 
ever fuel you filter... and whether you filter it 
at the curb or at a terminal... you can get pre- 
cisely the right filter from Purolator. 

For full details, write Purolator Products, 
Inc., Front and Linden Streets, Allentown, Pa., 


Dept. B4-1012 


ial 
PURDLATOR 
fr 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey, and Toronto, Ontario, Canada 
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ACTIVITIES 


Minneapolis-Honeywell names 
> corporate Vice-presidents 

NEW corporate vice-presidents elected 
by Minneapolis Honeywell Regulator 
Co. include Herbert D. Bissell, for- 


merly director of merchandising; W. 


MANUFACTURERS 


W. Gilmore, president, micro switch 
division, Freeport, Ill.; Stephen F. 
Keating, formerly vice-president, aero- 
nautical division; K. L. Wilson, for- 
merly manager, residential division, 
and Gavin S. Younkin, formerly gen- 
eral sales manager. The officers will 
continue to carry out their previous 
responsibilities. 

Named divisional vice-presidents 
were Melvin P. Fedders, vice-presi- 
dent, aeronautical division; Charles B. 
Meech, vice-president, international 


the First and Only 





Removable Coil 











All Gopper Tankless Heater 


CUTS MAINTENANCE COSTS... 
_. + ASSURES CUSTOMER GOOD WILL! 


EXCLUSIVE 


ENGINEERED 


The 


DELUXE TANKLESS WATER HEATER DE- 
FIES COMPARISON .. . at ANY price! 


Can be installed either VERTICAL or HORI- 
ZONTAL. 

Does NOT have to be completely removed in 
hard water areas. 


REMOVABLE copper coil unit permits re-use | 


of shell or coils. 








Air vent PREVENTS heater from becoming air | 


bound. 

Pre-tested to withstand 150 Ibs. 
working pressure. 

All joints, coil tubing, copper shell, seams and 


ACTUAL | 


bronze flange are SIL-FOS brazed to BRONZE | 
fittings to insure permanent air tight, water 


tight union. 
LIFETIME Guarantee 
WORKMANSHIP. 


on a (AD 


KAM WATER HEATER MFG. Co., INC. 


239-249 ALABAMA AVENUE 


BROOKLYN 7, NEW YORK 


In Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 


% QUALITY PRODUCTS SINCE 1906 
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Write today! | 
Our 50th Anniversary | 


| 
| 
| 
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division, and O. B. Wilson, vice-pres, 
dent, industrial division at Philadel 
phia. 

Bissell has headed Honeywell’s mer. 
chandising, sales 
promotion and 
advertising activi- 
ties since he 
joined the com- 
pany six years 
ago. He formerly 
was general ad- 
vertising manager 
for Electric Auto- 
Lite Co., Toledo. 

Wilson has been manager since 
1952 of the residential division which 
handles the sale and distribution of 
controls for home heating and air 
conditioning. He joined Honeywell in 
1931 after his graduation from the 
University of Minnesota. 


K. L. Wilson 


“Sunny Side of Heat” theme 
of TSA’S promotion campaign 


KEYNOTED by the theme, “The Sunny 
Side of the Heat,” the new promotion 
campaign of Scaife-Timken Silent 
Automatic was launched at recent 
dealer meetings in New York and Chi 
cago. 

Plans for the fall were outlined and 
new products, highlighted by the 
OFE-80, first of the TsA gun burner 
family, were shown. 

Dealers received promotion kits, in 
cluding ad mats, display posters, direct 
mail cards, radio transcriptions and 
dealer Tv film spots, all carrying out 
“The Sunny Side of the Heat” theme. 


Armstrong replacement market 
Program packaged for Dealers 


A NINE-POINT replacement - market 
program is being offered by Armstrong 
Furnace Co., Columbus 8, Ohio, to tts 
dealers for use in part or parcel. 

It includes a complete newspapef 
ad campaign and publicity releases; # 
choice of two TV scripts; a set of si 
radio scripts; direct mail pieces, fur 
nace and airconditioner check stickers, 
six-point check sheets. It also contains 
instructions on how to use the mé 
terials for best results, suggestions ° 
sales approaches and an airguide ther 
mometer—a gift for the homeowner 
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... the NEW Fueloil Additive 
that ACTUALLY BURNS OFF WATER! 





























Only FUEL TONIC assures you of 
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THE CHEM CAT COMPANY «© Francis St., Derby, Conn. P. O. Box 422 


MM litats 










BUY ANY 6 CANS OF 
THESE FAMOUS 


4 
4 


: 


BOILER 


RUST 4 
RAIDER 4 





...and get these beautiful 


This offer effective May 25, 
1956, for a limited time only 


/} INTERCHANGEABLE 
MAGNETIC PEARL 


ARRINGS 


“Ask Your P&H Wholesaler’”’ 


RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 


OF EXTRA COST 


Actually 
3 earrings 
in one! 
Pearl 
buttons 
are inter- 
changeable 
from 
white 

to pink 
or blue! 





Mueller Climatrol establishes 
two industrial Scholarships 


FURTHERING its efforts to bring young 
men of engineering aptitude and abil- 
ity- into: industry, Mueller Climatrol, 
Division of Worthington Corp., Mil- 
waukee, Wisc., has embarked on an 
industrial scholarship development 
program with the Milwaukee School 
of Engineering. 

Each year two promising students 
in the heating and airconditioning 
technician school will be awarded a 
grant-in-aid by the company. The 
school faculty will select candidates 
for scholarship. 


Se 
Airtemp regional sales Heads 
at 5-day factory Conference 


AIRTEMP regional sales managers and 
assistant regional managers from New 
Orleans, St. Louis and Chicago met 


in Dayton recently for a 5-day factory 
conference, one of a series held to re- 
view products and selling plans for the 
coming year. 

os 


McDonnell & Miller publishes 


new Catalog and service Guide 


A CONDENSED CATALOG and a new 
service guide have been published by 
McDonnell & Miller, Inc., of Chi- 
cago, manufacturers of boiler water 
level controls, relief valves and related 
boiler safety devices. 

The condensed catalog, like its 
predecessors, provides concise infor- 
mation on the most popular McDon- 
nell products. Increased in size from 
four to eight pages, new material in- 
cludes more detailed selection infor- 
mation; new pump controls and relief 
valves, and a few specialized float 
valves and switches. 


The McDonnell service guide, a 
brand new publication aimed at bet 
ter care and maintenance of McDon 
nell products in the field, contains 
trouble-shooting and service data on 
McDonnell products. Its size is small 
to fit in pocket or service kit. 

Copies of the new Condensed Cata- 
log and the Service Guide may be ob 
tained by writing to McDonnell @ 
Miller, Inc., 3500 North Spaulding 
Ave., Chicago 18, Ill. 


o, 
“9 


Degree-day Log for 1956-57 
issued by Degree-Day Systems 


THE DEGREE-DAY LOG for the 195657 
heating season again has been mailed 
to Degree-Day Systems’ customers. 
The Log, which has been issued an 
nually by the company for a number 
of years, follows the same general form 
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ROCHESTER 
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DRILLING 
AND 
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GAUGES 





RMC Gauges are featured in famous 
Murphy Automatic Safety Switch 
Systems on unattended engines at 
drilling locations and pumping sites. 
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AND 


TERMINALS 








REFINING 
AND 
PETRO CHEMISTRY 
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RMC’s thermometer line above has 


found literally hundreds of uses in this 
important part of the industry. 

They give spot readings on: vapor and 
steam lines, pilot plant lines, 

water cooling and water condenser 
lines, fractionating tower lines, 

to name only a few. 































Rochester gauges indicate liquid 

levels in bulk oil storage and LPG tanks. 
Rochester gauges are used to give 
important incoming and outgoing 

fluid temperature readings at pumping 
stations. They protect pumping 
equipment by helping to watch cooling 
systems and bearing temperatures. 


“You Can Rely On Rochester’’ 





LIQUIBR-=ECEVEeL, 





TEMPERATURE 


FUEL OIL DISTRIBUTION 
AND 
DOMESTIC OIL HEATING 


Rochester has.for years set and 
maintained the standard for fuel oil 
tank gauges. Men.in the industry rely, 
on Rochester to-deliver the best 

value in accuracy, trouble-free 
performance, and long, lower cost 
gauge life. Their home owner customers 
are equally pleased. They always 
know where they stand on fuel. 








and PRESSURE 






ROCHESTER MANUFACTURING CO., INC. 
S& ROCKWOOD STREET - 


ROCHESTER 10, N.Y. 
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( ) Oil Furnaces { ) Electric Water 
JOBBER INQUIRIES pipes ee 
TERRITORIES OPEN ( ) Summer Air (| ) Gas Water 
Conditioners Heaters 
{( ) Oil Water 
QUALITY Heaters 
EURNACES—COOLING —-_- A M2 rrr THe rere reetee teeter ttcen 


HEATERS 





Ex Cel Company 
105 Beeson St. 


Please send me information on the following: 


Phone 336 
Dowagiac, Mich. 








as preceding issues. It provides a day- 
by-day monthly tabulation of degree- 
day readings, degree-days for heat and 
hot water and a grand total. In addi- 
tion to the monthly records, a con- 
solidated tabulation in the back of the 
book permits fueloil dealers to post 
monthly totals, along with degree-day 
normals and a record of gallons sold. 
Similar comparative information can 
be posted in the same table for the 
previous heating season. 

The Log opens with a description 
of. the degree-day system, what it is 
and what it accomplishes. Also, it in- 
cludes descriptive pages on the variety 
of printed forms for fueloil dealers 
available from Degree-Day Systems. 
Shown are a complete line of price 
cards, office and truck price card and 
meter ticket holders, maximum-mini- 
mum. thermometers, advertising and 
serviceman’s utility thermometers, plus 
a number of printed forms for fuel- 


oil, burner sales and service records. 
Additional information covers me- 

ter tickets for all makes, card and rec- 

ord files and a line of Eze-Stick pres- 











sure labels for burner and service iden- 
tification. 

Copies are available from Degree- 
Day Systems, 3930—58th St., Wood- 
side 77, N. Y., for $1.25 a copy. The 
52-page booklet is spiral-bound; print- 
ed on heavy, durable paper. 


Sid Harvey opens 45th Store 
in New Jersey; Others move 


THE FORTY-FIFTH store in the Sid Har- 
vey chain of oilburner parts distribu- 
tion has been opened at 1600 E. 
Verona Ave., West Atlantic City, 
N. Y. Wilson Scott, former Sid Har- 
vey salesman, is branch manager. 

In addition to this and seven other 
new stores opened since last season in 
an extensive expansion program, five 
new buildings have been built to house 
existing stores and two others have 
moved to more suitable quarters. 

The Merchantville, N. J., store, 
headquarters store for the new West 
Atlantic City and Woodbury stores, 


has been moved into a new building 


on Harvard Ave. District manager is 


Joseph J. McNamee. 

A new building was completed in 
August to house the Babylon, N. Y, 
store which is managed by Thomas 
Dauch. The three other new buildings 
are in Norristown, Pa.; Norfolk, Va. 
and Garden City, N. Y. The stores in 
Hartford, Conn., and _ Providence. 
R. I, have moved to other quarters 


Titus Mfg. Corp. dedicates 
research Lab at Waterloo, Ia. 


DEDICATION CEREMONIES for the new 
$50,000 Titus air distribution research 
and development laboratory of the 
Titus Mfg. Corp. were held at the 
laboratory in Waterloo, Iowa, Aw 
gust 22. 

In an address, Don Titus, company 
president, explained the purpose of 
the laboratory is to supply complete 
engineering information on the funda 
mentals of good air distribution and 
to develop products based on thos 
fundamentals. He also outlined the 
growth of the company which was 
founded in 1947. 
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75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 





AIR SPACE 
BENEATH FLOOR 











HIGH Now Js The Time Gor 


This 44 page booklet contains a 
series of articles by J. R. Lewis on 
the airconditioning market—the 
opportunities in cooling sales as 
they apply to the Oilheating 


Order Your Copies Today 


fueloil & Oil heat 
2 West 45th St. 
New York 36, N. Y. 


ONLY 
$1.00 
A COPY! 
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Manufacturers’ Activities 


Lewis Oil Co. opens new plant 
to serve Eastern Long Island 
, new division plant at Kings Park, 
Long Island, has been opened by the 
tewis Oil Co., ne 
Inc., of Port 
Washington, N. 
Y,, to serve fast- 
sowing Suffolk 
County which 
company presi- 
dent Harvey W. 
Lewis describes as 
“one of the most 
challenging areas 
in the United States.” 

Directing the new plant is William 
H. Reich, comptroller of the Lewis 
Co, An authority on accounting sys- 
tems, he has developed unique systems 
of accounting and bookkeeping serv- 
ces to the customer as well as studies 
on the relative profitability of various 
products and departments. 





Reich 


Corley Company producing 
Magnaflow circulating Pumps 
CORLEY CO., Plainville, Conn., has ac- 
quired and is now producing the line 
of Magnaflow circulating pumps, 
available in five sizes for pipe sizes 
from 4%” to 2”. All are equipped with 
1/6 hp motors and feature the pump 
and drive contained in a single unit. 
The pumps, applicable for hot water 
heating, install in a 9” x 9” x 7” space. 

Corley also produces mechanical 
draft inducers for 6”, 8” and 10” 
smoke pipes, especially designed for 
domestic and small commercial instal- 
lations. Robert Corley is president of 
the company which also makes pipe 
fittings, 


Donald Smith heads Hupp’s 


new International Division 


HUPP vice-president and director 
Donald S. Smith will head Hupp In- 
ternational, a new division which will 
have responsibility. for administration 
of all Hupp Corp. activities outside 
the continental United States. 
Assisting Smith in co-ordinating 
wiles of Hupp airconditioning, heat- 
mg equipment and other products 
throughout the free world and in gen- 
tal operation of the division will be 
three vice-presidents: Roy Scantle- 
bury, Manager of export sales, Ty- 





phoon Air Conditioning Division, of 
Brooklyn, N. Y.; Donald W. Mile- 
stone, export manager, Perfection In- 
dustries Division, Cleveland, and A. 
R. Cline, Jr., manager of interna- 
tional sales for Gibson Refrigerator 
Division, Greenville, Mich. 


Purolator divides Products 
into three sales Divisions 

SALES of industrial product lines of 
the Purolator Products, Inc., have 
been divided into three categories, In- 
dustrial, Bulk and Plumbing-heating. 





vapor instead of pounds of pressure. 


By installing correctly sized GORTON VALVES, 
air is quickly vented, permitting radiators to 
heat properly. Available in 5 sizes for proper 
venting and balancing of each radiator, and 
two sizes for venting mains. There is a GORTON 


BNA 


Fast venting GORTON VALVES make radia- 
tors heat quickly and evenly with ounces of 


Each has its own distinct selling or- 
ganization under a new program 
aimed at expansion of sales and dis- 
tribution of all groups. 

Under the plan, industrial products 
such as coolant filters, process filters 
and plant power equipment filters; 
bulk products consisting of filtration 
equipment for the handling of basic 
petroleum products, and plumbing and 
heating filters for use in the water 
supply, oilburner and heating fields 
will each be sold by and distributed 
by specialists. 






ESTABLISHED 
1887 






SEND TODAY FOR > 


VALVE that’s just right for every radiator. 






HEATING 
CORPORATION 


ASK YOUR 
WHOLESALER 


Literature and free handy ruler 
giving actual sizes of air out- 
lets of fast venting GORTON 
VALVES for every steam heating 
system. 


Top-quality hose racks and reels so easily . . . takes 
hard wear so ruggedly . . . it's been ordered and 
repeat-ordered for years by thousands of careful 
purchasers, Flexible. Multiple-braid carcass. Static 
wire inserted. Furnished with full-flow male & female 
couplings (unless male & male specified). SATIS- 
FACTION GUARANTEED, or you may return hose 
on receipt for full refund. (That's how sure we are 
you won't). 


Check low prices—send order now 
for immediate delivery from stock 





Lengths i” 1. D. 1%” 1. D. 
50 ft. $29.70 $48.05 
75 ft. 42.70 69.80 
100 ft. 55.70 91.55 
125 ft. 68. 113.30 











Freight prepaid on orders of $100 or more 
Terms: 2%-—10 days to rated firms, Otherwise C.O.D. 











ACCURATE 
DEGREE DAY 
INFORMATION 


Automatically Computed 


The Johnson fuel demand meter in- 
dicates the net effect of sun—wind 
and temperature on fuel oil con- 
sumption. Smooth out your degree 
day deliveries! 


WRITE: 


Johnson Degree Day Systems 


329 S. PITCHER ST. KALAMAZOO, MICH. 
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Top award in Bryant’s Bop sales contest, a ¥%4-ton Chevrolet Service Master 
truck, was won by Edmund Klebba, president of Klebba Heating Engineers 
Bryant dealer in Detroit, Mich. Klebba, above, accepts keys of truck from 
Ronald N. Campbell, Bryant general manager, while Henry C. Bunge, Detroit 
distributor salesman; John Leavitt, Bryant's Detroit distributor, and Howard 
L. Clary, Bryant director of sales, look on. Klebba was one of 2400 prize 
winners in the contest called BOop—‘Bryant Operation Profit.” 


Lennox “Swap Old Smoky” Ads 


aim at replacement Market 


“SWAP OLD SMOKY” ads appearing in 
September issues of national magazines 
and aimed at the replacement con- 
sumer market are the latest in Lennox 
Industries’ advertising campaign “with 
a pinpointed purpose.” 

The ads are timed to appear in 
Reader's Digest, Living for Young 
Homemakers and Home Modernizing 
just in advance of the furnace-buying 
season. 

Lennox, with its Beauty Condition- 
ing theme, was the first heating and 
airconditioning manufacturer to adver- 
tise in Vogue. Recently, home build- 
ers using this Beauty Conditioning 
merchandising program, were listed in 
a Lennox Life ad. 

Other recent result-producing Len- 
nox ads included one on the theme 
“Whole House Air Conditioning for 
$599” which appeared in Life, and 
another on “Central Air Condition- 
ing for Cigarette Money” in Reader’s 
Digest. 


Honeywell publishes Handbook 


on “zone” temperature Control 


TWO INSTALLERS’ HANDBOOKS have 
been published by Minneapolis-Honey- 
well Regulator Co. on the subject of 
warm air “zone” temperature control. 


Especially designed for sheet metal 
worker zone theories, Booklet sA2667 
tells when zoning should be used and 
explains the installation of Minneap 
olis Honeywell dampers, linages and 
damper actuators. Diagrams and pho 
tographs of actual installation proce 
dures illustrate the booklet. 

For the installer-electrician service 
man, Booklet sA2820-1 contains elec’ 
trical circuit diagrams, installing in 
structions and check-out procedures. 
It also has discussions of two-zone bal 
ancing, volume and mixed-air meth 
ods of zoning; internal circuitry and 
operation of Honeywell damper actu 
tors and control panels, and a section 
on balancing and volume methods of 
controlling heating-cooling zone con 
trol systems, 


White-Rodgers new product 
Designing assigned R. Loewy 


NEW DESIGN projects involving prod 
ucts, packaging, displays and trade’ 
mark-styling of White-Rodgers Co, 
St. Louis temperature controls manl 
facturers, will be developed by Ray’ 
mond Loewy Associates, an organil 
tion known internationally for cre 
tive design. 

White-Rodgers personnel will work 
closely with the Loewy organization” 
developing new design concepts for 
present and future products. 
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Delavan offers to Servicemen 
Booklet on oilburner Nozzles 


AN INFORMATIVE, 12-page booklet, 
“Oilburner Nozzles: How They work, 
How to use Them,” has been pre- 
pared by Delavan Mfg. Co., West 
Des Moines, Iowa. 

Written by E. O. Olson, chief engi- 
neer at Delavan, the booklet explains 
in detail the functions of pressure- 
atomizing nozzles and the part they 
perform in the combustion of fueloil. 
It also discusses the effects of pressure, 
gravity, viscosity and temperature on 
nozzle performance. Information on 
droplet size, spray patterns, and stor- 
age, handling and proper care of noz- 
ues is included. 

Suggested as a reference work for 
srvice managers, for the training of 
srvicemen or as a text for oilburner 
service schools, free copies of the book- 
let may be obtained from the com- 


pany. 


Electronics Corp. opens new 


branch Office at Pittsburgh 


A NEW factory branch office at 550 
Grant St., Pittsburgh, has been opened 
by Electronics Corp. of America, 
Combustion Control Div., Cambridge, 
Mass., with Walter L. Brink named 
sales engineer to direct the operation. 

Brink previously was associated with 
Russell F. Clark Co., Fireye distribu- 
tor in the Pittsburgh area. In his new 
post, he will continue to handle the 
complete Fireye line, and will cover 
western Pennsylvania, West Virginia, 
and Garret and Allegheny Counties 
in Maryland. 


Cromwell Printery Booklet 
a Catalog of printed Forms 


CROMWELL PRINTERY, Albany 1, 
N. Y., has distributed a booklet, con- 
taining information, illustrations and 
prices for the printed forms available 
for fueloil dealers. An index lists 22 
different items, including caution and 
et@ergency signs, meter ticket holders, 
hangers, invoices, cellophane tape 
labels and similar material. 
Shown are a variety of meter tickets, 
including duplicate and triplicate types 
fequiring no carbon. Also featured are 
et payment envelopes and a simi- 








lar system using a coupon book. Along record of fueloil deliveries by date, 
with each item is information on prices _ gallon and price. 

to dealers, imprinting dealer name and a 

address and time required for delivery. * 

Of particular interest is a tank ca- 
pacity chart, which incorporates six 
checks the customer can make before 
calling for burner service. The checks 
cover thermostat setting, burner 
switch, fuses, low water cut-off, boiler 
pressure gauge and fueloil tank gauge. 
Besides the dealer imprint, there’s 
space at the bottom of the chart for a 


Kenneth E. Knudtzon has been ap- 
pointed to the newly-created post of 
manager of heating advertising for 
Crane Co. and will be in charge of 
national consumer and trade publica- 
tion advertising of heating products. 
He formerly was assistant editor of 
the Crane employee magazine, Crane 
World. 











NOW! OLSON THROTTLE CONTROL 
IMPROVED! Pumping Rate Now Can Be 


Controlled By The Driver* 











Metel Strig Aweched te 





Psi SER Yoowuw Meniteld Conncetion 


The NEW IMPROVED—OLSON THROTTLE CONTROL—Automatically 
decreases engine speed when the nozzle is closed and automatically in- 
creases engine to pumping speed set by your driver when nozzle is open. 
This gives you these important savings: 


+ Less wear on pump & power take-off 

+ Less wear on pump universals 

-Less wear on truck motor & all running parts of motor 
- Consistently saves gasoline & motor oil 

+ Saves driver's time—hand throttle not necessary 


PLUS! 
YOUR DRIVER CAN SELECT ANY PUMPING SPEED 


If the life of your truck is seven years, you will save: 
1,260 gallons of gasoline 
12,600 engine miles 


% If it is desirable to slow down the engine and pumping speed for some deliveries, 
due to small fill pipes or other reasons, we have available as an accessory, @ 
control valve, that may be mounted near the meter, or other convenient place, 
so that driver may quickly reduce pumping speed when conditions require 
slower flow to tank, without affecting normal speed adjustment, 


Only $34.50 F. O. B. Raynham. ° Speed control valve $3.75 
30 DAY MONEY BACK GUARANTEE 


OLSON THROTTLE CONTROL 


BOX 87, BROADWAY e RAYNHAM, MASS, 





Fricloil & 139 
liters 













R. S. “Dick” Bohn, president Pre- 
ferred Utilities Mfg. Corp., New York, 


N.S, 


of his death. 
1921 Mr. 
was one 





for engineering specialties and equip- 





RECTORSEAL No. 2 





highest quality sealant 


lowest cost 
finest package 







What a combination! 

And now available in either the new handy tube 
with nozzle tip applicator, or convenient brush-top 
eans. Each tube individually packed in a sturdy 
cylindrical screw-top fiberboard carton. 

No other sealant at any price provides safer, surer 
sealing against fueloil leaks. Thin in the con- 
tainer—Rectorseal No. 2 thickens in the joint to 
a plastic elasticity that positively prevents leaks. 
Finely ground and homogenized, it spreads into 
threads smoother, easier, faster—without a trace 
of waste. 


Write today for generous free sample 
agree: there’s no seal like Rectorseal. 


Compare the price—compare the quality 
of Rectorseal No. 2 


RECTORSEAL, Dept. O 
2215 Commerce Street, Houston 2, Texas 


RECTORSEAL 


NUMBER TWO 


and you'll 


died 
suddenly on Sep- 
tember 22. He 


was 63 at the time 


Bohn 
of the 
original founders 
of the Preferred 
Utilities Co., set 
up as manufacturers’ representatives 





ment. The company was the first in the 
industry to put together a parts cata- 
log of components for oilburner in- 
stallations and to provide a central 
place for the purchase of such items. 
Mr. Bohn was prominent in Oil-Heat 
Institute affairs and for many years 
had been a director and member of the 
Executive Committee. 





Fueloil Committee to meet 


Three speakers from different seg- 
ments of the industry are to take part 
in an open meeting of the Fueloil 
Committee, American Petroleum 
Institute, at the Blackstone Hotel, 
Chicago, on November 12 at 2:30 P.M. 

George Hochstein, The Heil Co. 
and president of Oil-Heat Institute, 
will represent the burner manufactur- 
ers; A. L. Dwelley, Automatic Heat 
Corp., Boston, will speak for the 
marketers and Robert Hunter, sales 
manager, Gulf Oil, for the refiners. 

Each speaker will project  oil- 
heating’s growth over the next five 
years and each will tell the other what 
their segment of the industry can con- 
tribute to achieve the expected goal. 

The meeting is open to all interested 
industry men and takes place during 
API’s annual meeting, November 12 
through 15, in Chicago. 











Lionel L. Jacobs has acquired an in- 
| terest in The Pate Co., Inc., manufac- 
turers of hot water heating equipment, 
Darby, Pa. Jacobs, who has enjoyed a 
| long experience in the oilheating in- 
dustry, will be a stockholder and di- 
rector for Pate, in addition to func- 
tioning as vice-president in charge of 
sales. The company designs and fabri- 
| cates coils for radiant heating, pro- 
duces a line of baseboard radiation, 
boiler-burner units, including a com- 
plete package for domestic heating and 
hot water supply. 




















Write for catalog | 


WEATHERALL ENGINEERS, INC. | 
478 Smithfield Ave. 
Providence, Rhode Island 


| 
FUEL SAVINGS | 
14 to 36% | 


with 


OIL SAVER 


fo) 
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Calendar of coming Events 
OCTORER 
8—Virginia Petroleum Jobbers Agen 
Roanoke Hotel, Roanoke, VY,” 
9—Virginia Oil Men’s Assn., (sem; 
annual meeting) Roanoke Hp. 
tel, Roanoke, Va. 
11—-Arkansas Independent Oil Mar. 
keters Assn., (annual meeting) 
Hotel LaFayette, Little Rock 


Ark. 

14-16—Tennessee Oil Men's Assn., (Falj 
Convention) Noel Hotel, Nash. 
ville, Tenn. 

14—16-——Mississippi Oil Jobbers Assn., (ap. 
nual meeting) Buena Vist, 
Hotel, joint convention with 
Alabama_ Petroleum _ Jobber; 
Assn., Biloxi, Miss. 

14—17—North Carolina Oil Jobbers Assn. 


(fall convention)  Pinehurs. 

N. C. 
14-20—Oil Progress Week. 
17—-18—Indiana Independent Petroleum 

Assn., Inc., annual business 


meeting Severin Hotel, India. 
napolis, Ind. 

18—West Virginia Petroleum Assn, 
(annual meeting) Daniel Boone 
Hotel, Charleston, W. Va. 

~Empire State Petroleum Assn, 
Hotel Concord, Lake Kiamesha, 
Monticello, N. Y. 

Jobber Management _ Institute, 
sponsored by the Pennsylvania 
Petroleum Assn., Pennsylvania 
State University, State College, 
Pa. 

Nebraska Petroleum Marketers, 
(annual convention) Fontenelle 
Hotel, Omaha, Nebr. 

30-Nov. 2—1-B-R School, Iowa State Col- 

lege Ames, Iowa. 

NOVEMBER 

1— 3—National Association of Oil Equip: 

ment Jobbers (management in: 
stitute), Georgia Tech, Atlanta, 


3-24 


Ga. 
8—10—National Oil Jobbers Council, (an- 
nual meeting) Palmer House, 
Chicago. 
12-15--API Annual Meeting, Conrad Hil: 
ton and Palmer House Hotel, 
Chicago. 
26-30—22nd National Exposition of Power 
&@ Mechanical Engineering, Coli 
seum, New York. 
28-29—National Warm Air Heating and 
Air Conditioning Assn., (an 
nual convention) Netherlands 
Plaza Hotel, Cincinnati, O. 
DECEMBER 
3-5 —-Air Pollution Control Association 
(semi-annual meeting), Rice Ho 
tel, Houston, Texas. 














See page 151 


a 
























3 


th 
St 


A-s 


2 


eeersrceP 


sopseseeco 52 Ur 


ee 








nts 


Assn., 
_ Va, 
(semi- 


e Ho- 


| Mar- 
eting) 


Rock. 


, (Fall 
Nash- 


.» (an 
Vista 
with 


obbers 


Assn., 
>hurst, 


‘oleum 
usiness 


India- 


Assn., 
Boone 


a. 
Assn., 
mesha, 


stitute, 
lvania 
|vania 
ollege, 


keters, 
tenelle 


e Col- 


Equip: 
nt in- 
tlanta, 


l, (an- 
House, 


id Hil- 
Hotel, 


Power 


1, Coli 


g and 
(an 
lands 


0. 


ciation 
ce Ho 





More for youe Money in 


MORYSVILLE 


Morysville U-2 for 34, % 
or 1 ton chassis 





BEST BODY - BEST BUY 


¢14 and 16 ga. Body Steel (14 ga. © Full-length Hinges with Brass Pins 
throughout for models rated 1 ton @Solidly Framed Doors and Panels 


up—19 ga. doors) © Recessed, Spring-loaded Latches 
12 ga. Diamond Floor Plate with Individual Locks or Master 
¢Heavy U-Channel Understructure Locking Device 
@Electric Welded throughout ®Fendix Undercoating (No Extra 


Telescoping Roof and Hinged Gate Charge ) 
IMMEDIATE DELIVERY © Distributors in Principal Cities 


LAST INDEFINITELY 


UTH READIN 


BODIES YOU CAN rae AG LLE 
DEPEND ON” TO MORY¢¥I 


U/G7/0A INC. 




















Statement of Ownership 


Statement of the ownership, management and circulation required by 
the Act of Congress of August 24, 1912, as amended by the Acts of 
March 3, 1933 and July 2, 1946 (Title 39, United States Code, Sec- 
tion 233) of FUELOIL & OIL HEAT, published monthly at Baltimore, 
Md., for October 1956: 
State of New York, County of New York—ss : 
Before me, a notary public in and for the state and county aforesaid, 
personally appeared Robert Gray, who, having been duly sworn de- 
poses and says that he is the editor of FUELOIL & OIL HEAT and that 
the following is, to the best of his knowledge and belief, a true state- 
ment of ownership and management of the aforesaid publication for 
the date shown, required by the Act of August 24, 1912, as amended 
by the Acts of March 3, 1933 and July 2, 1946 (Title 39, United 
States Code, Section 233) , to wit: 
1. That the names and addresses of the publisher, editor, managing 
editor and advertising manager are: 
Publisher—Heating Publishers, Inc., New York, N. Y. 
Editor—Robert Gray, New York, N. Y. 
Managing Editor—Bert Dunphy, New York, N. Y. 
Advertising Manager—A. G. Winkler, New York, N. Y. 
That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
of stockholders owning or holding 1 per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
¢ of the individual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and address, as well as that 
of each individual member must be given.) 
Heating Publishers, Inc., 2 West 45th St., New York 36, N. Y. 
Stockholders: Leod D. Becker, Milford, N. J.; A. E. Coburn, Yon- 
_ N. Y.; Robert Gray, Chalfont, Pa.; A. G, Winkler, Ft. Lauderdale, 


3. That the known bondholders, mortgagees and other security hold- 
fs owning or holding 1 per cent or more of total amount of bonds, 
wig, or other securities are: (If there are none, so state.) None. 

4. t persgraphs 2 and 3 include, in cases where the stockholder 
Or security holder appears upon the books of the company as trustee 
Of in any other fiduciary relation, the name of the person or corpora- 

whom such trustee is acting; also the statements in the two para- 

Btaphs show the affiant’s full knowledge and belief as to the circum- 
Stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
and securities in a capacity other than that of a bona fide owner; 

and that this affiant has no reason to believe that any other person, asso- 
Giation, or corporation has any interest direct or indirect in the said 

ds, or other securities, than as so stated by him. 


ROBERT GRAY, Editor 
Sworn to and subscribed before me this 10th day of September, 1956 


MARGARET V. McINERNEY 
(My commission expires March 30, 1958.) 






























CO, INDICATOR 


/.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do anex- —‘ Tester. Now, for the first time, you can adjust 
pert tune-up job will pay you big dividends —_an oil burner quickly and expertly for highest 
in gaining you competitive leadership and COz without objectionable smoke... do away 
neighborhood recognition of your competence with guesswork, and “hit and miss” fumblin 
as a heating expert. The combustion-testing in adjusting for clean firing. The “Scale o 
kit shown here contains precision-made qual- Soot’ which comes with the TRUE-SPOT tells 
ity instruments with which you can make ful- —_you the limits of permissible smoke for var- 
lest use of your know-how in making a fuel ious burners and types of heating systems. 
conservation survey, checking a burner for This amazingly simple method of oil burner 
wornout parts and needed repairs, or running adjustment is the greatest advance in com- 
an efficiency test to close a replacement deal. _ bustion testing since the introduction of the 
The kit contains the well-known FYRITECOz FYRITE. You wiil be proud to be among the 
Indicator, the versatile MZF Draft Gauge, the _ first to own this ‘‘up-to-the-minute” combus- 
all-metal TEMPOINT Stack Thermometer and __ tion-testing kit. 
the sensationally new TRUE-SPOT Smoke 





















































For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


7301 PENN AVENUE ® PITTSBURGH 8, PA. 


BOSTON DRAFT STABILIZER 


WORLD’S MOST ACCURATE DRAFT CONTROL 


GUARANTEES 
CONSTANT 
DRAFT 


and protects your heater 
against draft variables 
that destroy efficiency! 


NOW AVAILABLE 
in 6", 7", FF wn 
LARGER SIZES up to 24”. 
All available with or 
without TEE section. 
TOPS in ability to hold 
draft yet the EASIEST 
to install. 

NO WEIGHTS TO ADJUST 
Can be properly set, even 
without instruments. 


OPERATE YOUR HEATER AT PEAK 
EFFICIENCY WITH ACCURATE DRAFT CONTROL 


BOSTON DRAFT STABILIZER 


1. Slows down travel of gases thru the heater to a desired 
CONSTANT speed so heater can absorb the heat before 
it reaches the stack. ai 

2. Holds a constant draft because variations in draft-pull 
result in changes of air delivery from the burner fan, 
causing changes in smoke content and COs of your com- 


bustion. 














Write for complete details 


BOSTON MACHINE WoRKS COMPANY 
Oil Heating Supplies Division, 7-17 Willow St., Lynn, Mass. 














RENICK & MAHONEY, 





! 
Get dependable EQUIPMENT 


MARLOW 
VERTICAL 
PUMPS 






For efficient handling ot volatile 
fluids. Always dependable —— 

on suction lifts, for underground 

or overhead storage, for fueling 
and transfer service. Easy to install. 
Capacities, 5 to 120 gals. per 
minute. Consult us now about your 
plant or truck equipment problems, 
or write for catalog. 


Get dependable SERVICE 


RENICK & MAHONEY, Inc. 


A. Second Ave. (at 22nd St.) 
New York 10, N. Y. 


A. comes Equipment 
for the Oil Trade 











FUEL OIL DEALERS 





offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 


% Double Bottom Shells 
% Die-Formed Bucket Boxes 
% Fabricated Steel Tubing 
%* Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 


% Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 


245 Russell Street 
Brooklyn 22, New York 
EVergreen 9-5030 
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Get the Money in 
(Begins on page 56) 


run over to the customer and he will 
then respect it. 

You must get a clear picture of the 
person’s ability to pay and then work 
out a plan, in cases where you decide 
that you have overextended credit to 
him. 

Editor. How do budget plans fit 
into picking up slow pay accounts? 

Kraemer. Where an account is 
overextended we never recommend it. 
If the account isn’t a good credit risk 
he won't be a good budget account. 
Budget accounts are good for people 
who need to budget and they have 
little to do with credits as such, We 
have just as many substantial people 
on budget plans as people of moderate 
means. 

Editor. Do your fueloil distributor 
clients pretty generally have budget 
programs? 

Kraemer. They all have them, and 
they run from 16% to 60% of their 
customers on budget. 


Editor. Here’s another of your fre- 
quent questions—what is the distinc- 
tion between a delinquent account and 
a past due account? 

Kraemer. Most fueloil men talk 
about both and mix them up. With 
us, an account is slow pay when it is 
two months old and temporarily re- 
stricted. An account is delinquent 
when it is six months old; their credit 
is permanently restricted, ruled per- 
manently C. O. D. At this point you 
should decide to give it to an attorney 
or a collection agency. If you let it go 
beyond six months without such action 
your possibilities of collection dimin- 
ish very rapidly. 

Editor. As a rule then you would 
not give it to an attorney or an agency 
before six months? 

Kraemer. No, unless something 
comes up in the account to make it 
necessary. At six months don’t hesitate 
to tell the customer that he is delin- 
quent. When you make this move, 
though, handle the account with dig- 
nity. The customer feels this and reacts 
better than he otherwise would. 

Editor. Do you ever try to collect 
bad accounts through Small Claims 
Courts? 


Kraemer. No, we never use thes 
The owner or some employee of the 
company usually has to appear jg 
court and this can get quite expensiye 
in time and money. 

Editor. Assume an account delin, 
quent for $100; what should it cog 
to get it collected by a high type 
agency or lawyer? 

Kraemer. Attorneys, on retail ac 
counts, approximately 30%—$30,09 
on a $100.00 collection. Collection 
agencies usually charge from 30% to 
50% of amount collected on retail ac. 
counts. A $100.00 collection could 
cost $30.00 to $50.00. 

Editor. Thank you very much, Mr, 
Kraemer, this has been very interesting 
to me and I know it will be useful to 
a lot of good fueloil and oilheating 
men over the country. 

So 

E. F. Haas has been named district 
manager for Armstrong Furnace Co, 
Columbus 8, Ohio, to cover the states 
of Washington, Oregon, Montana, 
Nevada, Utah and Colorado. His pre 
vious associations were with an Am 
strong wholesaler as sales engineer, as 
a electrical controls manufacturer and 
his own dealership in heating and air 
conditioning. 


R. C. Schneider, Wauwatom, 


Wisc., has been appointed sales repre 


sentative in Wisconsin and the upper 
peninsula of Michigan for the Gorton 
Heating Corp., Cranford, N. J. J. Wil 
liam Walter, Pontiac, Mich., has been 
named sales representative for Gorton 
valves in the state of Michigan, a 
clusive of the Detroit area, and the 
upper Michigan peninsula. 


R. R. Allen has been named vice 
president and director of engineering 
and research for the John Wood Com 
pany, Conshohocken, Pa. He will be 
responsible for the establishment and 
management of the division, enlarge 
ment of the company’s engineering 
resources and will act as counselor 
co-ordinator for all company divisions 
on matters pertaining to engineering 
The company produces a wide range 
of products, including heating equ? 
ment for home and industry and 
oil storage tanks. 
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TIME SAVING 


ay ey " 


(Shown—Toil plies ‘a ‘an E-Z-ON) 
SE i's the little things that 
PERMIT 


make the Big difference! 
INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 
Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


M.A.GERETT Corp. a EE 


Famous E-Z-ON standard 
design No. 27 
724 W. Winnebago, Milwaukee, Wis. 


Solid end tail piece, threaded 
head piece and wing nut — 
3%" beoring. 

Superior E-Z-ON 
**Snap-Tite’’ Design No. 29 
Tail piece with retractable 
snap end bearing, threaded 
head piece and wing nut — 
¥%" bearing. 


Stocked in CANADA by 
THERMIDAIRE CORP. 


7-9 Cumberland Street, Toronto 











“Will remove the 


the Good ola Days ? 


& \ (\ ay an eye 
) -* The heating plant 


’ for T. V. 
et ee soon overflowed 


“Extreme heat,” the 
A With bales of 


‘Expert’ said, 
yesterdays’ news. 
















Flames roared high, 

the house burned down, 

But still it served 

a mission. 

cp: At least the papers 
forced his wife 


mans = To leave the 


television. 
To be sure of heating efficiency, use 


“CLEAN RIGHT” SOOT REMOVER 


NON-CORROSIVE NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 





















































Fits any straight side , 
warm air furnace. # 





Series 555 


Corrosion Resistant 
Stainless Steel 
Vapor Pan 4” x 15” 
ONE SIZE... ONE KIT ASSURES LOWEST 


COST INSTALLATION AND MINIMUM 
INVENTORY EXPENSE 






Vaporite No. 555 Humidifier comes completely assembled in 
one package. No extras to buy... no parts to assemble... 
no extra holes to cut...no pan leveling or tricky mounting. 


NEW IMPROVED VALVE — Provides more positive drip- 
feed thermostat operation. Water drips fastest when furnace 
is hottest... pan is dry when furnace is cold. Adjustable 
for precise vaporization needs of each installation. 


Write for Catalog FO-10 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 
































KING ENGINEERING CORP. 


top am BE) ° Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 








-—4 SOOT A WAY 


CLEANS ALL OIL & GAS FIRED 
FURNACES — BOILERS 


Harmless to A Heating Plant 
Removes Soot Down to Metal 
AVAILABLE—1%, 3, & 25 LB. SIZES 


DEALERS—JOBBERS INQUIRE 





AMBER-ROSE INDUSTRIES 


3118 NO. MILWAUKEE AVE. 


IGNITION TRANSFORMERS 


REBUILDING 
AND 
EXCHANGE SERVICE 
FOR 
REPLACEMENTS 





Burned Out Transformers Purchased 





















TRANSFORMER COMPANY, INC. 
326-330 E. 35th St., New York 16, N.Y, 





CHICAGO 18, ILLINOIS | 


ACE 








The Sales Valley 
(Begins on page 61) 

With airconditioning there are al- 
ways more leads than the salesmen can 
handle — 128 prospects phoned or 
wrote in on one day recently. One 
salesman said: “I don’t want any of 
those prospects which come in asking 
for information and prices. I get all I 
can take care of who are friends or 
acquaintances of those whom we have 
previously sold. (Shaffer’s 90% re- 
ferrals.) These people already are sold 

they know we do a good job and 
their friends have checked into the 
price situation, so they know our 
prices are right. Nearly every job sold 
means from six to ten new prospects. 
Many sales only require one call.” 

This attitude is characteristic of the 
optimistic salesman. Don’t get the idea 
that each salesman has to have an 
armed guard to fight off eager buyers. 
One or two of the old time salesmen 
have irons in the fire which keep them 
occupied most of the year and they do 
not take much interest in aircondition- 
ing. It takes a lot of $100 commis- 





sions to equal a $3,000 to $10,000 
commission. 

Everything considered, from the 
standpoint of personal likes and dis- 
likes, it was apparent that the sales- 
men would prefer not to work eve- 
nings and weekends; but to get back 
to the question as to whether or not 
airconditioning is a good “filler-inner” 

salesmen are for it 100%. 

Some other questions arose. Ware- 
house space? Yes, extra room is re- 
quired for an adequate stock of air- 
conditioners, and a limited number of 
spare parts. Extra capital? Naturally, 
if the business is to be expanded from 
25% to double, some extra provisions 
must be made, but not greater in pro- 
portion to the volume of business. Ex- 
tra fabrication and installation facili- 
ties? No. It is the opinion of Enter- 
prise that a sheet metal shop for duct- 
work is not a logical addition to a 
burner operation for only a seasonal 
operation. They contract their duct 
work and electrical work as required. 

Thus we have another report of an 
oilburner distributor firm which dem- 





Dependable Service Since 1937 











onstrates that it is both practical and 
desirable to combine the sale, installa’ 
tion and service of oilburners with the 
sale, installation and service of central 
airconditioning units. There may be 
many similar operations. Many have 
expressed the opinion that the proce: 
dure would be logical; some have 
claimed that it worked out to a cer 
tain extent. In some cases either oil 
burners or airconditioners have been 
the primary business and the other 
filled in. 

Enterprise claims, and this includes 
management and personnel, that they 
have eliminated the valley in the busi 
ness curve of the full year’s operation. 
This is not a trial balloon. When En 
terprise recently gave Shana a check 
for $74,862 for airconditioners for the 
month of June, that was not talk, or 
guesses, or predictions. It was results. 


>, 
“9 


Macbeth Associates is representative 
in New York, north and west of West 
chester County to Erie, Pa., for Wm. 
Steinen Mfg. Co., Newark, N. J. 





atcher's A GREAT LINE TO HANDLE... 
IT MUST BE, MY DAD SAYS SO!” 


Over 225 different sizes to 
choose from. Air condi- 
tioners @ Furnaces @ 
Boilers e@ Oil conver- 
sion burners. 

Make your sales job easier 
... more profitable ... with 
Thatcher. Write today! 

















Thatcher 


ovumacs comoany ° 
Specialists om Heating Since 1850 








“a GARWOOD, NEW JERSEY 











6 PIECE ASSEMBLY 
SAVES YOU TIME! 


Get more jobs done, increase 
your profits, install NU STAND- 
ARD KOLBKAST COMBUS- 
TION CHAMBERS. Six _ piece 
tongue-and-groove assembly fits 
easily, quickly, snugly. This top 
quality chamber comes in five 
standard sizes to meet all your 
jul requirements. Write for de- 
tails. 


TOM Gane 

















Meadow & Jackson Sis 
Philadelphia 48, Po. 
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(Whistleproof) 


MODEL R — High Velocity, High 
Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 


SIZES: 


(0x4 12x4—s«14x4 
10x5 12x5 = 14x5 
10x6 = 12x6 = 14x6 


(Baseboard) 


Diffuser Register 

Also Model D-2 (Wall 
type) and Model D-3 
(Out-of-Wall Type) 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
Write for Catalog. 


and grilles, 








lindmaster The Modern Dreft Control 
that’s “QUICKER ON THE DRAW” 












lWindmaster 


Draft Controls 


43 Vine St. 
Columbus 15, Ohio 











You'll find our new 20,000 sq. ft. plant will 
mean Continued High Quality Products, and 
Better Service for You! 


SILENT FLAME MFG. CO. INC. 
Blue Point, L. 1., New York (EMerson 3-6202) 


Canadian Distributor: Premier Heating Appliances Co. 








5 Mozart, E., Montreal, Can. 
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[22 Oil Tanks Leaking ? ? 


Ww 
Stop present and future tank bottom leaks with 


McGillis Stone Base Oil Tank Liner 





_ Applied with oil in the tank. Acts immediately. Can be 
| done at a fraction of the cost of a new tank and does a 


more permanent job. No inconvenience or interruption 
of heat for your customers, A modest estimate indicates 


| savings of over $250,000 to home-owners and dealers in 


the Eastern United States and Canada. 


WE ARE PREPARED TO PROVE IT 
or it costs you NOTHING! 


A very simple operation for a qualified oil burner man after 
instruction. Available only through Demonstration-Instructing 
Distributors. Write today for name of 
nearest Distributor. 


Exclusive General Distributor 


L. James DeWolfe 


73 Prescott Street, Reading, Mass. 


























CONTROLS 





White- Rodgers MAIN OFFICE 





Detroit @ Pertex 


anal BRANCH 








Mercoid © General 


Use “CRESCENT PARTS” Service 


Serving St. Losis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


Crescent Parts and 
“teveprieveror |Equipment Co., inc. 


825-831 S. Boyle Ave. 
St. Louis 10, Mo. 


1140 St. Lowis Ave. 
East St. Louis, Jil. 











O1L—GAS—STOKER 
Parts & Contreis 
Installations Materials 
& Accessories 
Heating Specialties 


or vertically. 











CURE DRAFT beni Aas 
TJERNLUND 


“Auto Draft" Inducer 


No smokepipe obstruction, just 
cut a rectangular slot in smoke- 
pipe and band on. 

Can be mounted horizontally 


Save Fuel, Service Calls, 
Customer Goodwill 


TJERNLUND MFG. CO. | 
2140 Kasota, St. Paul 14, Minn, 






























Useful Ideas 
(Begins on page 68) 
which a system of this type needs: 
1—The record must be a traveling 
card—available to the dispatchers. 
2—It must be accessible to those 
talking to the customers. 

3—It must be a complete record— 
one which contains customer infor- 
mation such as credit, etc.; one which 
contains the complete oilburner service 
record. 

4—It must be simple, and set up so 
that it affords an opportunity to re- 
cord all the data required by your 
particular company. 

The following are a few of the ad- 
vantages such a record system will af- 
ford you in handling your service 
work: 

The record must be one that can 
travel from the file to the dispatcher 
and back to the file after a call is 
handled and completed. 

If it is filed in an accessible man- 
ner the person talking to the customer 
can pull the card during the first few 
seconds of the conversation. This en- 
ables the employee to talk to the cus 


tomer more intelligently. In addition 
to making a very favorable impression 
on the customer it often enables you to 
avoid an unnecessary call—customers 
who habitually turn switches off or 
keep thermostats too low can be pre- 
vailed upon to make further checks 
for themselves. You would be surprised 
at the number of these calls which 
can be eliminated. 

If the record is complete it avoids 
cross references such as credit data or 
duplication, writing the name and ad- 
dress of the customer or the writing 
of lengthy directions every time the 
call comes in. A complete record and 
history in the hands of the dispatcher 
as he talks to the service mechanic 
has unlimited value. Delays caused by 
looking up street directions can be 
avoided. Clues which are obvious from 
the past history can be passed on to 
the mechanic, such as previous findings 
and previous parts installed. 

Such a system will save untold dol- 
lars in office help and service mechan- 
ics time. It will go a long way toward 
making your customers confident of 
your quality service. 





Fireboxes and Combustion 
(Begins on page 71) 
heat to the furnace or boiler. 

Excess air completes its crippling 
effect by leaving the furnace or boiler 
hot at the temperature reported by 
the flue gas thermometer. Having en- 
tered the firebox cold or at room tem: 
perature, the excess air leaves hot 
through the smokepipe only by rob 
bing heat from the flame and the boiler 
or furnace. 

An excellent domestic oilburner 
needs only 25% excess air for clean 
burning with no trace of chimney 
smoke, with no objectionable forma 
tion of soot in the flue passages of the 
furnace or boiler. The 25% excess air 
amounts to feeding the firebox 125% 
of 1,350 cubic feet of air per gallon 
of oil burned. 

The stack loss table shows that 25% 
excess air corresponds to a reading of 
12% C02 

On a highly inefficient installation, 
200% excess air may be needed to 
achieve reasonably clean combustion. 
Use the table, and you find that 200% 
excess air equals about 4'/2% C02. 








@ Fuel-Unit Parts 

@ M. H. Control Parts 
@ Electrodes 

© Gaskets 

@ Bellows 





BUckminster 4-1330 
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“FREE! 


HYDROVALVE’S NEW 1956 CATALOG 


Completely illustrated with Oil Burner Service Parts and Tools 

@ “Controlled Tension” 
ignition Wire Terminals 

@ Service Tools 

@ Shaft Seal Assemblies 

@ Accessories 

Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY, Dept. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 








NATIONAL REBUILTS ARE BEST 













LET: NATIONAL SOLVE YOUR 
TRANSFORMER EXCHANGE PROBLEMS. 


NATIONAL REBUILDERS 


1027 Grand St. 
Brooklyn 11, N. Y. 


for: Experience 
Dependability 
Quality 
Acceptability 
Service 


Wholesale Only 














October 


1956 
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LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 


STEAM 
FASTER 


AVOID 
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KEK-CLEANED ‘BOILERS 





* AIR LOCK 


















LABORATORY 


TALL ae 
















NO STACK WIRING 





METROPOLITAN 
EQUIP. SUPPLY CO. 
827 W. 30th 


MemweoJERSE Y Indianapolis, Ind. 





NO STACK MOUNTING 


SOUTH SIDE ELECTRIC SUPPLY CO. 


NOW with PerfXray Controls... 


FLAMEMASTER 


Relay is mounted on the burner 
(KO's stack temp. problems). 
Flome detector is mounted in the 
air tube. Does not interfere with 
air flow. No electronic tubes. 


Investigate today. 


® SAVES MATERIAL 
@ SAVES TIME 


e@ NO CALL 5 
@ FASTER RESPONSE 


5910 S. Haisted St. 
Chicago, Ill. 


TEWS DISTRIB. CO FLAME-MASTER CO. 
4153 N. 10th 3118 N. Milwaukee 
Milwaukee, Wis. Chicago, Ill. 

















A reading of 412% COs, corre- 
gonding to 200% excess air, means 
that the flame is receiving three times 
asmuch air as is needed on a chemical 
basis to burn the oil completely. 


Men new at servicing burners fre- 
quently write plaintive letters saying 
that they are unable to obtain high 
00, readings after adjusting burners 
for reasonably clean burning. They 
know that good domestic installations 
give readings of 8% or 9% CO as 
minimums, Practically perfect domes 
tic installations produce 12% read- 
ings, 

“I know I must not leave flames 
smoky, producing chimney smoke and 
soting up flues rapidly,” these men 
uually say, “but with clean burning 
I get very low C02 readings, down at 
5% to 6%. What steps can I take to 
get the maximum CO, readings to- 
gether with properly low smoke-in- 
srument readings?” 

These men simply are asking how 
to turn highly inefficient oilburners 
into most efficient burners. That calls 
for an intensive knowledge of the art 


rene 


of oilburning. On many installations, 
the only path to maximum efficiencies 
lies in replacing the old oilburners 
with new burners of truly splendid 
design—and replacing the old fire- 
boxes with new fireboxes, also of truly 
splendid design. 

oe 


Gales Ayap0intments 


Paul A. Ryan of Fort Wayne has 
been named advertising and sales pro- 
motion manager of Janitrol Heating & 
Air Conditioning Div., Surface Com- 
bustion Corp., Columbus, Ohio. Ryan 
joins Janitrol after serving as sales 
planning manager for the Capehart- 
Farnsworth Co., vice-president of 
Product Presentations, Inc., Cincin- 
nati, and various management posts in 
the advertising and public relations de- 
partment of Crosley, division of AVCO. 


Richard E. Kittoe has been named 
sales engineer at the St. Louis factory 
sales ofice, and Thomas A. Domini 
will occupy a similar position at the 
New York City factory sales office of 


Electronics Corp. of America, Com- 
bustion Control Div., Boston. Kittoe, a 
resident of St. Louis, previously was 
with Ralph N. Brodie Co., Inc., Chi- 
cago. Associated with the heating and 
combustion control industries for the 
past 15 years, Kittoe will cover Kan- 
sas, Missouri, Kentucky and parts of 
Illinois, Indiana, Tennessee, Arkansas, 
Mississippi and Oklahoma. Domini, 
who makes his home in the Bronx, 
N. Y., will cover part of Fairfield 
County, Conn.; the 12 northern coun- 
ties of New Jersey, and southern New 
York. 


Don Sill is a new project engineer 
for Delavan Mfg. Co., West Des 
Moines, Iowa. For ten years he was 
project engineer with the jet aircraft 
engine fabrication department, Solar 
Aircraft Co., Des Moines. 


E. Allan Hoppenstedt has been 
elected vice-president of Kresno- 
Stamm Mfg. Co. (America), Inc., 
Palisades Park, N. J., in charge of pro- 
duction and foreign manufacturing 
and sales. 














KEEP a PROFITS UP! 


With Low Cost 


FUELGUARD 


The only remote reading tank 
gauge which needs no direct 
connection to the tank, 


Find out how the simple 
FUELGUARD principle keeps 
costs down—your profits up! 
Send for catalog today. 


THE R. S. TEESDALE CO. 
Grand Rapids, Mich. 
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WAV ANG te 
BETTER 
CONTROLS ? 


See page 151 


















If You’re Wonderin 


Report On A Study 


F . Yetva manufacturer of a component of all kinds of heating equipment (furnaces, boilers, 
air conditioning) made a survey earlier this year, to find out (among other things) what 
magazines are read by various types of their customers. 


— — 


To heating equipment manufacturers, they mailed 1919 questionnaires, and received 370 replies 
from these executive levels: Engineers; Sales; Purchasing ; General Management ; Service. 

They also mailed 1,068 questionnaires to Heating Equipment Wholesalers and from them received 
264 replies. 

In addition, they mailed 1,867 questionnaires to Heating Dealers (all kinds) and received 221 
replies. They selected alphabetically, the first 40 dealer names in each of the 42 states where they 
sell equipment, plus the first 40 names in the cities of New York, Chicago, Cleveland, Philadel- 
phia, Detroit and St. Louis. 

Their total response from all lists, was 17.6%—considered very good for this sort of question- 
naire—and they concealed their identity by having the replies returned to an office in another city. 
29 trade and business papers were named in the responses. 


— —, 
‘The questionnaire asked all these people: “What trade or business magazines do 
you read in connection with your work?” Here is FUELOIL & OIL HEAT’s 


standing based on the number of times mentioned by each group: 


Manufacturing Executives 


Engineering ....FO&OH was Ist. It scored 19.3% more than the 
2nd publication. 


Sales Execs ....FO&OH was Ist. It scored 21.1% more than the 2nd 
publication. 


Purchasing FO&OH again was Ist, and scored 44.4% more than 
the publication chosen 2nd. 


General Execs .. FO&OH again was \st, and this time scored 70.0% 
more than the 2nd publication. 


Service Execs ....Here again FOXOH was Ist, with a 33 1/3% higher 


score than the 2nd publication. 


W holesalers 


FUELOIL & OIL HEAT “tied” for 3rd in the count. The Ist publication, a 
leading plumbing magazine, scored 9.8% more than the 2nd publication (which 
is a wholesaler paper) and it, in turn, scored 15.9% more than we did. We “‘tied”’ 
with a general distribution, horizontal paper, and both of us scored 37.5% more 
than the 5th publication. 


Dealers 


FUELOIL & OIL HEAT was 2nd. The Ist publication, a sheet metal-furnace 
magazine, scored 7.1% more than we did. We had a 35.0% higher score than the 
3rd publication, a plumbers’ paper. 


IMPORTANT NOTE: The manufacturer who was kind enough to give us the results of this Study has 
asked that his identity be kept a secret. However, if you wish to ask any questions about this, or know who 
the manufacturer is—write to us, and we will forward the inquiry to the manufacturer, He will then decide 
if he wishes to answer you. The decision will be out of our hands. 








